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How to fight fire 


YO DOWN TO THE SEASHORE and you'll see metal 
J doing a slow burn. Air and water combine to cor- 
rode it, and salt water adds fuel to these fires of rust. 


But now there’s an excellent way to fight oxidation 
of iron and steel—from ship hulls to offshore oil drill- 
ing rigs. The method: protect the metal above and 
below the waterline with a paint based on Shell 
Chemical’s Epon® resin. 

Because Epon resin chemically links to the metal 
surface, it forms an adhesive armor that wards off 
corrosion better than anything we know. Hard, vet 








beneath the sea 


a a a RT I 


so flexible that a wallop will dent rather than shatter 
it, tough Epon resin coating also guards against 
corrosion in underground pipelines, washing ma- 
chines, air conditioners, refrigerators, outdoor metal 
furniture .. . it’s worth your knowing. 

7 7 7 
With Epon resins that shield man-made structures 
from wear and weather, 
Shell Chemical helps con- 
tribute permanence to a 
world of change. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 
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You can tell 
the SiiSiF man 


by his complete line of bearings! 


The S&F man offers you all four of the basic —_ enced engineer with a record of solving all kinds 
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types of ball and roller bearings in many thou- 
sands of sizes—the most complete line of bear- 
ings made today! He’s quick on delivery—no 
matter where you're located, and he’s an experi- 


= 


of bearing problems. Also, he’s backed by versa- 
tile application engineers and bearing design- 
ers. Why not simplify bearing purchases for your 
plant by calling the S&F office nearest you? 


ee 


Sphencal, Cylindneal, Ball and “Tyson Tapered Roller Bearings 


EVERY TYPE-EVERY USE 


okF. 


REG. U.S. PAT. OFF 
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NEW JIC 
SOLENOID 


Schrader’s complete line of air valves allow you a freer hand 
in planning air circuits for your applications. Besides almost 
unlimited choice of size, style and actuation method, you get 
these extras in every Schrader valve you buy: 


e All parts are designed for maximum air flow, longest 
service life; simplicity of replacement; interchangeability. 
e Schrader Valves feature tough, practical design, precision 
construction, and are individually tested to full ratings. 





SUB-BASE available 
in single solenoid, 
4-way; double 
solenoid, 4-way. 


STANDARD BASE 
available in single 
solenoid, 3-way; 
single solenoid, 
4-way; double 
solenoid, 4-way. 


New JIC Solenoid Valves are compact, rugged, fast-and-easy to install. Roomy 
junction boxes fit space requirements with 90° rotation. Can be operated in 
case of current failure, by hand. Safe, recessed override button prevents acci- 
dental operation. Electrical system completely sealed against dust, oil. 


e Performance has been proved by years of use in hundreds 
of plants. All Schrader Valves can operate with Schrader 
(JIC) Square End Cylinders perfectly. 


Use the full Schrader line to do your air control selecting. 
Your Schrader distributor can help you pinpoint what you 
need. For more data write: 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N. Y. 





edivisionof SCOVILL 











QUALITY AIR CONTROL PRODUCTS 
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Hose outlasted pipe 7% years 


B.F. Goodrich improvements in rubber brought extra savings 


7 tubes going down that wall 
aren’t metal pipes but hose. A 
mixture of fly ash and acid water with 
sharp slivers of metal in it had been 
eating holes in pipe within six months. 
Each pipe replacement cost $700 plus 
about 100 hours of workers’ time. 
Then B.F.Goodrich hose was put 
on the job, had been there 8 years when 
the picture was taken. This is a kind of 
hose with a lining so tough it has been 


used in some places to handle broken 
glass and granite chips. 

Smart plant engineers and purchas- 
ing men, working with a B.F.Goodrich 
distributor, had decided to try this 
special hose instead of pipe. By lasting 
7% years longer than pipe, they now 
figure that the B.F.Goodrich hose had 
saved $6400 in replacement costs and 
$4800 worth of maintenance time. 

The hose is at a steel company’s 


power plant. It gulps thousands of 
gallons of water and grit every day but 
shows no sign of wear, looks good for 
many years more. 

Your B.F.Goodrich distributor has 
exact specifications for the B.F.Good- 
rich hose described here. And, as a 
factory-trained specialist in rubber 
products, he can answer your ques- 
tions about a// the rubber products 
B.F.Goodrich makes for industry. 
B.F.Goodrich Industrial Products Com- 
pany, Dept. M-572, Akron 18, Ohio. 


BE Go 0 drich industrial rubber products 
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Helicopter Manufacturer Specifies 


OS] | CO Special Quality Tubing 


ie 
(ae 





Straightening Ostuco Special Quality Tubing to extremely close limits at Shelby mill. 


»e Our specifications for seamless steel tubing used in Scrap and rejects are at a new low, inspection 
rotor drive shafts are tough to meet. In addition to OK’s and savings on this part are at a new high. 99 
stringent O.D., wall and concentricity tolerances, 
we require special straightness —tube after tube, 
shipment after shipment. 


This actual case history may parallel your own 
product problems. For with Ohio Special Quality 
Tubing it’s only the quality that’s special. For further 
“Ohio Special Quality Tubing surpasses any other information contact our nearest sales office, listed 
tubing we have ever used. We know this to be fact. in the Yellow Pages, or the plant at Shelby, Ohio 
— Birthplace of the Seamless Steel Tube Industry 
in America. AA-2013 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company + SHELBY, OHIO 


Be sure to visit Booth 205 


Design Engineering Show Seamless and Electric Resistance Welded Stee/ Tubing + Fabricating and Forging 
May 25- joes Paces 
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addressed in advance, please allow 5 
weeks for change to become effective. 
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Blueprint of better design- 


[ part 
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E\VAPOR IN te) = PAN 
a 


NAME 


SCALE 


moDeEL| MATL 
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-for an improved refrigerator evaporator pan 


To Goodyear molded/extruded rubber specialists, the 
problem was typical: Develop an evaporator pan that 
wouldn’t rattle—one that would last longer and heat 
more efficiently than the pans of other materials and 
with separate heaters. then in use. 


The results of the project exceeded the hopes of the 
big-name refrigerator maker. For the new molded 
rubber pan developed by Goodyear is rattleproof, 
rustproof, virtually indestructible. What’s more, its 
special bottom grooving accommodates a snap-in 
heating unit offering one-piece compactness—plus 
easy removal for replacement. 


MOLDED OR EXTRUDED RUBBER BY 


So once again the skilled personnel — in the modern 
Goodyear molded/extruded plants — have made an 
important contribution to modern product design. 
It’s asample of what you can expect when you call on 
some of the country’s outstanding rubber specialists 
at Goodyear. 


For complete information — or an invitation to tour 
these plants and see their unparalleled facilities for 
yourself, contact your G.T.M.—Goodyear Technical 
Man. Or write directly to Goodyear, Industrial 
Products Division, St. Marys, Ohio, Los Angeles 54, 
California, or Akron 16, Ohio. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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Straws in the Trade Wind 


®& WATCH THOSE SPECS—Some chemical 
buyers who have gone along for years buying 
raw materials to broad specifications are run- 
ning into trouble. As their companies’ process- 
ing operations become more refined, their 
actual specifications become more restrictive 
than the chemical suppliers’ standards. But for 
one reason or another, the new specs are not 
spelled out to vendors. Result: materials that 
pass the vendor’s quality control often foul up 
production lines at the buyer’s plant. 


> BOOST TO SMALL BUSINESS—The Navy 
is practicing what the government is preaching 
to prime contractors—increasing procurement 
awards to small business. For instance, at the 
General Stores Supply Office in Philadelphia, 
dollar value of orders to small businesses rose 
from 49% of the total in the first nine months 
of fiscal ’58 to 54% in the similar period of 59. 
The Navy’s Bureau of Supplies and Accounts 
is boosting this policy of more contracts to 
small business. 


&» THE P.A. AS A CITIZEN—More companies 
are realizing the importance of the purchasing 
agent as an influential member of his com- 
munity. At its quarterly meeting of buyers and 
P.A.’s from plants across the nation, one com- 
pany invites a qualified speaker to discuss is- 
sues of interest to business and purchasing be- 
ing considered by Congress. For example, a 
speaker at a recent meeting explained the 





For the P.A.'s Hot File .. . 


Some competing companies that use 
identical capital equipment have worked 
out pool arrangements for costly long- 
lead-time replacement parts. Here’s 
how the plans work: a major replace- 
ment part of a machine worth $750,000 
may cost between $50,000 and $75,000. 
Instead of tying up that amount of 
money in a spare part that might not 
be needed for years, several companies 
get together, purchase the part and 
store it at one of the plants. If one com- 
pany’s machine breaks down, it buys the 
part immediately from the pool with- 
out sweating out the usual long lead 
time. Then the group orders another 
part. 











notorious §.11 bill—which inhibits price com- 
petition—and urged the buyers to write their 
Congressman opposing this measure. 


> BIGGER BOOM THAN EXPECTED?— 
Estimates of expenditures for plant equipment 
may be on the conservative side, according to 
P.A.’s in the textile industry. Deliveries of 
textile equipment are slowing down because of 
heavy demand. Expediters find troubles can be 


ON UNITED STATES SHARE OF WORLD STEEL PRODUCTION 





Since World War II, at least 20 
foreign nations have more than 
tripled their steel production. 
The United States proportion of 
world output has been cut almost 
in half between 1946 and the re- 
cession year of 1958. 

















1946 
source: U.S. Steel Com. - 
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CASE /H1/ISTORIES 


Exclusive Sentri-Seals 
effectively seal out foreign 
materials at temps up to 
225° F for extended peri- 
ods—up to 350°F for 
shorter periods. Made of 
Buna-N, they are compati- 
ble with silicone, petroleum 
and diester lubricants. 


Photo courtesy: Thor Power Tool Company 


/‘D Bearings Seal Out Abrasives...AHOw 
Coo! Qperation ln AGCOO RPM Grinder! 


CUSTOMER PROBLEM: 

Tool manufacturer requires bearing design that 

will seal 21,600 r.p.m. grinder from abrasives 
. yet heat must be minimized for operator 

comfort since tool is hand held. 


SOLUTION: 

N/D Sales Engineer recommended a group of 
four New Departure integrally enclosed bear- 
ings . . . some with Sentri-Seals. These precision 
ball bearings successfully shut out microscopic 


grinding abrasives. And, even with such posi- 
tive sealing, the virtually friction-free New 
Departures help keep the temperature low 
enough for comfortable hand operation. They’re 
sealed and lubricated for life . . . promising 
trouble-free ball bearing performance without 
the added burden of periodic maintenance. 


For immediate analysis of your current ball 
bearing problems, call the New Departure 
Sales Engineer in your area or write Dept. v-7. 


Available through United Motors System and its Independent Bearing Distributors. 


y a ee 


NEVV 


DIVISION OF alicia iaaanaecet’ A 


NOTHING FOLLS L/KE A BALL 


EPARTURE 


MOTORS, BRISTOL, CONN. 
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Straws in the Trade Wind 


traced back to suppliers of components—par- 
ticularly electrical and electromechanical parts 
—who just can’t match production to orders. 


> INVESTMENT CASTINGS TO RISE—A 
20% sales increase in investment castings is 
the outlook for ’59. The Investment Casting In- 
stitute reports favorable conditions ahead for 
both commercial and aircraft applications. 


> THREE MILLION CARS—American man- 
ufacturers produced the 3 millionth car in cal- 
endar 1959 exactly three weeks ago. In 1958, 
the industry hadn’t passed the 3 million mark 
until early October. In addition, the June level 
of passenger car output was the best in four 
years. 


> HOME BUILDERS BUILDING—Three out 
of four home builders queried in a recent sur- 
vey expect the second half to be as good or 
better than the first. The average price of a 
new home this year is $14,000—the same as 
1958—but the house is larger and is being put 
on more expensive land, reports a builders trade 
association. 


&> RECENT PRICE CUTS—Have you seen 
the announcement of these price reductions? 
Filter, pressure regulator, and lubricator prices 
were lowered by C. A. Norgren Co.; cuts of up 
to 40% in the price of a corrosion-resistant 
plastic were made by Hercules Powder Co.; and 
leading domestic and foreign producers re- 
duced bulk silicon prices about 2!4 cents per 
pound. 


> TRANSPORTATION FACILITIES TO 
GROW—A 21% growth in transportation facil- 
ities by 1965 is predicted by Dun & Bradstreet. 
The reasons: industrial expansion and popu- 
lation gains. With rail and truck rates rising 
steadily, D&B says, purchasing will be under 
increased pressure to hold down transportation 
costs. 


> CLERICAL SALARIES HIGHER—Weekly 
salaries of secretaries and clerks in the pur- 
chasing department—as well as in other de- 
partments—now average $70. This is a rise of 
$6 a week over last year, says the National Of- 
fice Management Association. Other points 
from its 1959 report: the 40-hour week is still 
standard, overtime is paid by 72% of the com- 
panies, and six paid holidays a year is the 
standard for most companies. 


QUOTE ! SOCHSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSESE 


A call for a return to individual decision-making in 


industry has been voiced by H. E. Humphreys, Jr., 
chairman of United States Rubber Company. Mr. 
Humphreys says that his company “dissolved our top 
decision-making committee and gave responsibility for 
making decisions largely to individual officers.” Why? 
“We had found that committee decisions took too long. 
And committee decisions often resulted in compro- 
mises, rather than the selection of the best alterna- 
tive.” He notes: “We perform no less staff work, or 
gather less factual material than heretofore. But in 
our new organization each man must be more self- 
reliant. We are getting as wise, or wiser decisions and 
are getting them faster. Over the long term, I expect 
it will help keep the company’s decision-making 
process strong, yet flexible.” 


SSCHSSSSSSSSSSSHSSSSSSSOSSSSSSSSSSSSSSSSSSSESSSSSCSSSSSES 
H. E. Humphreys, Jr. 


JuLy 6, 1959 





Look what paper is doing now: 


For things like 


place mats, coasters, pic- 
_ ture mats, trays. 


New Decorative Plastics use 


PAPER MADE 
OF GLASS 


Translucent beauty of versatile new 
plastics made by Polyplastex United 
of Union, N. J. comes from a new 
kind of glass reinforcing material... 
made on a paper machine. Riegel 
supplies this new material, Glascel*, 
which Polyplastex impregnates with 
various resins. The result is Parglas* 
and Polylux*, two materials with 
unlimited design possibilities.*™™ 


Riegel Glascel saturating paper has 
properties, when impregnated, for 
jobs like tube winding, electrical 
laminates, printed circuits and other 
electrical parts. Ask for facts. 


* How “Reader's Digest” 

bound 36-page Ford ad 
* Makings for a good smoke 
* Color ideas that stick 


* Biggest ad ever, that 36-pager 
by Ford in May Reader’s Digest, 
has a neat little binding idea that 


lets you zip out the ad as a separate, 
complete booklet. 1,400 miles of 
perforated strips of a special bright, 
strong, fast-gluing paper were used 
... product of Riegel’s new “Caro- 
lina Belle” board machine. 


* A pipe man’s loyalty to his favor- 
ite smoke is a wondrous thing. To 
win and hold this loyalty, many 
tobaccos replaced tin cans with 
Riegel’s Pouchpak*. It’s a lamina- 
tion of foil, glassine and polyethy- 
lene, colorfully reverse-printed.*™™- 


* Life-time shine for auto medal- 
lions, appliance panels, trim strips, 
etc. now comes from a wondrous 
development in plastics, metallized 


1 
Mylar. Peel the paper from the ad- 
hesive back, and press on. The paper 
is a specially coated, peelable Riegel 
release paper. 
* Can we do something unusual 
for you, too? Write Riegel Paper 
Corporation, P.O. Box 250, New 
York 16, New York. 











oe 
Now..what can we do for you! 


* “Shims” made of paper 
* Color for organized files 
* Pillows of mint delight 


* In offset printing, critical pres- 
sures between paper and plate are 
adjusted by paper “shims” packed 
under the plates. For years, any old 
paper was used, but thin spots, slip- 
page and crushing plagued the 
lithographers. Riegel now offers a 
crush-proof, slip-proof paper made 
to accurate caliper, graduated in 
thousandths. Offset presses roll in 
less time... with a better job for all. 
* To keep you from getting mixed 
up, Oxford File Folders now come 
in assorted colors. Handy pack of 
12 has four each of pink, blue, and 


green. They’re made of a special 
Riegel paper, geared to a real tough 
life. 

* Hershey’s brand new “Mint 
Chocolates” are sold in attractive 
pillow-packs ... made of a special 
Riegel protective paper called 


“Pouchpak”*. Neat, simple, color- 
fully printed on our new 8-color 
gravure . .. heat-seal coated. *™™- 
»* Have you a problem that may be 
solved by a better paper? Just write 
to Riegel Paper Corporation, P.O. 
Box 250, New York 16, N. Y. 


TECHNICAL PAPERS FOR INDUSTRY 
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Does Purchasing Deserve 
Greater Recognition? 


At the N.A.P.A. convention a few weeks ago, one of the most commonly- 
discussed topics among P.A.’s was that of recognition. In fact, the kickoff 
session at the convention featured an address by a prominent management 
executive on this theme. We asked a representative cross-section of purchasing 
agents a number of questions about recognition. Their combined answers follow: 


|. Do you honestly feel that 





most company manage- , 
ments give purchasing the 
attention and recognition 





it deserves 


In your own company, do 





you feel that purchasing , 
gets the attention and 





recognition it deserves 


Reports to 





Management 


How do you think pur- 
chasing should go about , 


Value Analysis 





; ‘ Activities 
getting increased recog- 





nition from management Other (serving on 
committees, public 


relations, etc.) 
Cost Reduction 
Standardization 


Make-or-Buy 
. On what top management 
committees do you feel s 





purchasing should be rep- Executive 
resented 





Product Development 


Scheduling 








Sales Forecasting 


~ 


(total is more than 100% because some respondents checked more than one response) 
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DELROYD New high efficiency... 
WORM GEAR SETS niger horsepower seta 


_ Send for this new Delroyd Worm Gear Sets Catalog #3800. 
JUST OUT It contains comprehensive information on selection of worm 

gears, calculation of bearing loads, and other data, much 
of which has never been published before. 








<a> } 


ORM and GEAR DATA | G7 J ; 


rm on 











ROMANE Sieam Turbine Company 


807 Nottingham Way, Trenton 2, New Jersey 


on? 
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5. On what top management 
committees is purchasing . 
in your own company rep- 
resented 


What change has there 
been in purchasing's rep- « 
resentation on top man- 
agement committees in 
the last ten years 


In your company, is the 
top purchasing official , 
considered a serious can- 
didate for future openings 
for top level, non-purchas- 
ing jobs 
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Cost Reduction 





Standardization 





Make-or-Buy 





Executive 





Product Development 





Scheduling 





Sales Forecasting 


(total is more than 100’ because some respondents 
checked more than one response) 


Increase 





No change 


Decrease 














BASICS IN COATED ABRASIVES NO. 3 


Resin : 
Industrial Cloth 
ALO, Type 6 


It’s not the likeness of shape or color 
that’s important in selecting basic 
coated abrasives—belts, discs, sheets 
or rolls—it’s the abrasive-engineered 
differences that really count! 


Outdated coated abrasive ordering 
specifications, on items you use every 
day—even in maintenance opera- 
tions, can result in sizable losses. 
Abrasive grains, backings, bondings 


VV alreammexey-1c-\emr-le)e-toh= 
eX-)h@m elUlomZelem ell) 


and coatings are all combined in 
manufacture to produce a specific 
product for a specific job. 


Coated abrasive product improve- 
ment at CARBORUNDUM is a constant 
process resulting in new uses, new 
applications and new savings for 
customers. Resin bonded coated 
products, for example, were pio- 


ANSWER THE RESIN INDUSTRIAL CLOTH BELT, 50 ALO, TYPE 6, shown on the 
left, used with a 70 durometer, Type 61 contact wheel, is the 

ideal product to provide maximum performance in stock removal such as, scale and 
trimmed flash, from forgings. The Carborundum patented bond-adhesion 

process (U.S. Pat. No. 2,805,136) gives this product its exclusively proved 

superiority in metalworking. 


THE INDUSTRIAL CLOTH BELT, 180 ALO, EC, pictured on the 
right, is the recommended follow-up product for final 


Industrial 
Cloth 
ALO, EC 


neered by CARBORUNDUM and today, 
their correct application provides up 
to 3 to 1 endurance over other 
coated products. 


Buy belts, discs, sheets and rolls de- 
signed for your specific uses. A few 
minutes to review your coated needs 
with your CARBORUNDUM Distribu- 
tor Salesman will be time well spent. 


finishing and polishing of forgings after grinding operations are completed. 


The mild cutting action and flexible backing material of this belt 
provide — degrees of finish on both flat and contoured surfaces. 
Finer grits are recommended where surfaces are to be buffed. 


CARBORUNDUM 


TRADE MARK 


THE CARBORUNDUM COMPANY Coated Abrasives Division NIAGARA FALLS, N.Y. 
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Hicu COVERAGE and low 
gallonage cost is usually the guid- 
ing principle behind the paint 
purchases. But while this ap- 
proach may seem to be the 
most logical, it rarely gives the 
best results. For with the cost of 
applying paint running anywhere 
from four to ten times the cost 
of the paint itself, the question 
of paint life (rather than price) 
becomes the important considera- 
tion. 

Since World War II, technologi- 
cal progress in the paint industry 
has developed to a point where 
protective coatings can be con- 
sidered engineering materials, 
just as any other material of con- 
struction. There is no longer one 
universal paint—lead in oil— but 
an array of products with unique 
properties for practically any ap- 
plication. 

For purchasing agents without 
organized testing programs for 
evaluating various competitive 
paints, the problem of selection 
can often be resolved through the 
recommendations of a supplier. 
Of course, the vendor must know 
the particular environment and 
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Special Industry Report: 


conditions under which the paints 
are to be used. 

In recent years, buyers have 
found it necessary to use many 
different types of paints for main- 
tenance work. To meet these de- 
mands, tailor-made products are 
now being offered for a number 
of specific applications. 


Types of Maintenance Paints 


There are now available paints 
having such designations as al- 
kyd, epoxy, vinyl, acrylic, and 
silicone. Here is a rundown of 
some general classes of mainte- 
nance paints, their properties, and 
recommended uses: 

Alkyd—Long oil air-drying al- 
kyd paints are the most widely 
used for general maintenance 
purposes. They are low in cost 
and have good protective proper- 
ties. 

Acrylic—Acrylic solution coat- 
ings are tough and durable, par- 
ticularly for outdoor applications. 
Clear acrylic lacquers are used 
to prevent staining of aluminum 
windows and door frames by mor- 
tar, plaster, and stucco. Acrylic 
enamels are widely used on 


equipment exposed to chemical 
fumes. 

Epoxy — Epoxy-based coatings 
have excellent chemical resist- 
ance, adhesion, flexibility, and 
toughness. They are recommended 
for chemical processing equip- 
ment and machinery which must 
undergo considerable cleaning 
with soaps and detergents. These 
coatings are good for masonry 
surfaces, as an abrasion resist- 
ance finish for floors, and as a 
protective paint for structural 
steel. 

A unique application of a modi- 
fied type of epoxy paint is brush- 
ing moist surfaces without impair- 
ment of adhesion or film conti- 
nuity. Industrial usage has shown 
that this paint, brushed directly 
onto sweating cold water pipes, 
dried rapidly and adhered well 
despite the adverse conditions 
under which it was applied. This 
modified epoxy coating also finds 
use on dairy equipment, pipe- 
lines, water softeners, and labora- 
tory equipment. When you buy 
this type of paint, you should ex- 
pect to pay a premium because of 
its special qualities. (Turn Page) 
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Special Industry Report: 


Phenolics—Phenolic paints have 
high abrasion and mar-resistance, 
pilus good solvent, chemical, and 
moisture resistance. These prop- 
erties make them useful as floor 
paints and maintenance coatings 
for storage tanks. 


Resistant to Heat 

Silicones—These coatings have 
excellent resistance to heat, mois- 
ture, salt-spray, acids and alka- 
lies. Their chief use is on hot sur- 
faces, such as coatings for flue 
stacks or outdoor processing 
equipment. 

Hypalon — Hypalon coatings 
have excellent chemical and sol- 
vent resistance, and good resist- 
ance to oxygen and ozone. Coat- 
ings of this type are being 
used on acid pumps and in en- 
vironments where highly corro- 
sive chemicals and fumes are 
present. 

Chlorinated Rubber — Paints 
based on chlorinated rubber pos- 
sess good chemical and alkali re- 
sistance up to 140° F. They are 
currently used in chemical plants, 
dairies, gas works, and petroleum 
refineries. They also find wide 
use as masonry coatings. 

Cyclized Rubber — The good 
chemical resistance properties of 
these paints make them suitable 
as general maintenance paints to 
resist acid and alkali; also recom- 
mended for concrete surfaces. 

Urethane—Because of their ex- 
cellent hardness and impact prop- 
perties, these coatings find wide 
use as scuff-proof finishes for 
wood floors. 

Vinyls—Vinyl-solution coatings 
are tough and flexible, possess 
good adhesion, and have good 
weathering properties. They find 
considerable use as general pur- 
pose coatings to resist fumes, 
acids, salts, alkalies, and deter- 
gents. 


Specialized Properties 
While this list is intended to 
give an idea of the most repre- 
sentative types of maintenance 
paints available, certain special- 
ized properties can also be in- 
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New types of maintenance paints are being developed to suit particular 
industrial needs. Epoxys, acrylics, ani silicones are a few of the materials 
that are providing different applications for paint. 


corporated into the paint film. For 
example, many paints today pos- 
fungus-resistant properties. 
These paints are being used suc- 
cessfully in swimming pools, 
locker and shower rooms, and 
areas where high humidity is 
present—such as meat packing 
plants, food processing plants, 
and bakeries. Deterioration of or- 
dinary paint films can be traced 
to fungus growth and discolora- 
tion of painted surfaces has been 
attributed to fungus action. Thus, 
the incorporation of anti-fungus 
chemicals into the paint has alle- 
viated these conditions and has 
resulted in increased durability. 
Recently, antiseptic paints have 
been marketed which are claimed 
to kill many types of disease- 
producing fungi and bacteria on 
contact or close proximity. 

The mere ap»lication of a paint, 
however, is no guaranteee that it 
will perform well. Proper surface 
preparation is most important to 
the success of any paint job. Even 
the finest quality paints applied 
meticulously by expert craftsmen 
will fail prematurely unless the 
surface has been carefully in- 
spected and prepared prior to 


sess 


painting. Without surface prepa- 
ration, peeling and blistering of 
the paint job may occur soon 
after painting. Such conditions 
are unsightly and—even more im- 
portant to the P.A. 
correct. 


expensive to 


"59 Sales Up 


Looking at the market situa- 
tion, paint sales to industry have 
been up sharply thus far in 1959. 
In the first three months alone, 
the Census Bureau reports, indus- 
trial sales rose over 13% to around 
$137 million. Paint and varnish 
sales represented about $103 mil- 
lion of that amount, while the 
remainder was sales of lacquer. 

At the present time, there are 
no shortages of basic chemicals 
that go into the manufacture of 
pairits. There is also no indication 
that any shortage of these chem- 
icals will occur, barring an inter- 
national crisis. 

In all likelihood there will be 
no drastic price changes in the 
near future. Some basic raw ma- 
terials have risen in recent 
months, but these increases were 
not reflected in the price of fin- 
ished paint. 
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LECTRIC 


TRUCK 


BATTERY 





Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 





SO YEARS AGO, 


Up to 44% more power. New Exide- 
Ironclad Batteries with armored porous 
tubing pack more power in the same size. 
So you can boost the work capacity of 
your present trucks, large or small—do 
more work. Or get the same power in a 
smaller size. Either way, you get longer 
life potential and more power per dollat 
for greater battery economy. 


EXIDE PATENTED 


THE TUBULAR PLATE BATTERY 


Exide was already 21 years old when it 
launched the Exide-Ironclad Battery— 
back in 1909. But the idea of the tubular 
positive plate was brand new. It was 
especially designed for electric truck 
service. Would it really give the longer 
battery life Exide engineers expected? 
Would it make possible greater battery 
economy? Look at the results. 


Against every other type of battery—in 
every type of industrial truck application 
—in all kinds of heavy duty service, 
nothing has been found to match the 
Exide-Ironclad. A recent survey revealed 
that 91°, of truck owners who have 
used Exide Batteries still use them. Once 
they experience the advantages Exide 
Batteries offer, they seldom buy any 
other brand. No other battery ap- 





proaches this record of user satisfaction. 


Today, of course, the Exide-Ironclad 
Battery is 50 years better than it was in 
the beginning. Exide engineers have con- 
stantly improved it. They have learned 
the secrets about tubular plate construc- 
tion that only experience could teach— 
secrets about casting the lead grids, 
formulating grid alloys, composition of 
active material, filling the tubes, perform- 
ance of tubing (about 20 different types 
were tested over a 15-year period before 
the last change). So the new Exide-Iron- 
clad Batteries give today’s buyer greater 
life and economy than ever before. 


For more details on the new Exide-lronclad 
Batteries, write for a copy of the 8-page, 
illustrated Brochure +6230 





Today's advanced-design electric in- 
dustrial trucks yield their greatest econ- 
omy and productivity when teamed 
with the new, more powerful, Exide- 
Ironclad Batteries. 


Now—get your chargers from Exide too 


A complete line of chargers for electric 
truck batteries. New vertical-design 
motor generator chargers feature down- 
draft cooling for cleaner operation. Save 
2% on floor area mounting space required. 
Can also be wall mounted. Simplified 
design and standardized construction 
make possible significant parts econ- 
omies which are passed on to you. With 
Exide as your single souree for both 


batteries and chargers, you are assured 
of better value, better performance and 
better service. Write for new brochure 
giving complete information. 


Exide 
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Finest bearing steel 


HERE’S HOW YOU GET 


Here’s a unique word—to express the 
American urge to do more and do it 
better— Better-ness. The idea that 
“good enough” isn’t. It’s the drive 
that puts more and better cars on the 
highway every year. And puts them on 
the best roads in the world. It’s the 
philosophy that has let the bone crush- 
ing labor of farming slip into history. 

In its drive for Better-ness, industry 
relies more and more on Timken 
tapered roller bearings. Engineers and 
purchasing men have learned that 
Timken bearings assure better per- 
formance, reduce maintenance, keep 
machines on the go longer and with 
practically no attention. They’ve 
learned that Timken bearings really 
cost less to use. 


HERE’S WHY: 


|) Timken bearing sales engineers 
work directly with your engineers to 
develop bearing applications from 
the start. 


Our research facilities help de- 
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WHEN YOU BUY TIMKEN” BEARINGS 


velop not only better bearing appli- 
cations, but help build more wear 
and longer life into related parts. 

We make our own nickel-rich 
steel to make sure we start with the 
best—America’s only bearing manu- 
facturer that makes its own steel. 

We’ve developed the most 
modern bearing production tech- 
niques to keep costs down while 
delivering a finer, more uniformly 
precise product. 

Our modern Shipping Center 
speeds deliveries, makes your han- 
dling of shipments easier, cuts bill- 
ing time. 

Now industry is making bigger 
advances than ever. Greater precision. 
Greater speed. Greater loads. And 
Timken tapered roller bearings are 
ready to play their vital part. Timken 
double zero bearings, for instance, 
are more accurate than most industry 
needs today. But these Timken bear- 
ings are ready for the greater pre- 
cision needed in the years ahead. 


Timken bearings are your number 
one bearing value. In your search for 
Better-ness, in machines and sales, 
look to Timken tapered roller bear- 
ings. They’re the symbol of Better- 
ness. The Timken Roller Bearing 
Company, Canton 6, Ohio. Cable: 
“TIMROSCO”. Makers of Tapered 
Roller Bearings, Fine Alloy Steels and 
Removable Rock Bits. 





BETTER-NESS rolls on 
® 


tapered roller bearings 








First in bearings for 60 years ——all 
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OIL-RESISTANT 
OUTER COATING 


OIL-RESISTANT 
NEOPRENE TUBE 


Years of chemical exposure 


can’t knock out this 


Strong, lightweight, extremely flexible, and easily 
folded, “‘Quaker’”” PETROCHEM is ideal for fire- 
protection where acids, alkalies, and hydro- 
carbons ruin ordinary hose. 


Many large chemical plants (typical case his- 
tories on request) report PETROCHEM hose still 
going strong after as long as four years’ constant 
exposure to sulfur, chlorine, solvents, etc., where 
hose previously had to be replaced two or three 
times a year. 


Petrochem Fire Hose 


Neoprene inner tube and neoprene-impregnated 
“Dacron” jacket give PETROCHEM maximum 
corrosion-resistance. And PETROCHEM is the 
only all-synthetic fire hose with UL approval. 


Ask the Thermoid industrial distributor about 
PETROCHEM “White” and PETROCHEM | 
“Black” fire hose to meet the severest require- 
ments of the oil and chemical industries. Or write 
Thermoid Division, H. K. Porter Company, Inc., 
Tacony & Comly Sts., Philadelphia 24, Pa. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; 

Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVISION; 

Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION; and in Canada, Refractories, “Disston” Tools, 
“Federal” Wires and Cables, ““Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 
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Seven SIGNODE ways to strap better for less 
..at the speed you need 


Basic two-piece tool set; easy to use. An Model N air-power stretcher tightens Signode’s SFC—the only one-hand, one- 
inexpensive outfit, including seals, strap- strapping to preset tensions up to 1600 piece strapping tool—shown here with 
ping, strap dispenser, stretcher and sealer, pounds. Model PN, not illustrated, straps Signode Adjusta-Pak three-way-telescop- 
saves timeand money inanyshippingroom. bundles of round or irregular shape. ing corrugated container. 


nee wa . . ’ Z etnies cc i 
Model AP portable air-power strapping machine—a fast, de- Model PSF, Power Strap Feeder—now one man straps big 
pendable air-powered tool that tensions, seals, cuts off strap packages without a helper and without walking around the 
Preset tensions up to 1600 lbs. Also electric—Model AE. package. Inexpensive. Used with any Signode seal feed tool. 


Model M-2 power strapping machine automatically tensions, 
seals and cuts the strapping. Speeds and improves conveyor 
line strapping of all types of containers. 


Conveyor strapping station holds interlocking container flanges, 
positions strapping, supports tools, saves time and labor. Han- 
dies large-volume flow of various size cartons. 


It will pay you to see the Signode man near you. He has strapping tools, 
machines, and accessories to meet your requirements, and can help you with 
time-saving, cost-cutting packing and strapping methods. For fast service, 
write, describing your needs to. 


SIGNODE STEEL STRAPPING CO. 


x yl 2676 N. Western Avenue, Chicago 47, Iilinois 
“Sl Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
First in steel strapping in Canada: Canadian Steel Strapping Co., Ltd., Montreal « Toronto 
For More Information Write No. 170 on Inquiry Card—Page 32 
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FREE! 


New Thrust Washer 
Design Guide 


PRECISION THRUST WASHERS 


Variety in design and material 
Uniformity in quality and performance | (°F, \ 
rong 
guide, com- 
piled by our 
engineering department. 
Write for your free copy — 
today! 


In solid bronze, or steel faced with lead or tin-base babbitt, or sintered copper- 
alloy or bronze on one or both faces. They are cold rolled for heavy-duty opera- 
tion. Flat, spherical or special shapes, with coined oil grooves, ball indentations 
on one or both sides, holes, nibs, lugs or scallops. Up to 5” 0.D. Extensive 
manufacturing facilities. Quality control. Complete engineering service. 


FEDERAL-MOGUL DIVISION 


FEDERAL-MOGUL-BOWER BEARINGS, INC., ''97 SHOEMAKER, DETROIT 13, MICHIGAN 


‘A 
Spacer . Camshaft 
Tubes Bearings 


Copper-Alloy Aluminum or | 
Lined Babbitt Lined | 
Bearings Bearings yc } 
s 


> 
‘Noe 19? 
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Common Market Nations 


Pose Threat to U.S. 


Editor’s Note: This is the first 
of two special reports on Euro- 
pean political and industrial de- 
velopments of vital importance 
to purchasing. PurcHASING Mag- 
azine’s veteran Washington cor- 
respondent, A. N. Wecksler, is 
currently making an intensive 
tour of many of the major Euro- 
pean industrial centers in order 
to present an on-the-spot analysis 
of the European scene. His “Re- 
port From Europe” will replace 
his “Washington Report” for the 
next two issues. 


Wesr BERLIN—The indus- 
trial recession was much milder 
and shorter in Western Europe 
than in the U. S. For many Euro- 
pean industries, new record levels 
of production are being set—even 
though some have yet to regain 
the high marks notched in 1957. 

An important factor in the fu- 
ture economic strength of West- 
ern Europe is the European Com- 
mon Market—comprised of Bel- 
gium, France, West Germany, 
Italy, Luxembourg, and_ the 
Netherlands. These nations, which 
have agreed to first drop and 
later eliminate tariffs, will create 
a huge market for equipment, 
goods, and services. 

German industrialists and 
traders are confident that they 
can do well in any Common Mar- 
ket arrangement. The reasons? 
First they feel considerably more 
competent industrially than the 
French and Italians, and second- 
ly they have done very well in 
trading thus far. 

There is, however, no intense 
rivalry among the countries to 
jump in first to skim the cream. 
The general attitude is that the 
Common Market will provide 
large, if not equal, opportunities 
to all the countries taking a part. 

What industry sees for the fu- 
ture is at least a decade of great 
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demand for housing, consumer 
goods, and public works, especial- 
ly modern highways. 

The Common Market concept is 
that by grouping markets it will 
be possible to mass produce con- 
sumer goods, In addition, these 
nations feel that by adopting 
U. S. credit selling techniques, a 
broad base of purchasing power 
will be established. 

In Great Britain, for example, 
one seller of a popular line of 
automobiles advertised he would 
accept down payments of one per- 
cent, with 60 months to pay off. 
He was swamped with orders, 
and has a long waiting list of 
buyers. 


Enlarging Markets 


For the U. S. purchasing agent, 
the Common Market has few im- 
mediate implications. For the 
longer range, however, it is quite 


clear Western Europe will seek 
to enlarge its industrial and con- 
sumer markets in the U. S. 

In recent years, U. S. com- 
panies have been looking for a 
niche in the Common Market, by 
buying outright, or by buying in- 
to companies already established. 
Many American companies have 
been in the European market for 
many years, Their experience has 
been that products have to be 
redesigned and restyled for the 
European market. There is wide 
acceptance throughout Europe of 
the belief that, in most lines, 
U. S. industry has priced itself 
out of overseas markets because 
of higher labor costs. 

For this same reason, the Euro- 
peans feel that they can expect to 
sell more products on the U. S. 
market. However, the European 
trader does not consider the U. S. 
the best market for his exports. 

The development of the Com- 
mon Market will probably take 
much of the expanded production 
from the countries of Western 
Europe. Beyond that, Latin 
America, Africa, and Asia are 
considered as areas where the 


Despite the air of prosperity of this West Berlin cafe, the city has 
50,000 men and women unemployed. Its jobless rate is considerably 
higher than the rest of West Germany, which has between 2% and 3% 
of the labor force unemployed. 
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Get SEE-THROUGH, SAFETY and SAVINGS by installing 
PLEXIGLAs® acrylic plastic glazing in plant doors, windows, 
skylights and partitions. It resists twisting, shock and 
vibration. Withstands chemicals and. weather, installs easily. 
Look for the name of your nearest authorized dealer under 
PLeXxIGLAsS in the Plastics section of telephone directories 
in major cities. 

In Canada: Rohm & Haas Co. of Canada, Ltd., 

West Hill, Ontario 


Chemicals for Industry 
fA ROHM £ HAAS 
— COM PANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA: 


See how PLEXIGLAS “gives” under the force of a blow! 


CALL YOUR AUTHORIZED PLEXIGLAS DEALER 


PROMPT DELIVERY * TECHNICAL ADVICE * FULL RANGE OF SIZES AND COLORS 
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Common Market countries can 
expand their trade. It is likely to 
be at these points that the U. S. 
drive to expand its foreign trade 
will collide with the Common 
Market traders. 

This has already happened in 
Latin American countries where 
the West German traders have 
been conspicuously successful in 
selling their lines against those 
of U. S. makers. The Germans 
have offered lower prices, much 
longer credit, and have been 
much more aggressive in their 
sales effort. 


European Competition 


To meet some of the problems 
posed by the Common Market 
agreement, seven other European 
countries are continuing their ef- 
forts to develop a free trade area. 

While the Common Market 
countries put their plan into oper- 
ation last January, they have pro- 
ceeded slowly sc as not to dis- 
criminate against other trading 
countries. Initially they had ex- 
tended to other countries the 
tariff concessions they made to 
each other. 

Countries considering a “free 
trade” area arrangement now 
are the United Kingdom, Swe- 
den, Austria, Denmark, Norway, 
Switzerland and Portugal. One 
of the objectives of this free trade 
group of nations would be to im- 
prove their bargaining position 
with the Common Market coun- 
tries. 


@ West Berlin Lagging 
Behind West Germany 


West Berlin is a symbol of 
Western Europe’s aggressive trade 
potential, rather than an example 
of it. In pre-war Germany, Berlin 
was in the forefront of German 
trade; now it lags behind the rest 
of West Germany. 

These are some of the reasons 
why the city has fallen behind 
in the general industrial progress 
of West Germany: 

1) West Berlin is an island 
separated from the rest of West 
Germany by a 110-mile land 
bridge through Soviet controlled 
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East Germany. 

2) Berlin sustained 1/6 of the 
total bomb damage of the whole 
of Germany. 

3) The normal economic 
strength of Berlin was based on 
its being the capital city of Ger- 
many, where government was one 
of its major industries. 

Now West Berlin must receive 
all its supplies over routes con- 
trolled by the East Germans. It 
must also re-export manufac- 
tured goods over these same 
routes. 

One-third of the city’s supplies 
come in by truck, another third 
by barge, and the remainder by 
rail. There are three air corridors 
to West Berlin, each 20 miles 
wide, and these are used for pas- 
senger flights, not for freight. 

A considerable stockpile of sup- 
plies has been built up in Berlin 
against the possibility of another 
blockade, But industrial leaders 
believe that it would not be 
feasible to sustain Berlin by air- 
lift in another blockade, as was 
done in 1949. 

This is not due to an inability 
to supply the city. It could be 
done easily by air on a sustenance 
basis. However, since 1949, the 
industry of Berlin has been con- 
siderably built up. The blockad- 
ing of land and barge routes 
would put the city under virtual 
seige—shutting down industry 
and creating wide scale unem- 
ployment. 

As it is, West Berlin presents 
a major economic problem to the 
Federal Republic. While the rest 
of West Germany has a very low 
rate of unemployment (between 
2% and 3% of the labor force), 
there are 60,000 jobless in West 
Berlin. 

West Berlin imports more in 
dollar value of foodstuffs and ma- 
terials than the total value of 
manufactured goods it exports. 
This deficit is made up ‘partly 
by direct grants and loans from 
the Federal Government of West 
Germany. 

Most leaders here recognize 
that unless East and West Ger- 
many are reunited with Berlin 
as the capital, Berlin cannot sus- 
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Investment 
Casting News 


Important advances by Hitchiner have 
been made in the physical character- 
istics of investment cast aluminum 
type #356 T6. Now, for the first time, 
Hitchiner can cast this alloy and obtain 
an ultimate physical strength of 35,- 
000 p.s.i; a yield strength of 25,000 
p.s.i., and an elongation of 5%. These 
physicals exceed currently accepted 
standards. 


Purchasers concerned with the me- 
chanical properties of a casting should 
note that TEST BAR data is not an 
exact measure of mechanical values. 
At best, test bar information gives a 
measure of consistency from one melt 
to another. Recent experiments in test- 
ing techniques at Hitchiner show that 
on a given alloy, just the change from 
end gating to center gating on stand- 
ard test bars resulted in increases of 
up to 25% in ultimate strength, and 
100% in ciongation. 


“Why Investment Castings?” ... is the 
title of an informative article which 
recently appeared in Machine Design 
magazine. An unusually high rate of 
inquiry from the “purch:ssing func- 
tion” has prompted us to reprint this 
concise story for wide: trivution. 
Hitchiner will supply with this 
article. on request. Pl bs to us 
or use the reader servic 1, and we 
will mail you one free o rge 


Freedom in shape design has long 
been investment casting’s principal ad- 
vantage in the casting field. It still is 

. . but recently, Hitchiner engineers 
have been advising customers of an- 
other advantage .. . that of substitut- 
ing different alloys for the same part. 
The fact is that the better alloys 
often cost no more than the “inexpen- 
sive” alloys when they are investment 
cast. Some customers have made a 
complete turn-about and _ substituted 
non-ferrous for ferrous. The latest 
trends indicate that free-machining 
bar stock is being replaced by stain- 
less steel due to its lower end cost plus 
the added dividend of abrasion re- 
sistance. 


HITCHINER 


MANUFACTURING COMPANY, INC. 


MILFORD 53, NEW HAMPSHIRE 
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Mr. J. Van Krevelen, Buyer in 
Norge Division of Borg-Warner Corporation, 
buys Scott Towels because: 





“Norge towel costs dropped 30% the first year 
when we switched to Scott UHA Towels” 


It makes sense—the fewer paper towels you use, the lower your 
towel costs. Often wiere two, three and even four paper towels 
are used to dry hands and face, one Scott UHA (Ultra High 
Absorbency) is all that’s needed. If you’re now using another 
brand of paper towel, why not run a comparative test like Norge 
did. Your Scott distributor will tell you how to go about it. 
Look for his name in the Yellow Pages under “Paper Towels.” 


Scott UHA Towels . 
Scott Multifold Towels 


Scott Singlefold Towels 
ScotTissue 


Distributed through the leading paper merchants of America 
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tain its present size. The West 
German government continues to 
underwrite the expenses of West 
Berlin, because of the current 
political situation. 

Although some of this support 
is extended by money loans and 
grants, equally important are con- 
cessions to trade and industry to 
locate and build facilities in West 
Berlin. Industrial investment and 
construction in Berlin is encour- 
aged by permitting amortization 
of such investment on tax re- 
turns within three years. 

The turnover tax (a manufac- 
turers sales tax) is remitted on 
industrial sales to West Germany. 
In addition both income taxes and 
real estate taxes are lower in 
West Berlin. 

These advantages make it 
quite clear that the whole recon- 
struction of West Berlin has been 
made possible by special aid from 
U. S. and the West German gov- 
ernment—plus the special posi- 
tion accorded trade and industry 
located in’ West Berlin. It then 
becomes equally clear that if the 
status of West Berlin is material- 
ly altered, it would be impossible 
to continue this special aid and 
concessions which makes West 
Berlin’s current position possible. 


Contrast With East Berlin 


The Soviet position on Berlin 
is evident in the contrast between 
reconstruction in West Berlin and 
East Berlin. 

The Russians have built up a 
limited area in East Berlin, and 
this rebuilt area is most attrac- 
tive. But the remainder of the 
Soviet area still looks like a 
ruined city. In West Berlin there 
are ruins, but there are signs 
everywhere of rebuilding. 

Due to the disparity in living 
conditions between the East and 
West, there is a steady stream of 
refugees who cross over to the 
West. The escapees come to West 
Berlin even though jobs are hard 
to get for their ultimate hope is 
to filter through to West Ger- 
many where the economy is flush. 

—A. N. Wecksler 
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Your job is not an easy one, and 
anybody that can offer you a fast, 
complete service is a welcome 
neighbor. Your nearby Hussey ware- 
house offers this kind of service on 
copper in every form from complete 
stocks. Seven strategically located 
warehouses are stocked to serve you 
and delivery is prompt. For larger 
production requirements, complete 
mill service is at your command. 


| HUSSEY 


ER 


C.G. HUSSEY & CO. 


(Division of Copper Range Company) 


Rolling Mills and General Offices 
PITTSBURGH, PENNSYLVANIA 


7 CONVENIENT 
WAREHOUSES 


PITTSBURGH (19) 

2850 Second Ave. 
CLEVELAND (3) 

5318 St. Clair Ave. 
CINCINNATI (37) 

1045 Meta Drive 
NEW YORK, 
LONG ISLAND CITY (6) 

34-39 Thirty-first St. 
CHICAGO (18) 

3900 N. Elston Ave. 
ST. LOUIS (1) 

Central Terminal Bidg. 
PHILADELPHIA (30) 

1632 Fairmount Ave. 
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in the American Steel & Wire Spring 
Testing Laboratory, the springs rec- 
ommended for the Homecrest Chair 
go through extensive tests. This Fa- 
tigue machine, by means of strain- 
gauge verification, simulates years of 
use in a relatively short testing time. 





20,000 chairs rock on 
(is8) American Springs 
without one failure 
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Here is the spring recommended by American Steel & Wire for use in this chair. To supplement the AS4&W tests, the Homecrest Company 
subjected these springs to a simulated rocking test. Under a weight of 250 pounds, these springs were rocked 750,000 times, without failure. 


Spring Engineering Research Service 


The Homecrest Company, Wadena, Minnesota, 
wanted to add a swivel rocking chair to their line of 
modern, functional home furniture. However, they would 
produce this chair only if it could be a quality item that 
would give good, dependable service. While designing 
the chair, they checked with the American Steel & Wire 
Spring Engineering Consulting Service. The engineers 
studied the problem, ran extensive tests and finally 
recommended a pair of round wire helical single coil 
torsion springs. Using these springs, Homecrest designed, 
fabricated and marketed the chair. Today 20,000 of 
these chairs have been sold and not one failure of an 
AS&W Spring has been reported. 


Mr. A. L. Englemann, a partner of Homecrest Company, 
says, ““We have purchased from American Steel & Wire 
over 45,000 springs, and not one has been reported a 


American Steel & Wire 
Division of 


Columbia-Geneve Stee! Division, Sen Francisco, Pacific Coast Distribute 
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failure. We couldn’t be happier with American Steel & 
Wire as a supply source for our springs.”’ 


If you have a spring problem, or would like advice on 
the use of springs in your product, get in touch with 
any American Steel & Wire Sales Office. You can 
benefit from the knowledge of AS&W’s Spring Engi- 
neering Research Service. The Service has been engaged 
in laboratory experiments of static and dynamic testing 
for 20 years and has accumulated invaluable data on 
stress and fatigue life of steel springs, while endeavoring 
to improve efficiency in the use of steels, from steel 
chemistry through product application, to more eco- 
nomically cope with today’s rigorous demands. This 
accumulated knowledge of the AS&W Spring Engineer- 
ing Research Service is at your disposal. American Steel 
& Wire, 614 Superior Ave., N.W., Cleveland 13, Ohio. 


USS and American are registered trademarks 


United States Steel 


ors @ Tennessee Coal & iron Division, Fairfield, Ale., Southern Distributors © United States Stee! Export Company, Distributors Abroad 





299 - H. H. Scott 40 Watt Stereo Amplifier 


Thomson Rivets and Rivet-Setting Machines used by 
H. H. Scott to standardize fastening procedures. 


Any high fidelity hobbyist will tell you that H. H. Scott, Inc., 
Maynard, Mass., makes America’s top quality in high fidelity 
equipment. 

Here you see one of the finest stereo amplifiers made ... in both 
chassis and final form. Components are securely and accurately 
held in uniform tension by 113 Thomson Rivets. H. H. Scott has 
standardized on Thomson aluminum rivets in one diameter and 
four lengths. 

Rivets get their uniform clinch from any one of the eight 
Thomson Automatic-Feed Rivet-Setting Machines which H. H. 
Scott now uses. 

All eight machines have identical tooling except for interchange- 
able anvils. Several sets of numbered, color-coded anvils cover 
all variations in assembly thickness. Change-over time is a 
matter of seconds. 

E. G. Dyett, Jr., Purchasing Agent of H. H. Scott, reports, “The 
use of Thomson rivets and rivet-setting machines has produced 
assembly economies and resulted in lower over-all costs, while 
improving product appearance and mechanical construction.” 
Chances are the Thomson Fastening Man can help you improve 
product quality and reduce your costs. It costs nothing to find 
out. Make a date with him soon. You'll find him listed in the 
yellow pages of your phone book. In the meantime, you'll want 
Thomson's latest catalog. Write today for your free copy 
to Dept. P. 


Style 161 
Thomson Automatic 
Rivet-Setting Machine 


JUDSON lL. 


THOMSON 


MFG. CO., WALTHAM 54, MASS 


Offices: NEW YORK * ILLINOIS * INDIANA * OHIO « MICH. * PENN. « CALIF. * FLORIDA * TEXAS « S. CAROLINA *MO.* ONTARIO, CANADA. 


30 


For More Information Write No. 176 on Inquiry Card—Page 32> 
PURCHASING 











WANTED 


LARGE OR 
SMALL ORDERS 


The same courteous prompt service 
by bearing experts go into every 
order at Bound Brook’s newly ex- 
panded production facilities. There 
is no penalty for small orders — 
regardless of quantity. 


@ 
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POWDER METALLURGY BEARINGS + PARTS 














IT PAYS TO STANDARDIZE ON STANSCREW 


\ eret 





Stanscrew standard fastener does special 
job on free-wheeling hubs for “Jeep” 


Attaching POWER-LOCK free-wheeling hubs to __ resistance . . . and produced in an unusual length 
Willy’s 4-wheel drive “‘Jeeps’”’ calls for something to precisely meet all the requirements for instal- 


pretty “‘special” in fasteners. lation on Willy’s ‘‘Jeep”’ vehicles. 
To begin, the fasteners must be tough and de- Thus, by slightly modifying one of the more than 
pendable . . . must have the ability to stand up 4,000 standard fasteners in Stanscrew’s complete 


under the punishment that is normal for an “‘off line, this specialist was able to supply a fastener 
the road” vehicle. Since these hubs are sold sepa- which eliminated the necessity for a costly special. 


rately, the fasteners also must present an appear- Quite possibly your Stanscrew fastener specialist i 
ance that builds consumer appeal. And they must can do the same for you. He can bring to your 
be completely uniform to facilitate installation. problem years of specialized experience, and the 

The Cutlas Tool and Manufacturing Company, services of an outstanding engineering staff. And 
Lyons, Ill., manufacturers of this Willys approved he can make recommendations from a complete 
accessory, outlined the problem to a Stanscrew fas- _ line . . . always in stock, quickly available. 
a He recommended Stanscrew’s heat- So for the answer to your ‘‘ special’’ fastener prob- 
treated cap screws with the extra toughness result- § lem, just call your Stanscrew distributor today. He 


ing from ‘‘ Carbon Restoration’”’ . . . cadmium plated will arrange for a meeting with the Stanscrew fastener 
for greater consumer appeal and higher corrosion specialist in the very near future, 


. ff 
,| Marhinhinl. 


E STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HIMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, lilinois 
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Famous Model 


{ VITH THIS engineering marvel at his com- 
\ mand, the one man in our picture can 
package from 15 to 25 BPM. And he can instantly 
adjust the rate of speed through the machine’s 
variable drive. 

The operator simply hangs empty multiwalls 
on the hopper spouts as the 10-station turret 
rotates past him. The Model AF Bagpaker takes 
over from there. 

It accurately weighs any free-flowing or semi- 
free-flowing material, quickly fills the bag, set- 
tles it by vibration, automatically preforms the 
top, and stitches it tight. You can choose from nine 
different closures. Bagpak’s exclusive “Cushion 


Stitch,” a reinforced two-thread double-lock chain 
stitch, is standard equipment. 

The Model AF Bagpaker is ruggedly construc- 
ted of heavy welded steel throughout. Gears 
are fully enclosed and bathed in oil. Critical 
parts are of stainless steel. 

There is a Bagpaker model for every need. 
They range from the completely automatic Model 
“A” Bagpaker, capable of packaging up to 60 
tons per hour, to small, manually operated econ- 
omy models. 

Whatever your multiwall packaging needs, it 
will pay you to talk to your Bagpak sales and 


service representative. 


Bagpak Division INTERNATIONAL PAPER New York 17, N. Y. 


“AF” Bagpaker weighs, fills, settles 
and closes a 100-lb. bag every 2’ seconds! 





What’s more important to you 


QDP or PDQ? 


Whirlpool Corporation reports: 
among 598, 265 components supplied 


by Amplex the first 4 months of 1959, 
there were only 5 rejects! 


Quality, Delivery, Price... 

this Amplex philosophy enables 
_ our customers to cut their produc- 

tion and warranty costs. 


The “Price” vendor with poor 
quality will increase your costs. 


Amplex prices are low but cost- 
saving quality always comes first. 


A quality record of 99.999992% is 


the reason why Whirlpool Corpora- 
tion says, “Quality is our business, 
too. That’s why we purchase com- 
ponents from Amplex.” 


Contact your local Oilite representa- 
tive today. Reduce your costs with 
quality-controlled Oilite Precision 
Parts and Bearings. See “Bearings” 
in the Yellow Pages or write to 


Dept. F-7. 


* Quality-Delivery-Price vs. Price-Delivery-Quality 





“ euRyYsi 


® Only Chrysler makes Oilite 


the meet trusted. name mn powder 


) AMPLEX DIVISION 


‘PRopuctT 
PRECISION PARTS 


® SELF-LUBRICATING BEARINGS ¢ 


CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 


METAL FILTERS © FRICTION UNITS 
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What the Raytheon-Machlett 
Story Means to You 


BROADEST TUBE COVERAGE—Raytheon 
now offers the broadest line of 
industrial tubes and electronic 
hardware available anywhere... 
1967 Raytheon types! You now 
get complete coverage on all 
your tube requirements through 
your Raytheon Distributor. 


FASTER TUBE DELIVERY —Raytheon Dis- 
tributors’ inventory backup pro- 
gram has been extended to 


Machlett tubes. This means 24- 
hour local delivery of any tube 
when you need it. Simply list 
your tube requirements with 
your Raytheon Distributor. 


ADDED ENGINEERING HELP—Raytheon 
field engineers are available to 
provide applications assistance 
on Raytheon and Machlett 
Tubes. Just call your Raytheon 
Distributor. 





About Machlett Quality... 


by John Hickey, 


Raytheon Industrial Products Manager: 





Merger of Machlett and Raytheon 
means that Raytheon Tube Distribu- 
tors now offer fast local delivery of the 
finest quality power tubes for your in- 
dustrial heating and communications 
sockets. Machlett Laboratories’ people 
have a watchword: ‘‘What is good, 


stays good.” They back it with 100 per cent inspection and the 


finest quality control in the industry. If you have equipment or 
designs which can use one of the more than 100 Raytheon- 
Machlett types, I believe you will see measurable improvement in 
performance, reliability, and tube life. Just specify ““Raytheon- 
Machlett” as the brand, “Local Raytheon Distributor” as the 
supplier, 








RAYTHEON DISTRIBUTORS 
SERVING KEY MARKETS INCLUDE: 


Baltimore, Md. 

Wholesale Radio Parts Company 
Birmingham, Ala. 

Forbes Distributing Company 
Boston, Mass. 

DeMambro Radio Supply Company 
Burbank, Cal. 

Valley Electronic Supply Company 
Chicago, III. 

Newark Electric Company 
Cleveland, Ohio 

Pioneer Electronic Supply Corporation 
Denver, Colo. 

Ward Terry & Company 
Detroit, Mich. 

Ferguson Electronic Supply Company 
Inglewood, Cal. 

Newark Electric Company 
Kansas City, Mo. 

Burstein-Applebee Company 
Los Angeles, Cal 

Kierulff Electronics Corporation 
Milwaukee, Wis 

Electronic Expeditors, Inc 
Mobile, Ala. 

Forbes Electronic Distributors, Inc 
New York City 

Arrow Electronics, Inc 

H. L. Dalis, Inc 

Milo Electronics Corporation 
Oakland, Cal 

Elmar Electronics 
Philadelphia, Pa. 

Almo Radio Company 
Phoenix, Ariz. 

Radio Specialties & Appliance Corporation 
Portland, Ore 

Lou Johnson Company 
Tampa, Fla 

Thurow Distributors 
Washington, D. C 

Electronic Wholesalers, Inc 


This is a partial listing only. Names of othe, 

Raytheon Industrial Distributors on request 

to Raytheon Distributor Products Division, 
55 Chapel St., Newton 58, Mass. 


RAYTHEON COMPANY e DISTRIBUTOR PRODUCTS DIVISION 
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SPS RELIABILITY 


A dynamic standard of predictable performance 


FLEXLOC—the simple, 


economical method of 


vibration-proof fastening 


Stroboscopic photo shows action 
of transfer mechanism on a cold- 
forging machine operating at ap- 
proximately 16 cycles a minute. 
The numerous FLEXLOC locknuts 
ised to fasten this assembly stay 
put despite constant shock and 
vibration, eliminate the nuisance 
f frequent retightening. 


FLEXLOC self-locking nuts help solve the problem of 
keeping threaded fasteners tight. Repeated shock, high- 
speed oscillation, heavy pounding will not shake them 
loose. They help give your products greater reliability, 
a qualification that is no longer just a talking point, but 
a major competitive advantage. 


FLEXLOCS are 1-piece, self-locking fasteners requiring 
no lockwashers, jam nuts, cotter pins or wiring. There is 
nothing extra to put together, come apart or get lost... 
and no nonmetallic inserts to deteriorate, be chewed up 
by rough bolt threads, or weaken the structure of the 
nut. With a FLEXLOC, every thread, including those in the 
locking section, carries its full share of the tensile load. 


A FLEXLOC goes on like an ordinary nut. Start it with your 


fingers; tighten it with a hand or speed wrench. As soon 
as 1% threads are past the top, the FLEXLOC is fully 
locked. It serves as either a locknut or a stop nut. 


Because they require no auxiliary locking devices, 
FLEXLOCs facilitate design and specification, simplify 
inventory and handling, reduce assembly time and costs. 
They also save on maintenance, because they are readily 
removed and can be reused repeatedly without impairing 
their locking reliability. See your authorized FLEXLOC 
distributor for complete inforrnation on sizes, materials 
and finishes. Or write SPS—manufacturer of precision 
threaded industrial fasteners and allied products in 
many metals, including titanium. Flexloc Locknut Divi- 
sion, STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


Jenkintown - Pennsylvania 


Standard Pressed Steel Co. © The Cleveland Cap Screw Co. e 

Columbia Steel Equipment Co. ® National Machine Products Co. 

e Nutt-Shel Co. e SPS Western @ Standco Canada, ltd. © 
Unbrako Socket Screw Co., ltd. 
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Metallurgical Memo from General Electric 





Proof! G-E man-made 


% industrial diamonds 
| cut carbide grinding costs 


|. by 25%-35% average 


Fd 








Diamond wheel users report on 
significant savings in switch from 
natural to man-made diamond wheels 
Here are some examples: 


Automotive Manufacturer, cutter grinding: 5” x 
134” x 114” flaring cup wheels, resinoid bond, 100 
concentration, 100 grit—dry grinding. Man-made 
diamond wheel produced 1217 cutters and still had 
one-third of the wheel left. Natural diamond wheel 
produced only 696 cutters per wheel. 


Power Tool Company, carbide burr grinding: 6” x 
1” x 114” straight wheels, resinoid bond, 100 con- 
centration, 180 grit—dry grinding. Wheel life with 
G-E man-made diamonds was 48 hours, while that 
of the natural diamond wheel was only 34 hours. 


Saw Manufacturer, sharpening carbide knives and 
saws: 334” x 114" x 114” flaring cup wheels, resinoid 
bond, 100 concentration, 120 grit—wet grinding 
with Cincinnati tool and cutter grinder. Man-made 
diamond wheel removed 70% more carbide with 
57% less wheel wear. 

Laminated Die Manufacturer, internal grinding of 
carbide dies: 1144” x 14” x 14” straight wheels, 
resinoid bond, 100 concentration, 320 grit. Wheel 
with General Electric man-made diamonds cut 
faster with longer life than natural diamond wheel. 





General Electric man-made industrial diamonds 
can make savings like those above possible in your 
plant. Specify them from your wheel manufacturers. 
Metallurgical Products Department of General Electric 
Company, 11143 E. 8 Mile Road, Detroit 32, Mich. 


METALLURGICAL PRODUCTS DEPARTMENT 
Greatly enlarged photograph shows rough, blocky 


structure characteristic of all General Electric G et N é Q A L 46) 7 LE CF R | ~ 
man-made industrial diamonds, regardless of grit 


size. Crystals bond better, cut better, last | ’ 
Y 7 CARBOLOY® CEMENTED CARBIDES 


. 7 MAN-MADE DIAMONDS + VACUUM-MELTED ALLOYS 
vs es *; THERMISTORS * MAGNETIC MATERIALS + THYRITE® 


For More Information Write No. 182 on Inquiry Card—Page 32 
JuLy 6, 1959 





ALCOA ALUMINUM BARS ARE NOW AVAILABLE 
FROM YOUR LOCAL BUNTING DISTRIBUTOR 


Now the finest ALUMINUM bar stock— 
outstanding quality at low cost! 


WHY DOES Bunting offer Alcoa® Aluminum bars for 
shings and bearings? 

FOR THE same reasons that you should give serious 
ight to Alcoa Aluminum for new or replacement 
rings. 

FOR REASONS of cost. On a volume-for-volume basis, 
a bearing bar stock now sells for about one-third 
than the cost of other materials. 

FOR REASONS of service. Aluminum bearings run 
ler (as much as 20° cooler, thanks to aluminum’s 

gh conductivity). They carry the heaviest loads—up 
10,000 psi. They’ve proved they can take it in 15 years 
exacting rolling mill service—and in hundreds of 

er demanding applications. They have ideal ability 

iform to misalignment of shafts or pins without 


For More Information Write No. 


damage, thanks to aluminum’s ductility. They have 
ideal ability to retain oil films during long stand-by 
periods, reducing starting torque and wear. 

FOR REASONS of convenience, too. Aluminum can be 
easily and speedily machined to an ideal finish. And now 
that Bunting stocks Alcoa Aluminum bars in conveni- 
ently located warehouses throughout the country, your 
orders can be filled quickly. Call your Bunting Distribu- 
tor and see how much you stand to save. 

Aluminum Company of America 

1839-G Alcoa Building, Pittsburgh 19, Pa. 


Your Guide to the Best in Aluminum Value 
__¥ ALtcoa 
ALUAINUA For Exciting Drama Watch “Alcoa Theatre,’ 
a\umimua comeamy oF amemren Alternate Mondays, NBC-TV, and “Alcoa Presents,” 
Every Tuesday, ABC-TV 
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Bunting 


Alcoa Aluminum Bars 


BUNTING 

BEARING ALUMINUM 

offers improved quality 

over low priced Bronze Bars 

and at a comparable price. 

It possesses the important 
qualities which make a good sleeve 
bearing material, namely: 


Good heat conductivity 
Excellent embedability 
Good ductility 

High load-carrying capacity 
High resistance to corrosion 
Conformability to the shaft 
Good fatigue strength 


Your Bunting distributor now has in stock 138 sizes 
of 13” tubular and solid Bunting Bearing Aluminum 
Bars. Write or ask for catalog and literature. 


Other Products Available 
from Your Bunting Distributor 


866 stock sizes of Bunting Cast Bronze Bearings and 
267 sizes of Bunting Cast Bronze 13’’ Bars. 

667 sizes of Bunting Sintered Oil-filled Bronze Plain, 
Flange and Thrust bearings and 84 sizes of 
Sintered Bronze 612"’ Bars. Ask for Catalog 58. 


343 sizes of Bunting Cast Bronze Electric Motor 

Bearings for all motors. Ask for Catalog 258 ASK HIM 
Your Bunting distribu- 
tor is listed in the 
classified section of 
your telephone direc- 


tory usually under 

Bars—Bronze and 

Bearings—Bronze. 
® 


BEARINGS, BUSHINGS, BARS AND SPECIAL PARTS 
OF CAST BRONZE OR SINTERED METALS. 

ALCOA®™ ALUMINUM BARS. 

The Bunting Brass and Bronze Company, Toledo 1, Ohio 
Branches in Principal Cities 

Copyright 1958 by The Bunting Bross and Bronze Co., Toledo, O 
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to keep industry growing 


Why production men 


are “flap happy— 


One of the bottlenecks in industry was spot re- 
moval and longitudinal polishing on such products 
‘as steel tubing, unusual extruded shapes, edges on 
flush door panels. — 

From the research laboratories of Behr-Manning 
and their “Abrasive Tech” engineers came the an- 
" swer—“flap” wheels. Ingeniously designed and made 
from multiple sheets of cloth coated abrasive, this 
‘newest production tool can speed-finish products 
better and faster than ever before—for less. 

The leadership and over 302 major product im- 


provements in coated abrasives and tapes by 
Behr-Manning can be attributed to their unrivaled 
research laboratories, vast manufacturing facilities 
... and their never-ending search for ways to speed 
production, improve products, and lower costs. 
Behr-Manning takes pride in being an important 
supplier of vital production tools to countless indus- 
tries and homes. 


In one year, Behr-Manning makes more than 180,000,000 
sheets of sandpaper and over 20,000,000 abrasive belts — 
plus millions of discs, rolls, and other coated abrasive 
specialties. 


The sign of the Bear means a better product... and better production Lg 


« 


BEHR-MANNING CO. 


TROY, NEW YORK —- A DIVISION OF NORTON COMPANY 


Coated Abrasives 


BEHR-MANNING PRODUCTS . 
Grinding Wheels 


NORTON PRODUCTS: Abrasives 
in Canada: Behr-Manning (Canada) Ltd., Brantford 


For More Informatio: 
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Sharpening Stones 
Grinding Machines 
For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A 





rvesuresensitve toes GQ NORTONW 


Refractories Electrochemicals 
ABRASIVES 
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CASE HISTORIES FROM 
MT. VERNON FILES 


Stanley packs more power into its new line of low- 
cost, heavy-duty saws . .. and saves important weight 
doing it! They have been designed for greater utility, 
with such features as: Ball bearing guard — fingertip 
depth-or-bevel setting, uncluttered front — window 
brush-holder for simpler servicing, extra handling 
comfort, positive control, etc. Yet, with all these im- 
provements, Stanley is still able to sell these better 
saws for less! 

A big reason for this lower cost is Mt. Vernon’s 
coordinated four-fold die casting service: designing, 
die-making, casting and machining. Mt. Vernon 
worked closely with Stanley* to create light, thin- 
walled aluminum castings with strength to spare. All 
parts are produced with excellent surface finish to 
facilitate barrel burnishing. Many fit together without 
machining thereby contributing to lower manufactur- 
ing and assembly costs. 

Stanley is typical of the leading manufacturers in 
the power tool industry who know and rely on Mt. 
Vernon’s experience and facilities for die cast zinc 
and aluminum parts. As the largest independent die 


Bits 


casting company — with over 200,000 square feet 
under one roof — our services and equipment are 
ready to help solve your design and production prob- 
lems. We'll be glad to discuss the advantages of die 
castings with you at any time. Just call your nearest 
Mt. Vernon sales representative. 

*Stanley Electric Tools. New Britain, Conn. 





MT. VERNON 


DIE CASTING CORP. 


STAMFORD CONNECTICUT 
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SAFETEX 


CENTRAL PAPER COMPANY + MENASHA, WISCONSIN 
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Information For Your Catalog Files 





ALUMINUM FOIL 


A 26-page booklet describing various uses of 
aluminum foil. Illustrates industrial applications of 
this thin metal. 


Aluminum Company of America 
Write No. 1 on Inquiry Card—Page 32 


AUTOMOBILE FLEETS 


An eight-page bulletin describing fleet vehicles. 
The illustrated brochure lists various models of au- 
tomobiles and trucks. Specifications and dimensions 
are provided. 

Studebaker-Packard C:rzoration 
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BRASS NUTS 


A brochure illustrating a line of precision brass 
nuts. Includes specifications on a variety of nuts 
machined from the bar. 

Cornell Manufacturing Co., Inc. 
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CONNECTORS 


A four-page brochure containing specifications, 
outline dimensions, and general information on 
miniature rectangular connectors for heavy duty 
power applications, The brochure is illustrated and 
describes several contact arrangements. 

DeJur-Amsco Corporation 
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ELECTRONIC COMPONENTS 


A 40-page catalog on electronic components, list- 
ing over 1700 variable resistors, ceramic capacitors, 
switches, and packaged circuits. Contains electrical 
and physical specifications, plus 128 new products. 
An industrial switch cross-reference table is also 
included. 


Centralab 
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MOTORS 


A 12-page catalog that describes and illustrates a 
line of fractional horsepower motors, blowers, and 
special products, Shaded pole, permanent split ca- 
pacitor, and DC motors are illustrated. Includes 
dimension diagrams, standard ratings, and other 
basic information. 

Redmond Company, Inc. 
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PLASTICS 


A 64-page catalog of plastic sheets, rods, tubes, 
films, blocks, and flat tubing. Lists sizes, weights, 
color ranges, textures, grades, and prices. Includes a 
two-page comparison table. 

Cadillac Plastic & Chemical Co. 
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PLATE CAMS 


Catalog No. 900 introduces standard and semi- 
standard plate and face cams. The eight page bul- 
letin lists almost 100 standard units by stroke, tim- 
ing, and load rating. Graphs and photographs are 
provided. 

Ferguson Machine Corporation of Indiana 


Write No. 8 on Inquiry Card—Page 32 


PLATE MAGNETS 


A catalog describing plate magnet models. Bulletin 
1074 gives detailed data for selecting magnets for 
various equipment. Tables are also included. 

Stearns Magnetic Products 


Write No. 9 on Inquiry Card—Page 32 


SILICONES 


Catalog CDS-129A describes silicones and their 
uses. Among the products covered in this eight-page 
bulletin are rubber products, electrical insulation, 
and lubricants. 

General Electric Company 


Write No. 10 on Inquiry Card—Page 32 


SPRAY EQUIPMENT 


An eight-page spray equipment selection chart. 
Describes the three steps necessary before selecting 
equipment for a specific job: determining if it’s 
maintenance or finish spraying, determining the size 
of the job, and determining whether the equipment 
will be used occasionally or regularly. Lists recom- 
mended nozzle sizes for different compressors. 

Binks Manufacturing Company 
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WIRE, STRAND, ROPE (GUY) 


A 24-page brochure contzins full information for 
the selection and preparation of specifications for 
wire, strand and rope used on all guyed structures 
and systems except major bridges. 


. John A. Roebling’s Sons Corp. 
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At Detroit's Pavilion 
Apartments, Youngstown 
“Buckeye” Conduit is being 
attached to electrical 

control box. 


Oeeent on &xcellence 


Youngstown “Buckeye” steel 


Detroit’s new, modern-as-tomorrow 
Pavilion Apartments, designed by 
architect Mies Van Der Rohe, has 
lifetime electrical wiring protection 
—thanks to Youngstown “‘Buckeye’”’ 
Rigid Steel Conduit. 


Electrical systems that function im- 
properly are a bad investment. To 
be sure your installations are both 
safe and efficient, always specify 
“Buckeye”? Conduit. It’s been the 
consistent choice of leading archi- 
tects, contractors and building 
owners over the years. 


When you specify ‘“‘Buckeye”’ 
Conduit, the high standards of 
Youngstown quality, the personal 
touch in Youngstown service will help 
you create electrical wiring systems 
with an ‘accent on excellence’’. 


Carefully selected 
Continuous Weld Pipe 
is first accurately threaded. Next, the pipe is 
thoroughly cleaned by pickling. Then it is 
immersed in a bath of molten pure zinc. A 
special process is used to remove it from this bath 
so that a clean, smooth zinc coating remains 
on both inside and outside. Then a 
coating of tough, transparent lacquer 
is baked on both inside and outside 
surfaces, providing a smooth 
raceway through which wires may 
be easily fished. This is 
Youngstown’s long-lasting, trouble- 
free, easy bending hot galvanized 
Buckeye Conduit. 


~ 


Youngs 


PAVILION APARTMENTS, DETROIT, MICHIGAN 
OWNER: 
Herbert S. Greenwald, 
Metropolitan Corporation of America, 
Chicago, Illinois 
ARCHITECT: 
Mies Van Der Rohe, F.A.1.A.., 
Chicago, Illinois 


GENERAL CONTRACTOR: 
Herbert Construction Corp., 
Chicago, Illinois 


CONSULTING ENGINEER: 
William Goodman, 
Chicago, Illinois 

ELECTRICAL CONTRACTOR: 
Post Electric Co., 
Dearborn, Michigan 


CONDUIT SUPPLIER: 
Commerce Electric 
Supply Co., 
Farmington, Michigan 
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THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Carbon, Alloy and Yoloy Steel 
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Scale model of new Pavilion Apartments, 





O lelelc) ane), ee 
the house that SERVICE built 


HOUGHTON Application Engineers... 
Give you SERVICE you can’t buy! 


More than 100 trained Application Engineers—trained in the 
industries for which Houghton products are designed—are in the 
field constantly at your beck and call. And these Houghton Men 
are backed by more than a score of technical specialists—specialists 
in metalworking, paper and textile processing, packings and fluids 
for hydraulics and specialty lubrication. This service force is 
always ready, willing and able to help you with any processing 
problem you may have, 

But, you can’t buy it—the only way you can get it is to ask for 
it! It’s free—it’s part of the service Houghton customers get. 

Why not try it today—just by calling your Houghton Man. Or, 
write for your copy of “The Houghton Line” Product Index. 
E. F. Houghton & Co., 303 W. Lehigh Ave., Philadelphia 33, Pa. 


Philadelphia, Pa. + Chicago, tit 
Carrollton, Ga. + Detroit, Mich. 
San Francisco, Calif. « Toronto, Canada 


For More Information Write No. 154 on Inquiry Card—Page 32 





Catalog Files, 





SPROCKETS 


An 88-page illustrated bulletin on 
sprockets and chain drives. Has de- 
tails on 1300 different stock sproc- 
kets and various types of roller 
chains. Technical data is also in- 
cluded in catalog No. 60. 

Cullman Wheel Company 


Write No. 13 on Inquiry Card—Page 32 


SWITCHES (BASIC) 


A 52-page bound reference cata- 
log on basic switches. Catalog ES- 
59 contains technical data and ap- 
plications. Also included are photos, 
dimension drawings, specifications, 
and modification information. 

Electrosnap Corporation 
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SWITCHES (PRESSURE) 


A 36-page handbook and catalog 
on pressure switches. Catalog PS- 
59-60 describes and illustrates dia- 
phragm, bourdon tube, and piston 
switches. Includes technical infor- 
mation, electrical rating tables, and 
functional schematic symbols, 


Barksdale Valves 
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TERMINALS BLOCKS 


A booklet on controlled terminal 
blocks. Illustrates and describes ap- 
plications and_ specifications of 
heavy-duty, medium-duty, and sec- 
tional type terminal blocks. In- 
cluded are prices. 

Marathon Special Products Corporation 
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TUBING 


A 14-page tubing bulletin describ- 
ing carbon and alloy seamless steel 
tubing in mechanical and pressure 
grades. A three-page foldout flow 
chart illustrates major steps in pro- 
duction. Forging and fabricating op- 
erations are also covered in catalog 
CF-3. 

Ohio Seamless Tube 
Write No. 17 on Inquiry Card—Page 32 
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every °6,400 


YOU SAVE IN 
DEGREASING COSTS 
IS WORTH A 


$100,000 ORDER! 


Jury 6, 1959 


Columbia-Southern TRICHLOR helps you save money 


Pretax earnings average 6.4% or $6,400 on each $100,000 of product 
you sell after raw materials, sales expenses, overhead, and miscellaneous 
are deducted.* Every time you save $6,400 in your degreasing costs, it is 
the equivalent of your net on a $100,000 order. 

Columbia-Southern is a foremost name in degreasing knowledge and 
experience, product quality, cost-saving operation. Our Technical Service 
specialists will be glad to examine your degreasing process and recommend 
ways in which you can effect savings. 

If a Columbia-Southern representative has not yet reviewed your 
degreasing operation, his visit will more than likely save you money. 
So, why wait? Write today to “Trichlor” at our Pittsburgh address. 


*Based on Manufacturing Corporation Statistics for the first half of 1958. 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION 


A Subsidiary of Pittsburgh Plate Glass Company « One Gateway Center, Pittsburgh 22, Pa. 
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Check your requirements against these 
Wallace Barnes Cold-rolled Specialty Steels 


Furnished in these carbon grades: 


1.25- 1.32% .90-1.05% .70-.80% .59-.74% .48-.55% 


ANNEALED AND HARD-ROLLED 
Thickness 
.003 — .010” in widths 4 to 614” .036 — .049” in widths 3% to 13” 
Si-O S #s to 11” .050-.064" “ “ Y% to 13” 


015-.019" “© “ 2 to 13” 065 — .093” 34 to 614" 
020-.085" “© “ % to 13” 093 — 125” 34 to 614" 


HARDENED AND TEMPERED 


Scale-free or scaleless; polished*; polished and blued*; polished and strawed* 

Thickness 

.003 — .004” in widths 4 to ‘ .031 — .035” in widths 4 to 7” 
.005-.007" “ & 8 K .036—-.040" “ “ kX t07” 

008 — .009” Ma 8 .041 — .049” 3% to 6” 

O10 — .014” 7" : .050 — .060” % to 4” 
.015— .019” ” .061 — .064” 6 to 3” 

020 — .025” “ 065 — .093” 34 to 3” 

.026 — .030” ” 


*Maximum width for polishing in .010 — .030 thickness ranges is 5 in. 
Facilities for processing alloy steels also are available. 
Standard sizes normally available for prompt shipments. 
Write for a copy of “Physical Property 


Charts’’ that give performance characteristics 
of .90 — 1.05% and .70-.80% carbon grades. 


lili Associated Spring 
Wallace Barnes Steel Division oinaine 


Bristol, Connecticut seis 
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flexible” 
Teflon*lined hose 
in larger diameters! 


Only TITEFLEX has it! Its name: Springfield ‘‘400''** 
For the first time you can buy Tefion hose that really flexes, 
even in large diameters. TITEFLEX makes it with an exclusive 
process, and its minimum bend radius is only 3%4 times the 
hose diameter! 

CHECK THESE WANTED FEATURES: 

e Often, a shorter Springfield “400” assembly can replace 
extruded hose at a saving in money. 

e Available in lengths to 25 feet (soon to 50!) and diameters 
of %”,1”,1%”, 1%”, 2”—and soon—8” and 4”. 

e Teflon is-tough, friction free, lightweight, inert, corrosion 
and temperature resistant, with extra long fatigue life. 


e Reinforced with TITEFLEX “zero motion” braiding. 


e Assembly terminations: Elbow fittings of any configura- 
tion to your order. JIC Swivel Nuts and Male Pipe Threads, 
AN Swivel Nuts, MS 20756 Flanges. All guaranteed failure- 
proof to burst pressure of hose. 


Already, Springfield “400” is in use for transferring acids, 
alcohols, methanol and most corrosive fluids . . . for live 
steam lines ... for extremely high and low temperature sys- 
tems. Our data sheets contain answers to your needs. Get 
a copy from your TITEFLEX distributor or write direct to us. 


Stocks available at authorized distributors in your area. 
*Teflon is a duPont trademark 


**T_M. of Titeflex, Inc., Pat. Pending 





SPRINGFIELD “400” DIMENSIONS “py qe 


AND PERFORMANCE Dia. Dia. 


: Approx. 
* Inside Outside Weight 
Lbs/Ft Radius Burst. Test Working 


PRESSURE, P.S.1. 


Min, __neSeeres sof, 


Bend Min. Max. Max. 








%" 784 
-+3—-——B- “"e" a” 992 
1%” 1.290 
1%” 1.522 
2” 1.987 


1.067 
1.262 
1.555 
1.790 
2.315 











(Hose assemblies rated for performance at 
operating pressures shown —through tem- 
perature range of —65° to 400° F.) 





34 
40 
-50 
-60 
94 


tibeFlex 


2%” 2,000 
344” 2,000 
4” 1,400 
5” 1,000 
6%” 1,000 


1,000 
1,000 
700 
500 
500 


500 
500 
350 
250 
250 


titeflex inc. springfield MASS. rciric oivision + sana MONICA * CALIFORNIA 
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Juty 6, 1959 


Information Write No 


191 on Inquiry Card—Page 32 








New “‘Series 333’’ Drills 
for Drilling Cast Iron! 


CARBIDE DRILLS 


Whatever your carbide drill requirements may be... 
whether solid carbide or carbide tipped . . . it always 
pays to make sure you use an “ACE”. Their “ground- 
from-the-solid”, highly polished flutes have keener, 
stronger cutting edges. And that means finer ac- 
curacy, longer tool life, and lower drilling costs for you! 


Call your local Ace Drill Distributor today! 


NEW CATALOG covers the entire line of Ace 
“Ground-from-the-Solid” High Speed Steel and 
Carbide Drills, Reamers, Drill Blanks and 
Special Drills. Send for it today! 


ACE DRILL 


ADRIAN, MICHIGAN 








ORIGINATORS OF ‘"GROUND-FROM-THE-SOLID” DRILLS 
For More Information Write No. 155 
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Letters To 


‘The Editor 





CHALLENGING OPPORTUNITIES 


Dear Sir: 

For many years I have been a 
reader of PurcHastnc Magazine. 
And since I am casting about for 
a challenging opening where I 
can use my full ability, initiative 
and know-how . . . I was very 
much interested in reviewing 
your “Employment Service.” 

Frankly, I am amazed that 
there is no charge for the listings. 
I say this because I’ve tried put- 
ting ads in newspapers and I 
know how expensive this space is. 
Therefore, I certainly appreciate 
the opportunity of sending you 
my listing. 

Currently I am employed as 
the purchasing agent for a large 
national company in the midwest. 
After nine years.I have come to 
realize that my future is limited 
as to advancement and as to 
salary. For these reasons I have 
decided to make a change. 

Name Withheld 


TRAINING FILM 


Dear Sir: 

Would you please let us know 
where we might obtain a film 
for use in our training program. 

J. Ullman 
Electro Cords Co. 
Los Angeles, Calif. 


e PurcHAsInG Magazine has a 
film, which was prepared in co- 
operation with the Encyclopedia 
Britannica, entitled “Industrial 
Purchasing.” It is available on a 
loan basis to companies, associa- 
tions and other related groups. A 
16mm, sound, color film, it runs 
about 22 minutes. It describes 
how the purchasing department 
in a modern company operates 
with management to help produce 
a more effective product at a low- 
er cost. For reservations write 
Miss Irene Kreidler, PurcHAsING 


Magazine, 205 East 42nd Street, 
New York 17, N. Y. Please give a 
second or alternate date and al- 
low at least three weeks for de- 
livery. 


Dear Sir: 

[ am _ extremely _ grateful 
to PurcHastinc Magazine. Two 
months ago you published an ad- 
vertisement for me in your “Em- 
ployment Service,” and next 
week my family and I are leaving 
for my new job. 

We are all very excited about 
the new job, and the new people 
we are all going to meet. But 
most of all, we appreciate the 
help so willingly offered by our 
old friends, including PurcHas- 
ING Magazine. 


Name Withheld 


e We, too, are very happy to be 
able to help so many of our good 
friends. No record has been kept 
of the number of purchasing 
agents who have been relocated as 
a result of our “Employment 
Service” but we have received 
enough letters to know that we 
are helping not only individuals 
but the profession as a whole. 
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“Your invoice number? .. . 
one moment, please. . . .” 
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Greater Corrosion Resistance 


Less Product Incrustation 


G4 


new tests prove 


CONTOUR-WELDED* STAINLESS TUBING 


provides all three! 


A recent series of tests prove TRENTWELD® tubing, 
made by the exclusive Contour-Weld process, is smoother 
than any other full-finished tubing. And still other tests 
show this extra smoothness ensures longer fatigue life, 
greater resistance to corrosion and less product incrusta- 
tion. 

But here’s why Contour-welded tubing is smoother 
inside: 

First, it’s smoother than seamless because it’s formed 
from uniformly rolled strip steel whereas seamless must 
be extruded. 

And second, it’s smoother than other welded tubing 
because the Trent-patented Contour-Weld process virtu- 
ally eliminates the weld bead. 

But why not get full details on Contour welded tubing’s 
superiority? Send for the free 48-page “Trent Weld 
Manual.” It’s chock-full of details on Contour-welded 
tubing in sizes from %” to 40” — in stainless and high 
alloy steels, titanium, zirconium, zircaloy and Hastelloy?. 
Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 
tTrademark Haynes Stellite Co. 


{.} 
In Conventional We lding 


: With Contour Welding 


In CONVENTIONAL WELDING of tubes, gravity pulls molten 
metal down to form a bead that is difficult to remove by cold 
working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks. Cleaning 
becomes difficult. 


2k With CONTOUR WELDING the tube is welded at the bottom. 


Gravity still pulls the molten metal down inside the tube, 
but now the weld area corresponds to the contour of the tube. 
There’s virtually no weld bulge on the inside surface. And 
even on the O.D., the weld seam more closely conforms to the 
contour of the tubing. 


stainless and high alloy pipe and tubing 


TRENT TUBE COMPANY 


Subsidiary of Crucible Stee! Company of America « GENERAL OFFICES: East Troy, Wisc.« MILLS: East Troy, Wisc.; Fullerton, Calif 
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TEXACO ORGANIZED LUBRICATION CAN HELP YOU... 


“guns” that “misfire” 


Get rid of the 


Here’s how to cut purchasing costs as much 
is 80%: 

You used to need a different grease for 
sarly every job. That meant 20 or 30 lubri- 
ints in the plant. Purchasing costs were 
gh; inventory and handling expenses were 
eavy. Furthermore, misapplication —some- 
mes —was almost inevitable, with damaged 

nachinery the result. 

Unless you’re operating on the basis of 
modern lubrication survey, the chances are 

that this situation still exists in your plant! 


LUBRICATION 


IS A MAJOR FACTOR 


A Texaco Organized Lubrication Plan— 
using recently developed multi-purpose oils 
and greases —can reduce your inventory and 
purchasing costs by as much as 80% —and 
virtually eliminate misapplication dangers. 

Get the details on Texaco Organized 
Lubrication. Contact your local Texaco 
Lubrication Engineer or write for “Manage- 
ment Practices that Control Costs via Organ- 
ized Lubrication.” 

Texaco Inc., 135 East 42nd Street, New 
York 17, N. Y., Dept. P-102. 


organized 


lubrication 


IN COST. CONTROL 
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SPANG Distributor: W. T. Andrew Company, Detroit, Michigan 
Mechanical Contractor: Harrigan & Reid Company, Detroit, Michigan 
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SPANG Pipe gives Rinshed-Mason, paint manufacturers, the 
top-quality performance they need for their solvent lines. 


“In 40 years of buying SPANG, 
we've never received one foot of defective pipe” 


says Mr. William J. Whelan, Purchasing Agent for Harrigan & Reid Company, Detroit, Michigan 


SPANG Pipe plays an especially 
important role at the inert gas 
reducing station. Any pipe fail- 
ure inthis system could be costly 
in terms of paint spoilage; finest 
materials must be used to in- 
sure reliable performance. 


**Reliability is the one word that best charac- 
terizes SPANG Steel Pipe’’ reports Mr. Whelan. 
“Actually, there are three good reasons why 
we buy SPANG Pipe: one, SPANG prices are com- 
petitive in every respect; two, delivery adheres 
to promised commitments; three, SPANG quality 
is consistently high. 

“In this piping installation at Rinshed-Mason 
Company, a major paint supplier for the auto- 
motive industry, top-quality pipe was especially 
important. Besides the plumbing and heating 
systems, we used SPANG Pipe extensively in the 
paint-processing system. This process piping 
carries raw materials and intermediate products 


from storage tanks to weighing tanks, then to 
production equipment. 

“Altogether, approximately 40 different kinds 
of liquids are carried by this process piping, in- 
cluding vegetable oils, phthalic anhydride, and 
a variety of 16 solvents.” 


SPANG CAN MEET YOUR REQUIREMENTS, TOO. 
Whether you’re installing plumbing and heat- 
ing systems or more demanding systems of 
process piping, guality-controlled SPANG Steel 
Pipe is your best bet for reliable installations. 
Call your local SPANG Distributor for the top- 
quality steel pipe . . . SPANG Steel Pipe. 


THE NATIONAL SUPPLY COMPANY 


STEEL PIPE 


Subsidiary of Armco Stee! Corporation RH 
° 


TWO GATEWAY CENTER, PITTSBURGH, PA. 
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How a liquid meter 
SAVED A “BATCH” OF MONEY 


Above is shown Rockwell liquid meter with an 
automatic pre-determining shut-off valve. A 
Rockwell Field Engineer recommended the 
meter to replace manual batching of lard at a 
large midwest nacking plant. Previously, the 
lard was carted to scales, weighed, and dumped 
into process vats. Now batching is automatically 
controlled and measured at considerable saving 
of time and money. 

This is just one example of the many ways 
Rockwell Field Engineers are helping save time, 
money, and material in a wide variety of manu- 


i i i ee Oe eae ee ee ee. hme. le 


facturing and process plants by suggesting new 
and better methods of measurement and con- 
trol. These field men represent Rockwell’s ex- 
perience as the world’s largest manufacturer of 
measurement and control products. Wherever 
liquids or gases flow through pipe in your plant, 
this experience can help you cut costs and im- 
prove quality. Why not have a Rockwell Field 
Engineer visit your plant to explore new 
approaches to cost cutting through improved 
measurement and control. Send the coupon to- 
day—there is absolutely no obligation. 


ROCKWELL 
The leading single source for Measurement control products and ideas 
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“IN-PLANT” METERING: 
LIQUIDS AND GASES 


Rockwell gas and liquid meters, 
properly applied, can improve 
quality control, sharpen cost con- 
trol, and prevent waste in almost 
every plant department. A Rock- 
well Field Engineer can help you 
find where meters will cut costs 
. .. and Rockwell has a complete 
line of meters to measure prac- 
tically anything that will flow 
through pipe. 


LIQUIDS AND GASES 


More efficient control of all the 
material flowing through pipes in 
your plant is a positive step in 
cutting costs. There are new ap- 
plications and new ideas for using 
gas pressure regulators and valves 
that will stop wasteful, inefficient, 
and dangerous handling of fuels, 
production fluids, and products. 
A Rockwell Field Engineer can 


HOW MUCH om you where and how. 
COULD YOU SAVE? 


There is hardly a plant of any kind—including 

yours-——where the right application of the right 

measurement and control methods and equip- 

ment won’t produce savings many times the 

modest cost involved. It will cost you nothing MEASUREMENT & CONTROL DEVICES 
to have a Rockwell Field Engineer show you. 

Simply send the coupon below, now. another fine product by 


ROCKWELL 


SEND COUPON NOW! 





Rockwell Manufacturing Company, Pittsburgh 8, Pa., Dept. MC 3-G eS a ee eT” 
[_] Please have a Rockwell Field Engineer call me for an appointment. 

Please send literature on |_| Controlling gas pressures; |_| Valving gases, liquids Cc 
and slurries; [_] Measuring liquids; "| Measuring gases. 


1 am concerned primarily with [| Light & Heavy Metal Fabricating [_’ Basic 
Chemical Production [| Chemical Processing [] Food, Drugs & Tobacco Address: 
[-] General A.anvfacturing Operations [|] Petroleum Processing 


[-} Others: te wees ys Lal i ee 7 Zone:_ _ State: 
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TYPES OF 
MOTION 


RADIAL 


DUAL RADIAL 


| SHEAR 


Expansion-joint tubing for big, tough jobs 


New AX Tubing by Anaconda is available in Bronze, Stainless Steel, and other 
id . 
metals and alloys—from 41/2” |.D. to 14” 1.D.—to handle axial and lateral movement. 
Need to compensate for contraction of piping suddenly cooled to minus 300°F bya 
large volume of liquefied gas? Want a bulkhead seal that “gives” with hull move- 
ment? Do you need a special assembly like that above, which handles an offset and 
a combination of lateral and axial movement? Wherever you need large diameter 
tubing to take care of movement shown in drawing at left, or simple offset, write: 
Anaconda Metal Hose Division, The, American Brass Company, Waterbury 20, 


Conn. In Canada: Anaconda American Brass Ltd., New Toronto, Ont. 59128 


ANACONDA’ METAL HOSE 





Purchasing People in The News 





Lyle W. Chester has been ap- 
pointed assistant purchasing 
agent for North American Van 
Lines, Inc., Fort Wayne, Ind. Mr. 


Lyle W. Chester 


Chester was purchasing assistant 
for the moving company prior to 
his recent appointment. He is a 
member of the National Associ- 
ation of Purchasing Agents. 


Robert I. Coe has been named 
purchasing agent for The Mead 
Corporation’s Kingsport, Tenn. 
Division. Mr. Coe succeeds W. R. 


Robert I. Coe 


Gilmer who had been purchasing 
agent for 38 years until his death 
on May 3. Mr. Coe had been as- 
sistant purchasing agent since 
1954. He joined Mead in 1952 as 
purchasing trainee. Later he 
For More Information Write No. 196 

<on Inquiry Card—Page 32 

Juty 6, 1959 


worked as an assistant in the pur- 
chasing office at Chillicothe, Ohio. 
In 1954 he was transferred to 
Kingsport as assistant purchasing 
agent. He was given the special 
assignment of relocating the divi- 
sion stores department and re- 
vamping its policies. Formerly, 
Mr. Coe had been with New 
York Coal Sales Company and 
was manager of the Basic Con- 
struction Materials Division in 
Chillicothe, Ohio. He is active in 
the TenneVA Association of Pur- 
chasing Agents and serves as 
chairman of its professional de- 
velopment committee. 


Chain Belt Company, Milwau- 
kee, Wisc., announced the ap- 
pointment of Fred A. Coenen as 
purchasing agent for its Milwau- 


Fred A. Coenen 


kee operations. Mr. Coenen joined 
Chain Belt in 1940. Since then he 
has served in a number of plant 
management and_ supervisory 
sales positions. He joined the pur- 
chasing department as assistant 
to the director of purchasing in 
1957. He was appointed assistant 
purchasing agent in January of 
this year. Mr. Coenen succeeds 
Charles B. Johnson who recently 
passed away. 


James P. Haight, vice president 
in charge of engineering and 
purchasing for Aluminum Com- 
pany of America, Pittsburgh, Pa., 
has retired following a 39-year 


career with the company. The 
engineering and purchasing func- 
tions of the company will be con- 
tinued by B. J. Fletcher, vice 
president and general manager 
of engineering, and by R. O. 
Keefer, vice president and gen- 
eral purchasing respec- 
tively. 


agent, 


Lenkurt Electric Co., Inc., San 
Carlos, Calif., has combined the 
purchasing functions for both its 
military and commercial prod- 
ucts divisions. They will be under 


David Steinberg 


the single management of the 
purchasing manager, commercial 
products division. 

David Steinberg, who has been 
purchasing manager for the mili- 
tary division for the past year 
and a half, has been appointed 
to the new position. Headquarters 
of both divisions are at the tele- 
communications firm’s San Carlos, 
Calif., plant and general offices. 
Before joining Lenkurt’s pur- 
chasing staff in 1957, Mr. Stein- 
berg was purchasing agent for 
the electronics division, Fairchild 
Controls Corp., Syosset, N. Y. 
Previously he was purchasing 
agent for the Freed Electronics 
and Controls Corp., New York, 
N. Y. He is a member of the Na- 
tional Association of Purchasing 
Agents. 





CUT YOUR COSTS WITH 


Cleveland+Gun Drills 


. +. On critical drilling jobs that 
involve fine finish... accurate size... 


pinpoint location... holes of all depths 


Gun drilling has become an essential new machining technique for hun- 
dreds of firms. Jobs which otherwise would be done with great difficulty, 
or not done at all, are now handled on a fast-run production basis. 


CLEVELAND Gun Drills have been responsible for important dollar savings 
by eliminating such operations as boring . . . honing . . . lapping... . 

reaming . . . deep hole drilling which necessitates “peck feeding” 

. .. sequence of drilling, core drilling and reaming. 


CLEVELAND Gun Drills can hold diameter tolerances 
within a few ten-thousandths of an inch—in one pass from 
a solid workpiece. Hole straightness of .002 inch maximum 

drift per foot is possible with a good set-up. In 
addition to eliminating secondary hole-sizing operations 
on many jobs, locating difficulties can be minimized. 


Complete information will be found in the 
new book shown below. 





NEW! Ask for your copy of 
this 16-page Gun Drill Manual 


Illustrated with many photographs and drawings. Clearly 
explains the various types of shanks and heads... describes 
the machines that can be used for gun drilling . . . gives 
tables of feeds and speeds . . . tells how to use starting bush- 
ings... states the requirements for a coolant system... 
gives full information on point styles and resharpening. A 
helpful Data Sheet is included for your convenience in 
ordering. Send for your free copy. 











TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 
for CLEVELAND } Quality Tools... prompt delivery from stock 


6 6 OF OF OD 2 DD OF. OC. B DIL wp ty oP) - 3 0 A olor 
1242 East 49th Street - Cleveland 14, Ohio 


4 
Stockrooms: New York « Atlanta’ * Cleveland « Detroit * Chicago * Dallas * Los Angeles * San Francisco 


For More Information Write No. 197 on Inquiry Card—Page 32 
PURCHASING 








You get steel plus from U. S. Steel 











“| sold them a steel 
that cost more, 
so they could pay less,” 


SAYS TOM HALLORAN, 
USS SALES REPRESENTATIVE, PITTSBURGH 











“One of my customers, 
Elliott Company, made some 
of their turbine discs 
from a special alloy steel 
that had to be forged, 
cross-rolled, heat-treated 
and torch-cut to size 
before machining. 














SEEMS TD ME 
THERE'S AN AWFUL 
LOT OF ACTIVITY 

A 





“| visited the plant with a USS 
metallurgist who joined a team of 
Elliott engineers to study their 
operation. They found they could use os fee «5 : 

USS "T-1” Steel, which is furnished ‘ oy d — Me 
to meet 100,000 PSI minimum ', ' oT - 
yield strength in plate thicknesses tay 

up to 24%” inclusive. This eliminated 

all the pre-machining operations. 











USS and “'T-1" are registered trademarks J 





yt 


“Elliott adopted “T-1" and, “HIS --« LUNCH Am pE 
even though it costa little | ROUR, COFFEE S pl Hon gn 
more than the previous steel, BREAK OR A ¢  suter... 
it cut material costs 60%, : E GOT A NEW 


because it saved work. 4 MY SYSTEM AROUND uses of steel is only one of the 
5 U.S. Steel plus services.” 


HERE 
| poemgad —— — —— 


When you buy from U. S. Stee/ you get 
stee/ plus technical assistance 
research ... facilities . . . marketing assistance 





“Technical assistance in the 
selection and most economical 














United States Stee! Corporation— Pittsburgh 
American Stee! & Wire—Cleveland 

National Tube—Pittsburgh 
Columbia-Geneva Stee!—San Francisco 
Tennessee Coal & iron—Fairfield, Alabama 





te. Ses e / United States Stee! Supply—Stee! Service Centers 
: e\ ' ’ _ P United States Stee! Export Company 
Waraea Wey = United States Steel 
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They last 
longer 


——-— 4 


All types of rubber treads—soft, 
medium and hard—for smooth 
operation on all kinds of floors. 
Featuring Neoprene rubber treads 
- resistant to oxidation, oils and 
waxes as well as being unaffected 
by most chemicals - expertly com- 
pounded to Darnell standards. 


All casters, whether steel or rubber 
tread, available in swivel and 
stationary models with various top 
plates, stems and fittings for any 
type application. 


DARNELL 


casters and wheels 
Always 


They doa 
better job 


DARNELL CORPORATION, Ltp 


DOWNEY (LOS ANCELES COUNTY) CALIFORNIA 
37-28 SIXTY-FIRST ST., WOODSIDE 77, tL. 1, N. Y. 
36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS 
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FOB-‘tilosofy of buying" 





A SCRAP DEALER is ordi- 
narily an unlikely source for ma- 
terial handling equipment. But 
H. C. “Cliff”? Brown, P.A. for 
Electrical Products Division, Joy 
Manufacturing Co., found the 
answer to a special material han- 
dling problem in a St. Louis junk- 
yard. The problem was to move 
delicate components, in small 


lots, from station to station in. 


the Joy plant. Standard trucks,. 
conveying systems, etc. were 
either too heavy or too expensive 
for the job. Sitting in among auto 
bodies, rusted I-beams, and other 
assorted scrap in the dealer’s yard 
was the answer: half a dozen 
discarded supermarket shopping 
carts. They were bought for a 
song, polished up, and neatly and 
efficiently integrated into Joy’s 
material handling system for only 
a few dollars. 


Tue RETURNS in our great 
“What'll We Do With The Light- 
er’ Contest (F.O.B., April 27) 
are all in and the panel of judges 





is now mulling over the entries. 
The idea, you may recall, was to 
find the best solution to the 
dilemma of what to do with a 
handsome desk cigarette lighter 
that had been sent to this depart- 
ment. Was it a gift, a publicity 
handout, an advertising gimmick? 
Could we, in view of our opposi- 
tion to Christmas gifts and the 
like for purchasing people, accept 
it? What a collection of answers 
we got? Keep it, you deserve it, 
said some. Send it to me and 
clear your conscience, said an- 
other, Either send the damn thing 
back or stop your squawking 
about other people accepting 
gifts said another. 

Watch this space two weeks 
from today for the winners. 


Y ov P.A.’s who are worried 
about getting thin on top, thick 
in the middle, and spacious in 
the mouth, take a tip from Jim 
Knowlton of Charlotte, N.C., 
formerly in the purchasing de- 
partiient of Duke Power and 
Light Co. Jim is sound of mind, 














“It’s a little spring we bought 10 years ago from a company now out of busi- 


ness.” 
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heart and body. He’s trim and 
vigorous, alert and well-informed 
on all topics of the day, an ardent 
gardener, and a gourmet. Jim’s 
advice is to work hard, both in 
the office and away from it, but 
don’t be a slave to either. He 
suggests good conversation or 
serious reading when you're not 
in the office, out on the golf 
course, or hilling potatoes. As for 
dental health (Jim has all his 
original choppers) he has a sug- 
gestion but isn’t at all dogmatic 
about it. About ten years ago, 
a dentist told him that egg shells 
have all the calcium and other 
ingredients needed to keep teeth 
from decaying and wasn’t it too 
bad someone hadn’t figured out a 
way to enable people to use them. 
Jim figured out a way promptly. 
For the past ten years he has 
been eating an egg every morn- 
ing—a complete egg that is, shell 
and all—and hasn’t had a cavity 
since. 

Jim will be 83 on his next 


birthday. 
e = 


. 
STANDARDIZATION is one 
of the great cost-reducers and 
efficiency-producers of modern 
industry, and we're proud that 
purchasing has led the way in 
establishing it as such. But lest 
we all get a little swollen with 
pride, history has a lesson for us. 
The ancient Romans, it was re- 
vealed at the recent World Petro- 
leum Congress, made their pipes, 
valves and fittings in 25 standard 
sizes. 

Dr. Mario Fera, of Compagnia 
Tecnica Industrie Petroli, S.p.A., 
of Rome, recently displayed at 
the meeting a giant “standard” 
valve salvaged from the yacht 
of the emperor Caligula. It is 
made of an anti-corrosive, anti- 
friction tin bronze and is still in 
excellent condition, although it 
had been submerged for many 
centuries. Observing that the 
valve was a standard item, Dr. 
Fera commented: “It’s a little 
chastening to realize that the 
ancients met and solved many of 
the same engineering problems 
we must meet and solve today— 
and without modern laboratories 
and engineering facilities.” 
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Now! A higher relrability factor in printed circuits 











ALTORI 


a new and distinctively different 
finish on TAYLOR copper-clad 
laminates that accepts all 

acid resists uniformly 


Something new and distinctively different has been 
added to TAYLOR copper-clad laminates — a finish 
that accepts all types of acid resists uniformly. High 
fidelity in printed circuit reproduction is assured. 
Circuits can be of consistently higher quality and reli- 
ability, no matter how critical the design. For com- 
plete details about TayLor copper-clad laminates and 
samples, write TAYLOR Fibre Co., Norristown 36, Pa. 


LAMINATED PLASTICS f 


VULCANIZED FIBRE 
For More Information Write No. 157 on Inquiry Card—Page 32 





LOOK FIRST 10 POWELL 


arateretats 
TULL 


Features of Construction: 


Powell Corrosion Resistant Valves are 
made in stainless steel, Monel, nickel, 
Hastelloy ailoys, aluminum and other 
special corrosion resisting metals. 


Dre) 


Solid and_ double wedge discs of 
gate valves are interchangeable. They 
are precision machined and fitted 
and are accurately guided throughout 
their entire travel. This prevents drag 
of the disc over the seat faces, elimi- 
nating wear of seating surfaces and 
stops undue vibrational noises. 


dididdaidiita 


bibl 


| 


idl 


0.S.&Y. Valves—Stems are threaded 
and guided through a bronze bush- 
ing in upper yoke. (Bushings made 
of other alloys can be supplied on 
special order.) A compression lubri- 
cant fitting in upper yoke is provided 
to lubricate the stem and bushing 
threads and to reduce wear. A con- 
venient shelf is cast on the inner 
sides of yoke arms for suspending the 
gland when renewing the packing. 








All valves are regularly packed with 
Teflon Packing. Globe and ‘‘Y”’ valves 
are available with metal or Teflon 
discs. 





Globe, Angle, Gate and “Y” valve 
stems are back seated for repacking 
under pressure when fully open. 








Fig. 2453 DG (Sectional)—Large Stainless Steel 0.S.&Y. 
Gate Valve. Available with interchangeable solid or split 
wedges. Wedges are fully guided throughout their travel. 





POWELL...world’s largest family of v 


alves 
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FOR CORROSION RESISTANT VALVES 


Over a quarter century ago, Powell intro- 
duced the Corrosion Resistant Valve. Now, after 
years of pains-taking experiments and exhaustive 
research, Powell offers Valves to handle -prac- 
tically every corrosive fluid—valves of every de- 


sign, and in the largest possible selection of 
metals and alloys. 


For all your flow control requirements—water, 
oil, gas, air, steam, as well as corrosive fluids— 
Powell has the right valve in the right size and the 
right metal. Consult your local Powell distributor 
or write directly to us. 


Fig. 2633—Large, Stainless Steel Swing Check 
Valve for 150 W.P. Sizes, 2” to 12”. 


Fig. 2106 (Sectional)—150 W.P. 0.S.&Y. 
Stainless Steel “Y"” Valve. '%4” to 3°— 
screwed and flanged ends. 300 W.P. 
valves also available. 


Fig. 2475 (Sectional)—150 W.P. 0.S.&Y. 
Stainless Steel Globe Valve. 300 and 
600 W.P. also available. %” to 3”— 
screwed and flanged ends. 


POWELL 





THE WM. POWELL COomPANY © Dependable Valves Since 1846 + Cincinnati 22, Ohio 
For More Information Write No. 198 on Inquiry Card—Page 32 
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Check your skill in tap selection with this 


HY-PRO “TAP-nology”’ TEST 


NICKEL-IRON PART 
Tap through hole with £0-80 tap in missile part 
made of extremely tough and abrasive 50% 
nickel — 50% iron alloy. Machine tapping. 
Which tap would you choose? 


The HY-PRO #311 tap with Hy-crome finish (left) produced 5.7 times the number of 
holes per tap obtained with the 2 flute plug tap. 


PLASTIC PART 
Tap blind hole with #8-32 iap in extremely 
HSS 2 flute : - abrasive high-temperature thermosetting plastic. 
* spiral point GAZ sities Semi-automatic machine tapping operation. 


2» bottoming 


= Nitride finist Which tap would you choose? 


The HY-PRO #510-S tap with Hardernell finish (right) produced //.3 times the number 
of holes per tap obtained with the 2 flute spiral point tap. 


STEEL STAMPING 


Tap through hole in thin 1020 steel stamping 

with #6-32 tap. Poor alignment of tap with hole. 

Finished hole must be burr-free. High produc- 
HSS no flute tion semi-automatic operation. 


— Which tap would you choose? 


The no flute spiral point tap. HY-PRO #315 with ferrox finish ( left ) produced up to 
12.4 times as many holes per tap as the 3 flute plug point tap. 


Call your local 

HY-PRO DISTRIBUTOR 

for standard taps 

FROM STOCK 
eee 


If you picked the wrong taps, don’t be surprised. Most tap users 
make similar errors, without realizing it, when they buy taps by 
“habit,” instead of by comparative performance. 

These examples show how much it pays you to be right about 
taps. Selection today takes more tap knowledge than ever, with so 
many new metals, alloys, and plastics in industrial use. 

To make sure your “tap-nology” is up to the minute, consult 
HY-PRO iap engineering specialists. It costs nothing, and records 
prove it is often the first step to big savings. Write: Dept. F. 


HY-PRO TOOL COMPANY 


DIVISION OF CONTINENTAL SCREW CO. 
o0o0o0o 0oO0 00 00 00000000 
NEW BEDFORD, MASS., U.S.A. 
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Highlights of This Issue 





“ The Problem of Purchasing Training 


Over the long run, there’s probably nothing so 
important to the success of a purchasing depart- 
ment as its training program. Yet in most com- 
panies it’s a job that’s botched. Whatever train- 
ing takes place is usually incidental, often acci- 
dental. The daily pressure of getting out the 
orders makes formalized training programs a 
rainy-day project. 

But the P.A. who persists in keeping his train- 
ing program under his desk blotter will event- 
ually find his department running down hill. 
Some day he’ll look around and find that there 
aren’t any young hotshots who have what it 
takes to move up to more responsible purchasing 
posts. 

Because of the importance of this frequently 
overlooked subject, this issue of PuRCHASING 
Magazine carries three articles on training. On 
page 69, there is a perceptive analysis of the 
P.A.’s training responsibility. On page 70—an 
article that describes in detail the basic elements 
of the excellent six-month buyer training pro- 
gram being used by Worthington Corp. It’s writ- 
ten by a “pro”—the man who set up the program. 

Training is treated from a slightly different 
angle in the article on page 73. It explains pur- 
chasing’s role in overall company training pro- 
grams, points out ways purchasing can make 
use of these general training courses. 


“ Purchasing as a Management Function 


In this article Stuart Heinritz gives a detailed 
analysis of the essential nature of purchasing. 
What are purchasing’s real responsibilities? 
What should purchasing be doing to make it 
truly a management function? This is shouldn’t- 
miss reading for any thinking purchasing execu- 
tive. See page 78. 


“ What's the Law on Unpriced P.O.'s? 


There probably isn’t a P.A. anywhere who 
hasn’t wondered what would happen if trouble 
arose over an unpriced purchase order. Suppose 
the supplier charges too high a price and the 
controversy ends up in court. What happens then? 
The article on page 86 gives the straight facts 
on the legal aspects of unpriced purchase orders. 





In Future Issues 


How to Decentralize Without Losing Con- 
trol—The P.A. as Company Forecaster—A 
Comprehensive Study of the Transportation 
Problem. 
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HOW 


to know you’re 
getting the quality 
you want 


CL 


for the hard case 
you must have in 
tapping screws. 
Without heat- 
treating to just the 
proper depth, the 
fastener lacks hard- 
ness and threads 
strip. Consistent 
uniforraity of high- 
quality materials is 
one fundamental of 
proper case hard- 
ening. You get this 
consistent quality 
in American fas- 
teners. 


for the resilient 
core that must be 
under the case. 
Without this resil- 
ient core to absorb 
impact, heads or 
shanks shear in 
driving. Result: 
damaged parts 
from cracked fas- 
teners, extra costs 
out of profits to re- 
lace the fasteners. 
eat-treating at 
American’ gives 
you both proper 
case and core be- 
cause we give con- 
stant attention 
detail. 


Quality fasteners 
more to produce 


e 
im- 
h 


hen 


erican 


Ame COMPANY “— 


Willimantic, Conn. « Chicago, Ill. « Detroit, Mich 
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THE ONLY DIRECT 
COAST-TO-COAST CARRIER! 


...0ne carrier responsibility ALL THE WAY 
with NON-STOP, 2-MAN SLEEPER CABS 


TE ee TE coast-to-coast! 





TERMINAL CITIES 
Albany, New York Louisville, Ky. 
Buffalo, New York Nashville, Tenn. 
Chicago, Illinois New York, New York 
Cleveland, Ohio (N. Bergen, N. J.) 
Colo. Springs, Colo. Owensboro, Kentucky 
Denver, Colorado Phoenix, Arizona 
Detroit, Michigan Pueblo, Colorado 
Evansville, Indiana St. Louis, Missouri 
Kansas City, Mo. Seattle, Washington 
Los Angeles, Cal. Syracuse, New York 
OFF-LINE SALES OFFICES: 
Boston *Portiand, Ore. 
*Cincinnati Rochester, N.Y. 
*Dayton **Rock Island, Ill. 
**DeKalb, Ill. San Francisco 
**Ft, Wayne South Bend, Ind. 
**Indianapolis **Toledo 
* Milwaukee Washington, D.C. 
New York City *With Trailer Pool 
Philadelphia **Trailer Pool Only 

















DENVER CHICAGO TRUCKING CO., INC. 
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EDITORIAL 





Three 
Bad Bills 


PURCHASING MAGAZINE 
JuLy 6, 1959 


THERE ARE three bills now being considered by Congress 
which, if made into law, would have a direct and harmful 
effect on purchasing as it is practiced in industry today. As 
partisans of purchasing we oppose them. But we honestly believe 
that our opposition goes beyond the relatively narrow interests 
of one group. These bills actually threaten our free enterprise 
system. 


These are the bills and our reasons for opposing them: 

The Price Increase Notification Bill (S. 215) sponsored by 
Senator Joseph C. O’Mahoney (Dem., Wyo.) requires that cer- 
tain “dominant” business firms notify the Government 30 days 
in advance of proposed price increases and justify the increases 
in public hearings before the Federal Trade Commission. We feel 
that this is unwarranted interference with the private affairs of 
business; that it places an unfair competitive burden on those 
industries whose prices reflect swiftly fluctuating market con- 
ditions; and that it really works against price decreases in a 
falling market, since a company would hesitate to cut prices 
if it thought it would have to make elaborate justification for 
an increase some time in the future. 


A bill (S. 11) designed “to amend the Robinson-Patman Act 
with reference to equality of opportunity” places upon the seller 
the burden of proving that a price reduction for a favored cus- 
tomer does not lessen competition and is mad? in good faith to 
meet an equally low price of a competitor. Far from encourag- 
ing competition, such a law would inhibit the negotiating power 
of the purchasing agent. It would so hobble the supplier—large 
or small—with administrative requirements that he would lose 
his customers long before he could answer half the F.T.C.’s 
questions about his move. As Don Monro, director of purchases 
for Standard Oil Company (Indiana) recently put it, “The 
Supreme Court, ruling on the Robinson-Patman Act, said Con- 
gress didn’t intend that a seller should be deprived of the right 
to defend himself against a price raid by a competitor.” 


The Fair Trade Bill, sponsored by Rep. Oren Harris, (Dem., 
Ark.), makes it mandatory that all dealers maintain a fixed 
price on an item if any one dealer has entered into an agreement 
with the manufacturer of the item to scll at that fixed price. This 
is simply a rehash of the old state fair trade laws—only this 
time the “fair” traders are trying to make it into Federal law. 
The law is primarily concerned with consumer products. But 
it is designed to eliminate competition and establish a nice, com- 
fortable economic cocoon for unnecessarily high prices. As a 
rmatter of principle, purchasing people must fight it. 


dul VG __ 





on 


Need 
Maintenance 
Steels? 


5 Reasons why it pays 


MOST DIVERSIFIED sTocKS— Ryerson invento- 
ries include by far the widest range of types, 
shapes and sizes available anywhere. 


FAST service—A combination of varied stocks, 


* modern equipment and an experienced staff means 


stepped-up processing for regular requirements and 
unparalleled ability to meet the most urgent 
emergency needs. 

HIGHEST QUALITY—New quality-control stand- 
ards, completely detailed and published, govern 
every aspect of Ryerson specifications and oper- 
ations. Here is steel that’s certified for dependable 


Irv - BM 
Increased Value in Buying Metals 
Ask about this Ryerson Plan for 1959 


to buy from Ryerson 


performance, and cut to your most exacting re- 
quirements. 


TECHNICAL HELP—Experienced specialists, well 
qualified to work with you on problems of replace- 
ment and selection, help you achieve optimum 
‘value for your steel-buying dollar. 


INTEGRITY —The nationally recognized leader in 
its field, Ryerson values your patronage much too 
highly to sacrifice your long-term good will for any 
immediate gain. 117 years of fair dealing—at your 
service. 

LET RYERSON CARRY YOUR INVENTORY 

— Whatever your maintenance steel needs, you get 
one-call, one-order delivery at Ryerson. Order 
today. 


RYERSON STEEL 


Member of the <Q)» Stee! Family 


STEEL « ALUMINUM + PLASTICS « METALWORKING MACHINERY 
NATION’S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
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T HAS probably been many 
years since anyone has said, in 
jest or in earnest, “He’s not much 
good for anything—let’s put him 
in the purchasing department.” 
It is generally agreed that good 
buying is essential to the success 
of a company and therefore re- 
quires skilled, competent buyers. 

Yet a good deal of personnel 
selection and advancement in 
purchasing is done in Russian 
roulette fashion. People of all 
kinds—from stock clerks to engi- 
neers—are yanked into purchas- 
ing, given a brief briefing, and ex- 
pected to develop into buyers. 

Individual departments and the 
purchasing profession in general 
are in danger when they build 
on such a rickety foundation. 
Purchasing needs good people as 
much—and more—than it does 
good policies and systems. But 
it won’t get such people without 
a consistent program of selection 
and training for key positions. 

The director of purchases or 
other company executive who 
feels that a strong department 
head can carry a weak organiza- 
tion is deceiving himself. If the 
department depends on the so- 
called “indispensable man’ it’s 
a weak department. The depart- 
ment head should be backed up 
by people who are willing to ac- 
cept responsibility and have the 
capacity to carry it out. And they 
won’t drop out of the blue when 
they’re needed. They have to be 
trained long before. 


Big Job to Do 


The burden of training good 
buyers seems destined to rest on 
the shoulders of the P.A. for some 
time to come. A recent survey 
by PurcHasinc Magazine shows 
that half the department heads 
are having trouble finding suit- 
able replacements or additions for 
their staffs. The chief source of 
purchasing personnel seems to be 
within the company itself. But 
three out of five report that avail- 
able people in their companies 
don’t have the capacity to become 
good buyers. The lesson is clear: 
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Training—and the 


P.A.’s Responsibility 


purchasing executives have a big 
job of education as well as selec- 
tion to do if they are to staff 
their departments properly. 

Where do they turn? What 
kind of training do they set up? 
Five different experts can give 
you five different answers: train 
buyers by the “buddy” system; 
send potential buyers to night 
school; start your own depart- 
ment program; bring in a local 
university professor a few times a 
week; give the trainee a good 
textbook and let him teach him- 
self. These are some answers— 
there are probably others. The 
point is that no one system will 
suit all companies, Each system 
must be tailored to the size of 
the department and its particular 
problems. 


Outline Specific Programs 


The two articles that follow 
describe specific company pro- 
grams. One is for exclusive pur- 
chasing training. The other is 
for purchasing indoctrination of 
trainees who may or may not 
remain in the department. 
Whether or not the articles con- 


tain particular points that can be 
applied or adapted to your opera- 
tion, they do emphasize the need 
for purchasing training. 

Another definite pur- 
chasing executives with training 
problems is the recently issued 
N.A.P.A. booklet, “Training Pur- 
chasing Department Personnel.” 
It was prepared by Keith E. Mac- 
Eachron, former professor of com- 
merce, School of Business Ad- 
ministration, University of Pitts- 
burgh. The booklet was written 
under the supervision of the 
project Committee on Training 
Programs, National Committee 
for Professional Development, 
National Association of Purchas- 
ing Agents. 

The booklet is available on re- 
quest (by members) from 
N.A.P.A. Among the many as- 
pects of purchasing training the 
booklet covers are: a review of 
existing training techniques, off- 
the-job training, training confer- 
ences, newer training techniques 
—such as role playing, staff meet- 
ing etc.; selection and applica- 
tion of training programs, train- 
ing problems. 


aid to 
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We TAKE buyer training very 
seriously at Worthington. But 
more than just trying to develop 
proficient buyers, we try to train 
people for the overall broad de- 
mands of our business. Our train- 
ing program stresses the success 
of the entire business rather than 
just the success of the purchasing 
department. 

To begin with, the trainee buy- 
er must become familiar with his 
company’s products and organiza- 
tion. He must know what is made 
in the plant for which he buys and 
the people responsible for its op- 
eration. He should know, at least 
in a general way, the construction 
of the product and the flow of ma- 
terials through the plant. He 
should also become familiar with 
company organization from ex- 
ecutive levels down, including 
both staff and operating groups 
and the responsibilities and rela- 
tionships involved. 


Training Methods 
After this general orientation 
functional training can _ begin. 
the training methods 
available are: 


Among 


@ Discussion groups 

@ Plant training 

@ Working with buyers 
@ On-the-job training 


Vr. Van de Water, a frequent contributor 
to Purchasing Magazine, is general buyer 
for the Worthington Corporation, Harrison, 
\. J. He was largely responsible for setting 

) the training program described in this 
article and as a result writes from first 
hand knowledge. 
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A Five-Part Buyer 


By John Van de Water 


Discussions are an_ informal 
type of instruction that can be led 
by either a member of manage- 
ment or by an experienced em- 
ployee. The person leading a 
purchasing discussion group 
should be able to give consider- 
able time to the training program. 
He should also be thoroughly fa- 
miliar with all aspects of pur- 
chasing, both from a theoretical 
viewpoint and as practiced by his 
company. If enough experienced 
people are available, it may work 
out best to divide the discussion 
periods among several discussion 
leaders. 

While discussion groups are 
best suited to teaching the theory 
of purchasing, company proce- 
dures and management’s policies, 
other methods should be used to 
bring the trainee in touch with 
the work itself and to provide 
needed practice. 


Plant Training 


Plant training should stress 
mainly the processing of pur- 
chased material in the plant. The 
trainee should be instructed in 
the details of receiving, inspec- 
tion, storage and disbursement of 
materials and their final use in 
the manufacturing process. Guid- 
ed by a competent production 
man, the trainee should learn the 
type and function of plant ma- 
chinery and tools. He should also 
learn some basic points about in- 
ventory control, store keeping, 
requisitioning, quality control 
and traffic. Wherever possible he 


should perform work assignments 
in each of these activities. 

In working with buyers the 
trainee begins to get experience 
in actual purchasing techniques. 
He will get practice in locating 
sources, evaluating bids, placing 
orders, and interviewing salesmen. 


Worthington's Program 


In our company we have or- 
ganized a six month training pro- 
gram for purchasing trainees. It 
is administered by the general 
purchasing department, a staff 
group. The trainees come from 
the corporation’s general student 
training program, mostly through 
college recruitment. 

The objectives of this program 
are: 

(1) To familiarize the student 
with the purchasing function, 
both from a theoretical and prac- 
tical standpoint. 

(2) To develop the student’s 
competence in performing pur- 
chasing duties. 

(3) To develop a good relation- 
ship between the student and 
company people with whom he 
will later be working. 

Although the desirability of the 
first two objectives is obvious, 
the third one is often overlooked. 
Yet developing personal relation- 
ships is an important part of any 
training program. 

Th methods used are discus- 
sion groups, reading assignments 
and work assignments. Most of 
the discussions are led by the 
writer. Reading assignments are 
made in general texts as well as 
in the company purchasing man- 
ual. We are currently using as a 
basic text Industrial Purchasing 


PuRCHASING 





Training Program 


The purchasing department at Worthington Corporation has placed 


great emphasis on training its buyers. The six-month instruction 


program is aimed not only at making professional buyers out of 


by Westing, Fine and members of 
the Milwaukee Association of 
Purchasing Agents, one of the 
most practical of all purchasing 
texts. Purchasing Principles and 
Applications by Stuart F. Hein- 
ritz is also very valuable. 

Work with 
plant groups such as receiving, 
‘stores and inspection and with 
buyers who specialize in major 
commodities and services. In ad- 
dition, the trainee spends some 
time with the accounting, legal 
and insurance departments. 

As a result, the student gains a 
broad knowledge of the purchas- 
ing function and its relation to 
other groups and departments. As 
he has already spent three months 
in the company’s general train- 
ing program there is no need to 
repeat a study of company prod- 
ucts, general organization 
manufacturing processes. 

The purchasing training pro- 
gram consists of five major parts: 

(1) Introduction 

(2) Policies and procedures 

(3) Related activities 

(4) Commodities 

(5) Review 

The first two parts, which con- 
sist entirely of discussions and 
reading assignments, require sev- 
en weeks of instruction by the 
general purchasing department. 
It is here that the basis of the stu- 
dent’s purchasing know!edge is 
established and related to the 
company’s position topic by topic. 

Although the subject matter is 
clearly and specifically defined no 
day-to-day schedule is estab- 
lished. It is felt that the rate of 
progress should largely depend on 
the student’s receptivity. 


assignments are 


and 
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trainees, it’s also designed to help their development as executives. 


xe’ 


' 


eed 


An important part of the trainee’s instruction is the guidance he gets with 
the various commodity buyers. In the program described in this article, 
trainees usually spend a total of 12 weeks working with various commodity 


specialists. 


Think of Corporation Goals 


The first part of the introduc- 
tion is a discussion of the respon- 
sibilities and objectives of pur- 
chasing, covering in a general way 
procurement, vendor develop- 
ment, cost reduction, value analy- 
sis, scrap and surplus disposal 
and staff assistance. We also stress 
the integration of purchasing with 
the corporation goals established 
by our management and the stu- 
dent is shown just how purchas- 
ing helps the corporation achieve 
these goals. 

Purchasing organization is the 
next study topic. The general 
purchasing department and major 
divisional purchasing depart- 
ments are analyzed in detail in- 
cluding the responsibility and 
authority of managers, buyers 
and other purchasing personnel. 


The staff and line relationship is 
explained and the degree of con- 
trol made clear. The effects of 
purchasing’s work on other op- 
erating departments is also dis- 
cussed. 

To give the student an overall 
idea of purchasing activity, the 
introductory work is completed 
with a review of the buying 
day. The trainee is introduced to 
purchasing routine from the time 
a requisition is received to the 
closing of the order file. He is 
shown around the purchasing de- 
partment, meets some of the 
people and sees the physical lay- 
out. 


Policies and Procedures 


The second part of the training 
program, “Policies and Proce- 
dures,” covers 19 topics in detail. 
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The first ten are mainly purchas- 
ing theory and start off with a 
study of the nature and form of 
the requisition and the purchase 
order. This is followed by source 
selection. The relative merits of 
single sources and competitive 
bidding are investigated. Various 
types of vendors are discussed 
and we go into the problem of lo- 
cal versus national sources. The 
student is shown how to analyze 
vendors, product quality and 
service. 

A number of sessions is de- 
voted to price determination and 
the forces which effect price. The 
student is introduced to pub- 
lished price data and the use of 
inquiries and negotiation. He is 
shown how price is affected by 
terms of payment, escalation and 
FOB points. Related matters 
such as cancellation charges and 
unpriced orders are also included. 

With the help of examples from 
the purchasing department libra- 
ry the use and value of references 
are studied. General directories 
as well as special ones covering 
certain products, industries or 
geographical regions are used. 
Suppliers’ catalogs are reviewed 
and the student is introduced to 


some of the more important trade 
journals. 


This basic material ends with a 


discussion of vendor relations. 
Starting with the techniques of 
interviewing salesmen it moves 
into ethics and the principles and 
standards of the National Asso- 
ciation of Purchasing Agents. Re- 
ciprocal buying, personal favors 
and buying for company person- 
nel are also discussed. Company 
policy on each point is clearly de- 
fined. 

The balance of the topics in this 
section are related more specifi- 
cally to company procedures. Our 
paperwork system is described in 
detail. The student is led along 
each step of the system and 
shown what information is added 
at each point. The flow and distri- 
bution of the paper is outlined and 
related to our standard filing 
practice. The student is given a 
complete set of the forms to study. 

Further sessions are devoted to 
the uses and advantages of blan- 
ket orders and special agree- 
ments. The methods of handling 
service and construction contracts 


are discussed including special 
clauses and insurance require- 
ments. The procedure for han- 
dling scrap and surplus materials 
is reviewed and finally some time 
is given to expediting and follow- 
up. 
Work in the Plant 


The next six weeks are spent 
on work assignments with plant 
activities closely related to pur- 
chasing work. No attempt is 
made to give the student much 
more than a superficial knowledge 
of these functions but a general 
idea of the requirements and 
processes involved enables him to 
do a better job later. 

In the stores department, the 
student learns something about 
materials disbursement, record 
keeping and requisitioning. In- 
ventory control highlights the 
problems of order points, turn- 
over and economic order quanti- 
ties. In the accounting depart- 
ment, the trainee is shown how 
invoices are handled and learns 
the value of accurate pricing on 
the purchase order. He also 
spends time in the receiving and 
inspection departments. 

Our corporate counsel leads a 
discussion of the legal aspects of 
purchasing covering among other 
things: contract law, warranties, 
indemnity and the Robinson-Pat- 
man act. Sessions with the traffic 
department conclude this part of 
the program. 

The student then spends a total 
of twelve weeks with buyers who 
specialize in major commodities: 
steel, castings, electrical equip- 
ment, sub-contracting, mainte- 
nance and operating supplies and 
stationery and office equipment 





“I underst*»<) you’ve been hitting 
the ball pretty hard lately, Olsen— 
how about staying away from the 
golf course for a few days?” 


Guided by the buyer, the trainee 
is encouraged to perform more 
and more purchasing duties, until 
he is able to work independently 
with only occasional supervision. 

For the last week of the course, 
the student returns to the general 
purchasing department. Company 
policies are reviewed and the 
place of purchasing in the corpo- 
ration is stressed once more. Dur- 
ing this period an attempt is 
made to clear up any questions 
the student may have. 


Gets the Big Picture 

After completing this program 
a serious student is well prepared 
for the purchasing assignment. 
The omissions which might result 
from more casual training have 
been avoided and the trainee is 
introduced to good business prac- 
tice. By relating purchasing ac- 
tivity to the theoretical back- 
ground at all times, we show not 
only how company procedures 
are developed, but, most impor- 
tantly, how the purchasing field is 
really much broader than daily 
routine might indicate. 

For P.A.’s who may be faced 
with the immediate problem of 
working up a training program of 
their own, the following is a de- 
tailed outline of the course being 
used at Worthington Corporation. 
It should serve as a helpful start- 
ing point: 

Subjects 
A. Introduction (3 weeks in gen- 
eral purchasing department) 
1. Responsibilities and objectives 
of Purchasing 
a. Procurement 
b. Vendor development 
c. Cost Reduction 
d. Analysis 
e. Scrap and surplus 
disposal 
. Staff advice and 
assistance 
g. integration with 
corporation goals 
2. Purchasing organization 
a. Central and divisional 
relationships 
b. General Purchasing 
Department organiza- 
tion 
». Works Purchasing 
Department organiza- 
tion 
d. Relation to other 
departments. 
(Please turn to page 146) 
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Make Management Trainees 


Friends of Purchasing 


By V.H. Frary 


Porcuasinc, like the sailor 
with a girl in every port, can have 
admirers in every department of 
the company—the young men who 
pass through purchasing during 
company training programs. No 
matter where they’re headed in 
the organization, they'll under- 
stand purchasing and cooperate 
with it—if they get the right kind 
of training and information. 

Participation in company train- 
ing programs is a natural for 
purchasing. Besides developing 
friends, it gives the department a 
chance to “sample before buying.” 
The purchasing executive can, 
under ideal conditions, observe 
prospective candidates for the 
purchasing department without 
committing himself. Meanwhile, 
likely candidates can assess the 
merits of a purchasing career. 
And, it should be noted, this 
trial period is generally not 
charged to the department operat- 
ing budget. 

At Abbott Laboratories, Chi- 
cago, Director of Purchases Glenn 
H. Reinier and his staff immedi- 
ately recognized two important 
considerations in programs like 


Mr. Frary is a member of the purchasing 
department of Abbott Laboratories, Chi- 
cago, Ill. 
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Do you have management trainees coming 


through your department? Treat them right and 


teach them right and they'll help you wherever 


they go. In this program trainees also take some 
of the load off the department staff while they're 


learning. 


these: their responsibility for 
training future executives, and 
the privilege of spreading the pur- 
chasing gospel. When they got 
word that a trainee was going 
to be placed in the department, 
they set to work on a four-to-six- 
month curriculum. It covered all 
phases of buying and is still un- 
dergoing refinements. 

The curriculum is based on a 
work-study program, This pro- 
vides a learning period which is 
spaced to promote better under- 
standing. It also permits the 
trainee, during the work period, 
to observe and later to put in 
practice what has been taught. 

The basic program is divided 
into three parts. First is the aca- 
demic phase—a_ concentrated 
course in general purchasing. 
During the second period the 
trainee observes and works in 
every section of the department. 
The final period is made up of 
actual purchasing, a major re- 
search project and a critique of 
the instruction received during 
his stay. 

This original plan has not been 
changed but certain phases are 
altered from time to time. Flexi- 
bility is necessary for many rea- 
sons. Most important are the op- 
portunities to examine a situa- 


tion or attend an event that oc- 
curs infrequently. A rigid sched- 
ule would be easier but far less 
fruitful. 


From Theory to Practice 


The academic period is made 
up of eighteen lectures on the 
practice of purchasing. Similar 
to a college course, the subject 
matter starts with basic principles 
and proceeds to the specific and 
technical aspects. Each session or 
lecture is conducted by a staff 
member particularly well-versed 
in the topic. For example, con- 
tracts are discussed by the buyer 
who places many orders that are 
long term commitments; office 
procedure is described by the 
clerical supervisor; expediting is 
explored by the buyer of critical 
material. 

The major points of each sub- 
ject of the lecture series are out- 
lined in a syllabus which, by the 
way, undergoes constant revision. 
Most important are the reading 
references which thoroughly cov- 
er the topic to be discussed. The 
trainee is given ample time to 
read all the material and pre- 
pare for each session, This proves 
extremely helpful in making the 
lecture period much briefer and 
more productive. It not only con- 
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Clerical Supervisor Frances 
Meyer explains the purchasing 
department file system to a 
trainee as the author looks on. 


serves everyone’s time but per- 
mits discussion—more a seminar 
than a lecture. 

Obvious and accepted facts are 
not rehashed. Instead the trainee 
asks questions on specific points 
that will be clarified by the staff 
member. The lecturer also ex- 
pands on material not sufficiently 
detailed in the bibliography. The 
result is a certain amount of give 
and take, practical answers to 
theoretical questions, and a closer 
acquaintanceship. The personal 
relationship is particularly help- 
ful in future communication. Fur- 
thermore, this method subtly 
works to stimulate the buyer’s 
interest and enthusiasm for his 
job. 

The second part of the trainee’s 
program really starts soon after 
he has begun his lecture series. 
This is the work portion of his 
stay and it continues after he has 
completed the academic portion. 
Like the academic work it in- 
creases in complexity as_ the 
trainee gains more knowledge. He 
is assigned to the various buying 
areas to do research and work 
on elementary problems. He cal- 
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culates economic order quantities, 
acts as liaison to other depart- 
ments and, as he gains experience, 
does follow-up and expediting. 


Observing the Interview 


Part of the second phase is a 
unique educational experience 
for the trainee which does much 
to impress upon him the skills 
and techniques of buying. He is 
permitted to sit in as an observer 
on numerous buyer interviews 
with salesmen. 

At first glance this does not 
appear unusual, The singular fea- 
ture, however, is how much the 
trainee knows before the inter- 


view, The buyer briefs him on. 


every possible facet of supplier 
relations. He’s told about the per- 
sonality and characteristics of the 
salesman, and the reputation of 
the company and its products. He 
gets a preview of the buyer’s 
strategy for the forthcoming meet- 
ing. The buyer tells the trainee 
what he hopes to accomplish and 
how. Price negotiation, com- 
plaints, claims, and product in- 
formation are some of the topics 
he may have in mind. All of these 


Director of Purchases Glenn Reinier 
starts indoctrinating trainees as 
soon as they are welcomed to the 
department. 


the trainee watches unfold during 
the meeting. 

The trainee, after introduction, 
sits behind the salesman in the 
office and remains inconspicuous 
throughout the meeting. The 
salesman soon forgets he’s there 
and the interview goes along 
normally. 

Afterwards, the success or fail- 
ure, the techniques employed, the 
competence of the salesman and 
any other observations are re- 
viewed with the buyer. 


The Trainee As Buyer 


The third and final part is the 
honors course. It is interesting 
and exciting for the trainee and 
helpful to the purchasing depart- 
ment. The trainee is permitted to 
do some actual buying on his 
own, preferably in the area of his 
schooling. Science graduates may 
buy chemicals and biologics; en- 
gineers, capital equipment and 
MRO material; and business ad- 
ministration majors, office equip- 
ment and supplies. 

During this period the purchas- 
ing department receives a return 
that more than pays the com- 
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A trainee sits out of sight while ob- 
serving Senior Chemical Buyer G.F. 
Swanson interview a salesman. 


pany’s investment in the trainee. 
His background plus his newly- 
gained knowledge of procurement 
make him an ideal researcher. A 
major problem is assigned to him. 
He’s given sufficient time and fa- 
cilities to do a comprehensive 
study. Mathematics, economics, 
and marketing majors are par- 
ticularly successful in providing 
data in areas too specialized or 
time-consuming for the depart- 
ment staff. Many of the reports 
are not only scholarly but sur- 
prisingly practical. When the pro- 
ject is finished and the trainee is 
ready to leave, he’s asked to eval- 
uate his experience. He is expect- 
ed to make recommendations to 
improve the curriculum and any 
other observations that will be 
helpful to his successors. 
Throughout the trainee’s stay 
he is treated as a member of the 
department. He attends all staff 
meetings and at every opportunity 
acts as an observer at inter-de- 
partmental committee meetings. 
He sees policy-making in action 
and keeps informed on depart- 
mental and company develop- 
ments. He also attends at least 
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one Purchasing Agents Associa- 
tion dinner meeting and accom- 
panies a buyer on a vendor plant 
visit. He has certain responsibil- 
ities which keep him aware of the 
world outside. He tabulates data 
for the department’s economic re- 
ports and calculates the monthly 
price indexes sent to manage- 
ment. In addition, he is expected 
to read the current literature and 
is placed on the department circu- 
lation list for Purchasing, The 
Wall Street Journal, The Journal 
of Commerce and the magazines 
of his interest such as Chemical 
Week, Drug Trade News, Iron 
Age, etc. 

The success or failure of the 
program rests on keeping the 
trainee interested and occupied. 
Lack of activity will discourage 
him, since he is ambitious and 
anxious to acquire all the knowl- 
edge he can. The trainee is guided 
by a member of the purchasing 
staff during his stay. It’s up to 
him to keep the program moving, 
to coordinate the various assign- 
ments and to make certain the 
trainee is exposed to every ac- 
tivity. The director of purchases 
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Trainees are treated as members 
of the purchasing department. 
Here they sit in on a depart- 
mental staff meeting. 


frequently reviews the trainee’s 
program and counsels him on his 
progress, 


A Friend is Made 
When the three part purchas- 


ing program is completed, the 
trainee goes on to another depart- 
ment or his permanent 
ment. But purchasing does not 
forget him. Departmental mem- 
oranda and reports, and other 
literature of developments that 
might be of interest are sent to 
him. He is encouraged to return 
and visit and, of course, confer 
with purchasing if his new posi- 
tion is related to procurement. 

Abbott purchasing’s enthusiasm 
for the whole concept continues 
to grow. Evidence of reward for 
their efforts is beginning to ap- 
pear in many places. The occa- 
sional inconvenience and the ex- 
tra thought required to partici- 
pate are now accepted as well 
spent. They are firmly convinced 
that no profession can have too 
many converts to its cause. When 
Abbott hires these bright young 
men purchasing wants the oppor- 
tunity to enlighten them 


assign- 
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Purchasing Mechanization: 


What Happens When It Takes Over? 


{ few months from now, a divi- 
sion of Westinghouse will have 
a mechanized purchasing oper- 


Requisitions, purchase 
orders, and associated forms 
will be typed on Flexowriters 
by punched cards and tapes. 
dnd for the future—perhaps 
no P.O.’s at all. 


ation. 


Berore the end of the year, 
the purchasing department at the 
air arm division of Westinghouse 
Electric Corporation in Baltimore 
will be mechanized. 

When mechanization takes 
over, here’s what will happen— 
or at least what Westinghouse is 
confident will happen: 

(1) New products will go from 
the drawing board to the finished 
hardware stage much quicker. 

(2) Basic information needed 
on many purchasing forms and 
records will only have to be typed 
once, 

(3) The time required to 
process requisitions and _ issue 
purchase orders will be sharply 
reduced. 

(4) Administrative expenses, 
delays, and errors will be cut. 


Overall Program 
Westinghouse’s purchase order 
mechanization is part of an over- 
all mechanization program for 
the entire air arm division, which 
designs and makes military elec- 
tronic equipment. Mechanized 
manufacturing information—the 
first part of the program—began 
operating in December 1958. 
Mechanization of two other de- 
partments, purchasing and ac- 
counting, will be completed in 

late 1959 and early 1960. 
The purchasing system has 
been designed so that most of 
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the data required on numerous 
purchasing forms will be pre- 
pared mechanically. Equipment 
that produces eight-channel per- 
forated tapes and edge-punched 
cards will be used to automatical- 
ly and semi-automatically pre- 
pare data for: 

(1) Requests for quotations 

(2) Purchase requisitions 

(3) Purchase orders 

(4) Receiving reports 

(5) Quality control reports 

Why is Westinghouse adopting 
purchase order mechanization? 
Two important reasons were con- 
sidered in making the decision. 

@ Manual systems are costly 
because of the amount of record- 
ing and typing of duplicate in- 
formation that is required. 

@ The division realized that 
there were 27 pieces of informa- 
tion that formed the basic data 
used many times in various de- 
partments, Most of this informa- 
tion comes from the engineering 
drawing and its bill of materials, 
operational line-ups, and standard 
time values. 

Because of these two factors, 
the division decided to: 

(1) Capture and identify data 
mechanically when and where it 
began. This would cut manual 
operations to a minimum. 

(2) Perpetuate and use this 
data in many ways and in many 
different sections. 

(3) Process information to de- 
partments in parallel lines rather 
than in series—thereby speeding 
the information flow. © 


“One-Writing” 

The next step was the selection 
of a “one-writing” system. After 
careful investigation, the relative- 
ly low-cost Friden Flexowriter 
was chosen as the basis for the 
system. In addition, an IBM tape- 
to-card converter to produce 
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punched cards will be used. 

Once information is typed, it 
will be mechanically captured. 
Procurement requisitions needed 
to buy stock items will be sent 
from the stock layout section 
to purchasing on edge-punched 
cards. From these cards, the pur- 
chase order can be typed auto- 
matically except for data deter- 
mined by the buyer such as spe- 
cial terms, conditions, and de- 
livery dates. This information is 
added to the P.O. manually. Addi- 
tional data will have to be sup- 
plied by the buyer for non-stock 
and engineering items, including 
the name of the supplier and 
price. 

When the purchase order is be- 
ing typed on the Flexowriter, 
the information is simultaneously 
captured on five punched tapes. 
From these tapes, punched cards 
and edge-punched cards will be 
explored for use by many depart- 
ments. Purchasing will use the 
data to: 

Recreate repetitive informa- 
tion—like supplier’s name and 
address, specific terms, condi- 
tions, etc. 

Perpetuate a historical file 
of parts and vendors. 

Develop vendor performance 
ratings. 

Prepare ratings for buyers. 

Set up a dated “tickler” file 
for expediting. 

Create project management 
reports. 

The Westinghouse tabulating 
department will use the cards to: 

Update open commitment 
records. 

Relieve commitments when 
shipments are received, 

Aid cost control on contract 
and budget expenditures. 

And receiving will make use 
of the edge-punched cards for: 
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Mechanical equipment will soon become the rule, 
rather than the exception, at Westinghouse air 


arm division purchasing. Flexowriters 


(right) 


will produce tapes that can easily be converted 
to punched cards containing all the basic data 
necessary for a wide variety of purchasing forms. 


Producing receiving docu- 
ments 

Inspection papers 

Notifying receipts to requisi- 
tioners. 

Providing documents for 
stores information. 

In addition to these depart- 
ments, the cards will be a source 
of captured data for the inven- 
tory control and planning and 
scheduling departments. 


The Advantages 


What are the advantages of 
mechanization? A. H. “Nick” 
Nicholson, purchasing agent at 
the air arm division, looks at it 
this way: 

“Purchasing paperwork will be 
cut between 40% and 65%. It’s 
easy to see how we'll save money 
with purchase order mechaniza- 
tion, For instance, the maximum 
typing speed for purchase orders 
now is 32 words per minute. The 
Flexowriters can operate at bet- 
ter than 100 words per minute. 
In addition, manual transcription, 
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key punching, and verification of 
tabulating cards will be elimi- 
nated.” 

Another advantage will be the 
reduction in the number of copies 
required for each purchase order. 
Currently, the division uses seven 
copies of each purchase order— 
plus a Ditto master that can make 
another eight or 10 copies when 
required for government con- 
tracts. The cards and tapes will 
replace the other copies. 


Saving Space 


Valuable office space will also 
be saved by cutting down on 
voluminous purchasing files. Ob- 
viously cards and tapes take less 
space than purchase order copies. 
But when you think in terms of 
20,000 outstanding purchase or- 
ders and in addition, the 80,000 
recent orders that the company 
is required by the government to 
save, the space saving advantages 
become extremely important. 

Westinghouse says that it can’t 
as yet determine how much it 


will save from its purchasing 
mechanization system. But it does 
expect a cost reduction compar- 
able to the thousands of dollars 
that were saved in the manufac- 
turing department when mecha- 
nization was put into effect. 

Aside from cost reduction, an- 
other advantage of the system is 
that ordering time will be short- 
ened. In addition, if Westing- 
house ever considers electronic 
computers economically feasible, 
for its current operations, the 
present system can be easily con- 
verted while still maintaining the 
Flexowriter. 

And here’s something for the 
future book—if any of the divi- 
sion’s suppliers adopt a 
patible system, it’s not inconceiv- 
able that Westinghouse could 
send out the tape as the purchase 
order. Then the supplier could 
write the order himself and use 
the same basic data for his in- 
voices, packing slips, and bills of 
lading. 

1984? 


com- 


Probably even sooner. 
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Purchasing asa 


Management Function 


By Stuart F. Heinritz 


A FTER HALF a century of organized purchas- 
ing, we are still trying to define the essential 
nature of the function, From varying viewpoints 
and experience, we have come up with defini- 
tions that vary rather widely. Yet in each there 
is basic truth, for purchasing is indeed a many- 
faceted activity. 

We start with the simple concept that pur- 
chasing is a job to done, a service to be pro- 
vided. We can all agree to that. It is as true to- 
day as it was when this constituted the complete 
definition. But ever since purchasing men first 
became aware that purchasing was more than 
a job, when they sensed its broader implications 
and opportunities and set themselves to meet the 
responsibility more fully, they have found and 
faced a number of different objectives. 

Each purchasing executive in his own way has 
pressed toward the goal of better and more effec- 
tive purchasing performance as he sees it, and 
has contributed toward a larger definition. The 
development of purchasing as we know it today 
reflects all these lines of effort. The course of 
future development in purchasing depends on the 
emphasis we now place on one or the other. 

This does not mean that we have been riding 
off in all directions at once, away from a cen- 
tral purpose, pursuing divergent or contradictory 




















“New and keener tools have been placed in the 
buyer’s hands. . . The marvels of electronic com- 
puters, hailed as one of the three outstanding devel- 
opments of the modern industrial world, have trans- 
formed abstract theories and formulas too compli- 
cated for ordinary mathematical solution, into prac- 
tical working guides and procedures so swift that 
their use is limited only by the mechanical means 
of keeping up with their calculations, 
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goals. Quite the contrary. We should never have 
come as far as we have if that were the case. 
Rather, we have been following alternative, paral- 
lel roads of progress, each leading to better 
understanding and more useful performance. 

The farther we go along any of these several 
routes, the more nearly we glimpse at the ultimate 
goal. And we see that our quest is not as simple 
and straightforward as we may have imagined, 
for the other approaches are necessary too. Some- 
where, soon, these several roads must merge. 
This is the point of purchasing maturity, When 
we get on that broad highway, with a single 
sharp perspective and a clear destination, there 
will no longer be any question of direction, and 
the green lights will be flashing all the way. 

In one of our approaches, we have defined pur- 
chasing as a science. Under the pressure of daily 
buying chores and problems, and in our educa- 
tional and training programs for purchasing, it 
is natural and perhaps inevitable that we should 
concentrate on the practical, vocational aspect of 
“how to buy.” Through experience and study, 
we found that back of every “how” there is a 
“why”. 

When we analyzed these reasons we discovered 
or evolved a set of principles that guided our 
choice of method and established certain factors 
of rightness concerning what to buy, when to 
buy, how much to buy, from whom to buy, and 
what we can afford to pay. That information has 
been tested, correlated, and organized. It is there 
for anyone to use. What a former generation of 
buyers had to learn the hard way, the newcomer 
in purchasing today can acquire by diligent read- 
ing or in any one of a hundred college courses 
on the subject. 


New Tools 


Along with this, the techniques for right per- 
formance have been developed. Experience has 
been shared and adapted. New and keener tools 
have been placed in the buyer’s hands— More 
accurate and more significant statistical, eco- 
nomic, and technical information is available and 
now there are analytical procedures that give 
authority to purchasing decisions and eliminate 
most of the guesswork if we will but master the 
methods. 

The marvels of electronic computers, hailed as 
one of the three outstanding developments of the 
modern industrial world, have transformed ab- 
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stract theories and formulas too complicated for 
ordinary mathematical solution, into practical 
working guides and procedures so swift that their 
use is limited only by the mechanical means of 
keeping up with their calculations. 

A corollary of this is that, in a field that has 
been traditionally characterized by variable and 
intangible factors at every turn, we are acquiring 
the means and the standards for objective evalu- 
ation of performance. We can measure results, 
with value as the touchstone. We have come a 
long way on this road, and we are quite right in 
declaring that purchasing is indeed a science. 


The Professional Approach 


In another approach we have defined purchas- 
ing as a profession, and following the road toward 
that objective has also brought us far along in 
purchasing development and progress. The pro- 
fessional approach takes the existence of pur- 
chasing science for granted and sets high stand- 
ards of personal proficiency in the practice of that 
science. Like other professions, it adds the sense 
of responsibility, of dedication to principle, and 
of high ethical conduct. Surely all of these are 
commendable attributes in any line of endeavor. 
They constitute a worthy objective, and they de- 
serve a place in our definition of the purchasing 
function. 

It is sometimes argued that the real goal of 
professional aspiration is prestige rather than per- 
formance. That is not necessarily true. If the pro- 
fessional concept is a sound one, and if it cons- 
cientiously observed, it is logical to expect that 
such recognition will follow. Only a competent 
purchasing scientist may expect corresponding 
recognition for his qualities and service. Recogni- 
tion must be earned. 

Quite on its own merits, the professional ap- 
proach has contributed much to our understand- 
ing of purchasing. It has focussed attention on 
the larger responsibilities inherent in the func- 
tion. It has raised the standards of personal qual- 
ifications to meet those larger responsibilities. 
And it has quite properly insisted on the im- 
portant point that even the most highly developed 
science or the best qualified man cannot fully 
deliver the results of which they are capable un- 
less the function is accorded a position commen- 
surate with the responsibility. So we are right, 
too, when we say that purchasing, properly con- 
sidered, is also a profession. 

A third approach defines purchasing as a man- 
agement function. This is at the same time the 
least pretentious, the most practical, and the most 
far reaching viewpoint. It is the least pretentious 
in that it considers this business function for just 
what it is, in the plain, unadorned terms of busi- 
ness practice and business language. It does not 
confuse the issue by dragging in either the mys- 
ticism or absolutism of a formal technical science 
nor the glamor and synthetic dignity of profes- 
sional preferment. It is the most practical in that 
it identifies the function with the purposes of 
the particular enterprise of which it is a part. 
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It is the most far reaching in that it identifies 
the responsibility with the highest echelon of 
company organization and operation— namely, 
management, toward which the course of both 
functional and personal : Jvancement in business 
are normally directed. 

The purchasing man who follows the manage- 
ment approach to his job has no basic quarrel 
with those who regard purchasing as a science 
or as a profession. As a matter of fact, he will 
learn from both, striving to be both scientific and 
professional in his work. But by concentrating 
on the job to be done, by seeing himself first of 
all as a businessman with a business responsibil- 
ity, his definition is the more realistic. He sees 
the end rather than the means. 

With this attitude, attuned to the fundamental 
reason why purchasing agents and purchasing 
departments exist in business, it is more than 
likely that his functional performance will be 
superior and that his rewards and opportunities, 
in management terms, will be the greater, 

It is probably true that originally, in this iden- 
tification of purchasing with business manage- 
ment, the wish was father to the thought. Years 


Only a competent purchasing scientist may expect 
corresponding recognition for his qualities and serv- 
ice. Recognition must be earned, 


ago, when we first began to voice the slogan that 
purchasing is a part of management, we could 
point to a few conspicuous examples of companies 
where this was the case. We singled out these 
companies and bestowed upon them the accolade 
of progressive, intelligent, far-sighted manage- 
ment. And we were right. The benefits of such 
company policies were clearly demonstrable. But 
as a broad generalization, our slogan then would 
have been more accurate if we had phrased it to 
say that purchasing ought to be a part of man- 
agement, that this is the essential nature of the 
function, and is our goal. 


No Divine Right 


Happily, this is a wish that has since come true, 
in a very large measure. It began to come true 
when purchasing men realized that management 
is more than just a word or a spot at the top of 
the organization chart. No function in business 
has a divine right to management status. It has 
to be earned. Whether you are in purchasing or 
sales or finance or production, to be a part of 
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management you must first be a real manager in 
your sphere, and that’s a technique in itself. 

The ace salesman does not necessarily make a 
good sales manager; the shop superintendent 
may meet manufacturing quotas and still fall 
short of being a production manager. The same 
thing goes for many a competent, scientific buyer. 
He does an acceptable job of procurement, but 
it’s more than mere lack of appreciation that 
keeps him from being a manager of purchases. 
So, in order to make purchasing truly a function 
of management, perhaps we ought to learn some- 
thing about the nature of management as well 
as the techniques of buying. 

One of the classic definitions of executive or 
management responsibility links the management 
function with decision-making. It is a definition 
that stands up pretty well, because decisions are 
what give direction and purpose to all sorts of 
business activity. 

The mechanics and skills of any business opera- 
tion can generally be mastered to produce a high 








One of the classic definitions of executive or man- 
agement responsibility links the management func- 
tion with decision-making. It is a definiton that 
stands up pretty well, because decisions are what 
give direction and purpose to all sorts of business 
activity. 


degree of efficiency. But the usefulness and ef- 
fectiveness of these op erations, however efficiently 
performed, depend on the wisdom of the decisions 
that set them in motion. And right here it be- 
comes exceedingly important which course we 
choose. If we put our faith too completely in pur- 
chasing science, we may find that science is mak- 
ing our decisions for us, for better or worse. Then 
our role as purchasing men tends to move back- 
ward toward that unfortunate status from which 
we have so painfully emerged, when the buyer 
was the routine clerical instrument for carrying 
out decisions coming from some other source— 
this time a source of our own making. 

It is easy to let purchasing science usurp the 
place of purchasing management, but that is a 
function that even the most perfect formula and 
the most elaborate electronic brain were never 
designed to perform. If we would be purchasing 
managers, we must have the judgment to plot 


80 


the course, and the ability and courage to make 
the decisions, utilizing all the available resources 
of purchasing science as a tool to confirm the 
rightness of our judgment. In other words, we 
must learn to manage our functional equipment, 
and not let it manage us. 

Good management requires that decisions be 
consistent, yet flexible enough to cope with the 
variables in a given situation. This brings us into 
the realm of policies and policy decisions. Again, 
if we put our faith too completely in the standards 
and criteria of our professional code as providing 
the complete answer, it ceases to be a guide and 
becomes the manager of our activities. The com- 
petent purchasing manager must not only be able 
to establish sound policies as a framework for 
operating decisions; he must know how to adapt 
them to particular circumstances, when to modify 
or change them to get the desired results. 

Management is not an abstract idea. It is a very 
definite and transitive term. You don’t merely 
manage; you manage something. In purchasing, 
we manage the flow of materials, the investment 
of company dollars, the records that account for 
our actions, the activities of the departmental 
staff, and we manage our own time. The more we 
accept this role of managing, the more we find 
that management itself is a full-time job. And 
that’s the best possible use we can make of our 
time, for the efficiency of every other phase re- 
flects the efficiency of our management skill. 


Work For Profit 


In all these ways the management process con- 
trols the immediate, specific job. But it is also a 
characteristic of management that it sees the 
company picture as a whole and works toward 
the common objective of profitable operation. It 
is at this point that the management approach 
differs most sharply from the scientific and the 
professional approach, which tend to isolate the 
function, to set up separate purchasing goals, 
and to build a little purchasing empire within the 
company organization. However successful this 
may be, I submit that it is not the kind of empire 
we want, or that will be the true measure of pur- 
chasing effectiveness. 

The acceptance of purchasing as a function of 
management depends as much on purchasing’s 
recognition of over-all management as on mana- 
gement’s recognition of purchasing. Sometimes 
we lose sight of this basic truth in our conscienti- 
ous but one-track efforts to improve purchasing 
performance. As we progress along the parallel 
roads of scientific, professional, and managerial 
purchasing, we are constantly learning how to 
give more and better purchasing service and val- 
ue. We have the figures to prove this in our de- 
partmental records of purchasing accomplish- 
ment. Sometimes the company might find it more 
profitable if the contribution were tempered with 
a little more coordination, if the policy were one 
of give and take. 

(Please turn to page 144) 
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Lobby Display Board 
Cuts Purchasing Costs 


By displaying its component parts in the lobby—and asking sales- 
men to suggest cost-cutting ideas—Hancock Industries has been 
able to make some important savings. 


A LOBBY display board—hold- 
ing samples of all its purchased 
parts—is paying big dividends 
for Hancock Industries, Jackson, 
Mich. 

Among the parts on display 
are small grommets, washers, 
bushings, and studs. They are en- 
closed in transparent plastic en- 
velopes identified with the part 
number. 

If salesmen—who are waiting 
to see Hancock buyers—are in- 
terested in bidding on any par- 
ticular items, they are encour- 
aged to list the part numbers on 
small cards. Buyers then mail 
prints and quantity requirements 
so the potential suppliers can pre- 
pare quotations. 

Vendors are attracted to the 


board as soon as they enter the 
lobby. A large sign and a box 
containing the cards are seen by 
everyone who enters. 

“The whole idea is still too new 
for us to have any idea what it 
will save us in actual dollars,” 
says Leo Henning, director of 
purchases, “But it certainly looks 
very promising and will certain- 
ly be an important addition to 
our overall company cost reduc- 
tion program.” 

Saving Time 

Henning says many suppliers 
have suggested ideas for making 
items cheaper, easier, and faster. 
He adds that some salesmen have 
even asked permission to send 
prints to other companies that 
might be able to manufacture the 


parts. 

“Another advantage of the 
board,” notes Henning, “is that 
it saves us time in purchasing, 
too. Usually the salesman looks 
over the display board first. If 
he wants to quote on something, 
he fills out a card before he comes 
into the office.” 

Suppliers are delighted with 
the new setup, Henning reports. 
“They want to know what we 
buy and what we don’t buy. It 
saves them time and makes their 
job easier too.” 

In the first four weeks that 
the display board was up, bids 
were received from 16 companies 
for a total of 117 parts. On several 
parts, Hancock has been able to 
cut costs by around 20%. 





y REP EEEE GE, aR 
, » 


beces oe 


i 
[oe Pitti? goo REAL ES : 


ee stowE 9 c00 be wth 


Sect eaascastl 
= . % F 
peotnceeece 


The Hancock display board is hung in a prominent 


on small cards the parts that they think can be pro- 
place in the plant lobby. Salesmen are urged to note 


duced cheaper by their companies. 
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Profits Through Purchasing in 


Many purchasing departments are strictly a one-man operation. But this 


doesn’t mean that the P.A. can’t play a vital role in his company’s growth, 


Here’s how one small-business P.A. fills this role. 


Few P. A.’s get the chance to 
build a purchasing department 
from scratch the way Harold 
Hegman did five years ago. His 
company, Multi-Clean Products, 
Inc., St. Paul, Minn., manufac- 
turer of industrial floor cleaning 
equipment, hasn’t regretted its 
decision to set up a centralized 
purchasing activity. About 60% 
of its sales dollar goes for pur- 
chased materials. Needless to say, 
this has given purchasing plenty 
of opportunity to make substan- 
tial contributions to company 
profits. 

In a one-man purchasing de- 
partment, the P. A. must obvi- 


ously be a “generalist” not a “spe- 
cialist.” Fortunately, Hegman has 
the broad, general experience and 
educational background needed to 
equip him to handle the diverse 
purchasing problems encountered 
in a growing company. Hegman 
has a degree in accounting and 
three years’ engineering educa- 
tion. Although he was only 31 
when he became Multi-Clean’s 
P. A., he had already had prac- 
tical experience in accounting, 
office management, and manufac- 
turing. 


Accurate Records 
This broad experience was put 
to good use on one of the first big 


P.A, Harold Hegman spends much of his time talking to his vendors. In 
addition to frequent visits to their plants, he calls them on the phone to 


follow up on deliveries, 
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problems Hegman encountered: 
developing an inventory control 
system. The bin card system that 
existed at that time just wasn’t 
working out. Sometimes a year’s 
stock would pile up on a given 
item. The difficulty was that the 
men who removed or returned 
items from inventory sometimes 
forgot to post the bin cards. In- 
evitably there were major dis- 
crepancies between actual inven- 
tory and that which was listed on 
the bin cards. Hegman’s solution 
was to get a stock checker to 
make a daily count of all items 
on which there was a change in 
inventory. This not only resulted 
in more accurate stock records 
but also eliminated the need for 
a year-end physical inventory. 

After licking the inventory con- 
trol problem, Hegman proceeded 
to develop a highly effective two- 
card purchase record system 
which facilitates competitive buy- 
ing and also eliminates the possi- 
bility of duplicate ordering. One 
card is a record of past purchases 
which is filed by part number. 
The other is used to record in- 
formation about the supplies of 
the item. 

When a requisition comes in, 
Hegman’s secretary checks the 
records and indicates the vendor 
and price of the last purchase of 
the item. Hegman then reviews 
the requisition, gets quotes if he 
wishes, and makes his buy. 

He has been able to make sub- 
stantial savings through competi- 
tive bidding and elimination of 
restrictive specifications. Before 
Multi-Clean set up its centralized 
purchasing department, engineers 
were prone to specify supply 
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a Small Department 


Multi-Clean’s highly effective two- 
card purchase record which facili- 
tates competitive buying and elimi- 
nates possibility of duplicate order- 
ing. Card A is record of past pur- 
chases and is filed by part number. 
Card B is used to record informa- 
tion about the supplier of the item. 
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sources on their drawings. Now, 
when they indicate a brand name, 
they add the words “or equal.” 
This permits purchasing to get 
competitive bids. Hegman uses a 
specially designed snap-out form 
that permits an inquiry to be sim- 
ultaneously typed for three differ- 
ent suppliers without any of them 
knowing who else is bidding on 
a given job. Competitive buying 
has not only brought lower costs, 
it has also helped improve qual- 
ty and service from suppliers. 


The Personal Touch 


Although Hegman believes in 
competitive buying, he doesn’t be- 
lieve in a cold-blooded approach 
to supplier relations. He knows 
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full well that, in the small com- 
pany in particular, good supplier 
relations are essential to profit- 
able operations. For this reason, 
Hegman tries to visit key supplier 
plants regularly. He also tries to 
put a personal touch in his 
day-to-day dealings with vendors. 
For example, Hegman no longer 
uses a follow-up copy of the pur- 
chase order nor does he use any 
pre-printed follow-up forms. In- 
stead, when he wants delivery in- 
formation, he writes a personal 
letter to the supplier asking for 
his help. 

This approach gets results. Sup- 
pliers are people and they respond 
to the personal touch. A case in 
point is Hegman’s elimination of 
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acknowledgment copies of the 
purchase order. He discovered 
that suppliers often failed to re- 
turn them. So he wrote each of 
his suppliers a personal letter ask- 
ing their cooperation. The re- 
sponse was terrific. Now suppliers 
promptly send in their own ac- 
knowledgments and Hegman has 
eliminated one copy of his pur- 
chase order form. 

The moral to this story is: do a 
good job and rewards will even- 
tually come. In Hegman’s case, 
his big break came in a few 
months ago. The Queen Products 
Division of King Seeley Corp., 
hired him as purchasing manager 
for all three of its divisions in 


Albert Lea, Minn. 





COAL: What the P.A. Can Do 
To Cut Fuel Costs 


With coal prices rising, it pays to review your coal purchasing pro- 


cedures. Too often coal is bought on a more or less automatic basis which 


usually means it’s costing more than it should. Here are some specific 
tips to help P.A.’s make a study of their coal purchases. 


By Gregory Gould 


+ 
Coat prices, following the 
miners’ wage agreements, have 
been forced up in many areas. 
These increases will eventually 
result in higher product prices, 


Vr. Gould is president of the Fuel Engi- 
ineering Company in New York. 
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unless ways are found to reduce 
steam generating costs. 

This may not be as difficult as 
it sounds, if a purchasing agent 
reviews his coal purchasing pro- 
cedures and makes revisions 
where necessary. 

The best way for a purchasing 


agent to begin a coal-purchase 
cost-reduction program is_ to 
check with whoever is responsible 
for the steam engineering section. 
The P.A. should try to get the 

following information: 
(1) Coal specifications based 
on physical characteristics 
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of boilers, stokers, load 
characteristics. 
Performance data on the 
various kinds of coal 
burned. 
Information on upper and 
lower limits of coal size, 
percent volatile matter, 
percent ash. 

(4) Heating value in B.T.U. 
per pound (as received). 


Cost Formula 


With this information, he can 
use a simple formula to obtain 
the delivered energy cost per mil- 
lion B.T.U. 


For example: Coal cost $5.50 per ton 
Freight cost $3.80 per ton 


TOTAL delivered cost $9.30 per ton 

The purchasing agent knows 
the heat value of this particular 
coal is 12,800 B.T.U./pound (as 
received). 

He can use the following form- 
ula to figure his energy cost per 
million BTU: 

Cost per 

Million B.T.U. = 

Delivered ton cost x 1,000,000 

2000 x 12,800 

This amounts to: 

Cost per 

Millicn B.T.U. = 

$9.30 x 1,000,000 

2000 x 12,800 

The purchasing agent would 
then be in a position to evaluate 
a coal offered at $9.00 per ton 
(including freight), but which 
has a heating value of 12,700 
B.T.U./lb. 

Substituting in the formula to 
obtain cost per million B.T.U. 

Cost per 

Million B.T.U. = 

$9.00 _x_1,000,000 

2,000 x 12,700 

With a plant burning 20,000 
tons of coal, the purchasing agent 
would save $6000 per year by 
purchasing the $9.00 per ton coal. 

The importance of good com- 
munications between the purchas- 
ing agent and the steam engi- 
neering section can be seen from 
what happened at a small ma- 
chinery manufacturing concern 
which had very high boiler main- 
tenance costs. 

On investigating the problem 
the purchasing agent learned that 
his predecessor had ordered a 
type of coal that was not suited 
to the equipment in the plant. 
Boiler room personnel were dis- 
satisfied with recurring trouble 
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that apparently went with the 
fuel. Maintenance costs were up. 

By ordering another grade of 
coal—which sold for a _ higher 
price than the original coal—main- 
tenance costs dropped sharply. 
By the end of the year $5000 had 
been saved in spite of the fact 
that the coal cost more. 

Often a purchasing agent will 
find that he can profit by calling 
on the services of a fuel engineer- 
ing company. Case in point is 
what happened at a small paper 
mill: 

The purchasing agent learned 
that the steam engineer was 
troubled by the fact that the 
power plant would only operate 
effectively with premium quality 
fuel. The P.A. called in a fuel 
consultant. 

The fuel consultant made a sur- 
vey and reported that the trouble 
was a simple matter of operating 
procedure. The consultant found 
that only one boiler was on at a 
time, with the other being kept 
on a standby basis. With a single 
boiler operating at high rating 
premium fuel was a must. Mainte- 
nance and repair cost were far 
more than normal. 


The engineering survey showed 
that merely by using both boilers 
simultaneously the load would be 
shared. With a reduced load, 
there was no need for premium 
grade fuel. In the first year after 
the operating change was made 
the savings amounted to $8500. 


Get New Bids 


Another point for P.A.’s to keep 
in mind on fuel purchases is 
this: In most companies fuel buy- 
ing is more or less automatic. 
Once a pattern has been estab- 
lished it’s usually continued with- 
out anyone’s thinking too much 
about it, Just by taking time out 
to study the fuel market pricing 
structure, the P.A. may find that 
his regular coal supplier is no 
longer competitive on a price 
basis. Just by getting new bids, 
startling cost reductions often re- 
sult. 

Coal procurement has definitely 
become a function of purchasing 
—subject, it is true, to engineer- 
ing cooperation. But basically it 
is up to the purchasing agent to 
originate cost reduction action 
in this area, Frequently all it 
takes is time and thought. 


Fuel Engineering Company’s coal analysis laboratory where tests are made 
to determine such things as: moisture content, percent of volatile combus- 
tible matter, heating value in B.T.U.’s. All of these are important consid- 
erations in trying to determine the “true” cost of coal. 
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Will Unpriced Purchase Orders 
Stand Up in Court? 


P. A.’s often issue unpriced purchase orders. Although such 
orders are usually legally binding, problems can arise when the 


supplier demands a price that is too high. 


By Marshall Coke 


M ANY purchase orders are 
written without specifying the 
price which is to apply. Questions 
automatically arise which are of 
great consequence to the purchas- 
ing agent. Is the contract en- 
forceable? In case of conflicts 
how will the courts determine the 
prices to be applied? Is the pur- 
chasing agent obligating his com- 
pany to any exorbitant price the 
vendor wishes to charge? 

A meeting of the minds is the 
breath of life which must be 


“WHY SHOULD | PAY YOU 
$ 10 WHEN | 
ONLY PAID $ 5 BEFORE P" 


breathed into a contract to give 
it vitality. A sales contract is an 
agreement to exchange goods for 
money. If the amount of money, 
or price, is not established, in 
other words, if the amount of 
money to be exchanged is not set 
forth, how can it be said that 
there has been a meeting of the 
minds? 

The absence of a firm price in 
a sales contract may or may not 
be fatal to enforceability. As is 
the case in most phases of the law 


"WE'VE HAD A GENERAL 
PRICE INCREASE RECENTLY. 
WE ASSUMED YOU WERE WILLING 
TO PAY THE GENERAL MARKET 
PRICE WHEN YOU GAVE US 
YOUR UNPRICED ORDER." 


The vendor is right and the buyer must pay the higher price unless 
he can prove it is unreasonable or the result of monopolistic collusion. 
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surrounding contracts, this aspect 
must be viewed in the light of all 
the transactions surrounding the 
formation of the contract. If it is 
clear from the negotiations that 
the parties intended to establish 
a price before completing the 
transactions, then a contract with- 
out a price shown is not enforce- 
able. 

However, if no mention is made 
in the negotiation of the price 
which is to apply and a contract 
is entered into, as by issuance of 
an open price purchase order, the 
law will imply an agreement to 
pay a “reasonable price.” An 
agreement to pay a reasonable 
price will not be implied, how- 
ever, where the implication is con- 
trary to the understanding of the 
parties, or where there is a mis- 
understanding as to the price, one 
party understanding it to be one 
sum and the other party under- 
standing it to be a different sum. 

In order for a sales contract 
to be unenforceable because of a 
misunderstanding as to the price, 
the misunderstanding must be 
overt. Thus, an unexpressed in- 
tention of the buyer to pay a dif- 
ferent price has been held not to 
be such a misunderstanding or 
mistake as to prevent the implica- 
tion of a promise to pay a rea- 
sonable price. 

Sometimes the price is deter- 
mined by a factor outside the con- 
tract itself, One court said: “If 
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the parties to a sales contract 
have, by any course of dealing, 
made it possible for any reason- 
able man in their position to un- 
derstand their intention as to the 
price, it will be fixed by the un- 
derstanding, based on such fac- 
tors as a previous course of deal- 
ing, as effectively as though 
stated in words.” 


Price Hikes 


Suppose you ordered a gross 
of wrenches from Ajax, Inc. After 
recieving the wrenches and the 
invoice you have a further re- 
quirement and issue an open price 
purchase order calling for a gross 
of the same wrenches, indicating 
it to be a duplication of the pre- 
vious order. Ajax cannot legally 
charge you a higher price since 
you made an assumption, based 
on reasonable grounds, that the 
price would be the same as be- 
fore. If Ajax desired to charge 
a higher price it would be manda- 
tory for them to make a counter 
offer to your purchase order by 
informing you of the higher price, 
which you could accept or reject. 

This is the result if the goods 
ordered are the same. However, 
where the goods are merely 
similar the consequences are dif- 
ferent as in an Arkansas case 
where the court said: “One who 
orders an article similar to one 
which he had previously pur- 
chased cannot repudiate the 
transaction after the order is filled 
and refuse to pay a reasonable 
price for it because he intended 
that the price should be the same 
as the former one, where no men- 
tion of the price was made in the 
negotiations.” 


Rule of Reasonableness 


In situations where an open 
price purchase order is issued 
based on an estimate supplied by 
the seller, the seller is not pre- 
cluded from recovering an amount 
in excess of the estimated cost. 
However, the recovery could not 
exceed a “reasonable” amount for 
the products or service rendered. 

Where a buyer orders goods 
without any agreement as to the 
price, and receives the material 
with knowledge of the price de- 
manded, as where such price is 
marked on the goods or stated 
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"$ 250 DELIVERY 


CHARGE FOR ONE BOX OF 
CARPET TACKS! | WONT PAY 


"YOU SAID 'RUSH' 
DELIVERY AND TO FLY 
THEM HERE IF NECESARY 


The P. A. is right. The rule of reason applies and even though he said 
‘fly’; no reasonable supplier would hire a plane to deliver carpet tacks. 


on a bill, delivery ticket, or in- 
voice, he will ordinarily be bound 
to pay the price. If the buyer 
does not wish to pay the price 
asked by the seller, he should re- 
fuse to accept the goods. Also, an 
account rendered, as by an in- 
voice, if not objected to within 
a reasonable time, is binding and 
conclusive as to the price which 
will apply. 

Where no price is expressly 
agreed on by the parties or where 
the seller has not put a specific 
price on the goods when he sends 
them to the buyer, it is well 
settled that the law will fix the 
price at an amount ordinarily de 
termined by the reasonable value 
or market value of the goods. 

The reasonable value to be 
affixed by the courts is variously 
termed market value, fair mar- 
ket value, actual cash value, fair 
cash market value and many 
other synonymous phrases. All of 
which mean the amount that 
would in all probability have been 
arrived at between an owner will- 
ing to sell and a purchaser de- 
siring to buy. It means neither 
panic value, auction value, spec- 
ulative value nor a value fixed 
by depressed or inflated prices. 

If the price of the goods in the 
market is for some unforeseen 
cause not a reasonable price, the 
buyer is not bound to pay it. The 
seller will not be permitted, by 
withholding the commodity from 
the market, or by any other de- 
vious method, to fix the current 
price of the commodity at an un- 
natural level, and thus fasten on 


the buyer an implied agreement 
to pay an unreasonable price. 


Fighting Price Fixers 


Suppose a combination of man- 
ufacturers combine to manipulate 
the price. Is a buyer from one of 
them obligated to pay an unrea- 
sonably high price which they 
have conspired to establish after 
issuing an open price purchase 
order? No, since in such a case 
the price so fixed cannot be re- 
garded as any better evidence of 
the resonable market value than 
that price fixed by any seller on 
his own wares. The market price 
of an article manufactured by a 
number of different persons is a 
price fixed by buyers and sellers 
in an open market in the usual 
and ordinary course of lawful 
trade and competition. However, 
if the seller is not a party to the 
combination, it would be difficult 
for the buyer to prove that the 
wholesale price established by the 
combination should not be taken 
as the reasonable market price. 

Some purchase orders and sales 
contracts are made which indicate 
that the goods are to be bought 
at the “current market price.” In 
such cases it is understood that 
the price is to run or flow with 
the market, following its fluctua- 
tions. In these cases 
is not in a very good 


the buyer 
position to 
argue that the then current mar- 
ket price is a temporary inflated 


(Please turn to page 144) 
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chasing department of 








This article is one of a 
series illustrating and ex- 
plaining the use of various 
purchasing department 
forms. All forms that will 
be described in this series 
have been selected from 
representative purchasing 
organizations, around the 
country. Watch for Forms 
Forum and see how your 
own forms measure up. 





PLEAS! 
PART NO 


§ CHANGE our O 


number AS ABOVE. OTe 

ORDER. rn — ——— 
RCHAS 

pIGINAL POT cuir TiO’ — 


The Barden purchase order and change order are identical 
except for the obvious and prominent placement of the 
words, “change order.” Both forms eliminate typing by posi- 
tioning the vendor’s name so that a window envelope can 
be used, 








FORM B31 


SHOW PRICE 
ON ALL COPIES. 
PURCHASE ORDER 
NUMBER MUST 
APPEAR ON INVOICE. 


SUPPLIER'S COPY: 


THE BARDEN CORPORATION 


OANBURY,. : CONN. 


N° Be 8042 


ACCT. 





Joa. 





DEPT. 








VENDOR pare The emergency pur- 

a= = chase order permits 
a telephone requisi- 
tion and pick up by 
company messenger. 
Payment, however, is 
by regular invoice, 
not cash, 








QUANTITY PLEASE FURNIGH THE FOLLOWING 


























THE FARDEN CORPORATION 


REQUEST TO PURCHASE 7 
N2 31943 


ORDER FROM 


SHIP VIA 


PURCHASE 
ORDER 


PURCHASE 
APPROVED 


“WV e designed all our purchas- 
ing forms with the idea of saving 
as much time and paperwork as 
possible. At the same time, we ———s ah hon 


FOR PURCHASING 





GIVE ALL DETAILS NECESSARY FOR PURCHASING 
CATALOG NUMBERS, DIMENSIONS. QUALITY. PART NUMBERS ET 





DESCRIPTION 


have tried to make certain that 
the forms would be sufficiently 
complete to meet all our require- 
ments.” 

That’s the way W. R. Ferguson, 
purchasing agent, Barden Corpo- 
ration, (ball bearing manufac- 
turer), Danbury, Conn., describes 
his set of purchasing forms. Close 
examination of the Barden forms, 
shows that the purchasing de- 
partment has been extremely suc- 
cessful in meeting the goals de- 
scribed by Mr. Ferguson. 

Here’s a breakdown of the 
Barden forms: 


REQUEST TO PURCHASE: A 
simple two-part form that makes 
it possible for the requisitioner to 
list as many as four different 
items on each request. The origi- 
nal goes to purchasing, while 
the requisitioner keeps the second 
copy and matches it up with his 
copy of the purchase order. 


PURCHASE ORDER: When- 
ever possible, part numbers or 











STORES 
REQUISITION NO 
MATERIAL 

USED FOR 


CONFIRMING CHECK ONE 


REQUISITION 


DELIVER TO ISSUED BY 


DATE NEEDED APPROVED BY 
oro 


One copy of the receiving report must go to accounting. No payments are 
made without a receiving report. 
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RECEIVING REPORT 


THE BARDEN CORPORATION 
DANBURY, CONNECTICUT 


A 41716 
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ADDRESS 
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catalog numbers are used on the 
purchase order. In line with this, 
ordering departments have been 
instructed to list the part num- 
bers on their requisitions. This 
is the reason both the request to 
purchase form and the purchase 
order have a separate column 
for part number listings. 

The overall purchase order con- 
sists of ten parts. Each copy is 
8% x 11 in. except for the last, 
which is a stiff, 8% x 10 in., ex- 
pediting copy. The first two copies 
original and acknowledgement 
—go to the vendor. Two copies 
go to accounting; one to receiv- 
ing; and whenever a production 
item is involved, a copy is sent 
to the production department. 
The originating department also 
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gets a copy (except when produc- 
tion initiates the request). 

The remaining two copies are 
kept in purchasing. One is stapled 
inside a manila folder as part of 
a complete file of all papers relat- 
ing to the transaction. Until the 
order has been completed the 
folder is kept in an open purchase 
file. The second purchasing de- 
partment copy (the stiff sheet) is 
for the expediter’s file. 


RECEIVING REPORT: It’s a 
six-part continuous form with the 
following distribution: One is 
locked in a register; one goes to 
purchasing and becomes a part 
of the permanent record file; an- 
other is routed to production con- 
trol. The receiving department 


< 


The originating department keeps 
one copy of the requisition to match 
against its copy of the purchase 
order. 


files one copy along with the 
matching purchase order, and an- 
other copy goes to accounting 
to serve as a record of deliveries. 
No invoices are paid without a 
receiving report. 

The last copy is used by re- 
ceiving inspection for purchases 
requiring inspection. 


EMERGENCY PURCHASE 
ORDER: This is used for local 
purchases of emergency items 
not exceeding $25 in value. It is 
typed out by purchasing at tele- 
phone request of any department 
head and taken by messenger to 
the vendor. 

After the order is signed, the 
last copy (of four) is detached 
and filed by purchasing. A mes- 
senger takes the remaining three 
copies to the vendor who retains 
the top or original copy for in- 
voicing. 

The messenger either delivers 
the material directly to the re- 
quisitioner or leaves it in the re- 
ceiving department, depending on 
his instructions. In either case, 
a box is provided on the emer- 
gency purchase order to indicate 
disposition of the material, and 
so, a receiving report is not re- 
quired. 

The pink and yellow, or second 
and third copies are returned to 
purchasing, One of these is ap- 
proved and forwarded to account- 
ing for checking against the in- 
voice. The other is put in the per- 
manent file to indicate that the 
transaction is complete in all 
respects. 

Purchasing Agent Ferguson 
says, “The emergency purchase 
order is a fast method of han- 
dling local purchases and has 
been instrumental in stopping un- 
authorized buying. But, more 
than that, considerable time and 
paperwork has been saved.” 


For More Information Write No. 203 
on Inquiry Card—Page 32> 
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INSTANT STEEL 


A CALL TO YOUR LOCAL STEEL DISTRIBUTOR ENDS IN-PLANT SHORTAGES FAST! 


Emergency? Your steel service center can end it in a hurry with practically any amount, 
quality, size or shape of steel you may need. No more in-plant steel shortages—no more 
plant shutdowns—no more lost contracts. 


Or you may choose to use his facilities, stocks and fast delivery service on a regular 
basis. Whatever your production needs, your local steel distributor is on hand ready to 
give instant service. All you have to do is phone. 


Call him for any quantity of Weirkote continuous-process zinc-coated sheets, Weirzin 
electrolytic zinc-coated sheets, hot- or cold-rolled sheets or any type of steel you may 
need for any type of production job. 
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WEIRTON STEEL 
COM PANY 


WEIRTON, WEST VIRGINIA 
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Products and ideas 





New Static Protective 


Relay Introduced 


A STATIC protective relay— 
capable of operating at speeds 
faster than conventional electro- 
mechanical designs—has been in- 
troduced by General Electric 
Company, Schenectady, N. Y. 

The new phase comparison re- 
lay is of transistorized design and 
operates within one and one-half 
cycles. GE claims that it will 
greatly reduce damage caused by 
line faults and improve stability 
for better protection. 

Manufactured by the com- 
pany’s low voltage switchgear 
department, the relay provides 
high-speed simultaneous tripping 
of transmission line breakers for 
all internal faults. This is ac- 
complished by comparing phase 
relationships of currents entering 
and leaving a line section. 


Design Flexibility 


Design flexibility permits use 
of the relay on multi terminal 
transmission lines. Addition of 
new terminals to existing lines 
can be done without major 
changes to the relaying system. 

The static phase comparison 
relay eliminates the use of tubes 
and their related maintenance 
costs. It incorporates static com- 
ponents, transistors, stabistors, 
diodes, and references diodes. 

All of the transistor circuits 
are equipped with positive tem- 
perature stabilization to give con- 
sistent performance over a wide 
range of temperatures. “Plug-in” 
modular construction simplifies 
on-the-job testing and mainte- 
nance, 


Completed Field Tests 

General Electric engineers call 
the new relay “the most signifi- 
rant advancement in protective 
relaying since the introduction of 
high-speed relays thirty years 
ago.” It has already completed 
exhaustive and comprehensive 
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field tests on the Muskingum- 
Philo 138 KV line of the Ohio 
Power Company. 

Because of its greater sensi- 
tivity, the relay makes possible 
applications for multi-terminal 
transmission lines. It also requires 
minimum current transformer 
burden. 

The relay is equipped with ex- 
tensive surge suppression. This 


This phase comparison relay contains 


serves to protect semi-conductors 
from all circuit spurious tran- 
sient disturbance. 

GE has coordinated the design 
with transistor carrier equipment. 
The reason: to provide for overall 
system protection at top level 
performance. 

The relay will be sold through 
the company’s apparatus sales 
division. 


no tubes. Static components and 


long-life transistors are incorporated in the design. 
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TEAR OUT AND PUNCH AS INDICATED FOR YOUR FILE 
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TEAR OUT AND PUNCH AS INDICATED FOR YOUR FILE 
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One in a series of technical reports by Bower 





ROLLER GUIDANCE- 
VITAL FACTOR IN BEARING LIFE 


Roller guidance has been estab- 
lished by the Anti-Friction Bearing 
Manufacturers Association as a 
major rating factor for roller bear- 
ings. There is a direct relationship 
between this factor and the life and 
capacity of a cylindrical roller bear- 
ing under load. 


Figure | illustrates the results of a loose 
fit between a roller and the guiding ribs 
of the raceway., Because of lack of 
guidance by the ribs, the roller is free 
to skew and skid under load. Such a 
condition invariably leads to early 
bearing failure. 


To achieve close roller fit and proper 
roller guidance, Bower precision grinds 
each bearing race on specially designed 
centerless grinders. In this operation, 
Bower positions the integral raceway 
ribs from the theoretical centerline of 
the bearing. This method produces 
bearings with high dimensional accu- 
racy and perfect symmetry. 
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INTEGRAL 
RIBS 
FIG. 1 











Fig. 1. Loose fit in raceway means poor roller 
guidance. Roller can skew and skid under load. 


In addition, the close tolerances held in 
grinding the roller track and integral 
guiding ribs give Bower cylindrical 
roller bearings the ability to take thrust 
in any direction. A Bower cylindrical 
roller bearing has thrust capacity of 


CATION REGARDLESS OF HOW 
THE OUTER RACE AND ROLLER 
ASSEMBLY ARE INSTALLED. IT 
COMPLETELY ELIMINATES THE 
POSSIBILITY OF IMPROPER 
INSTALLATION. 
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from 10-15% of 
capacity! 


its rated radial 


Figures 2 and 3 diagram the centerless 
grinding method used to finish Bower 
raceways. Use of this technique assures 
not only optimum roller guidance and 
maximum bearing life, but also virtu- 
ally eliminates bearing runout. BEAR- 
ING SYMMETRY WHICH RE- 
SULTS FROM THIS TECHNIQUE 
PERMITS ACCURATE SHAFT LO- 


ec tet & 


Whatever your bearing needs, we sug- 
gest you consider the advantages of 
Bower bearings. Where product design 
calls for tapered or cylindrical roller 
bearings or journal roller assemblies, 
Bower can provide them ina full range 
of types and sizes. Bower engineers are 
always available, should you desire 
assistance or advice on bearing appli- 
cations, 





B OWE =) ROLLER BEARINGS 


BOWER ROLLER BEARING DIVISION — FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 14, MICHIGAN 
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Another example of COMPLETE 
NEW! Portable Model 13 uses 


« 








Lightens your work. USS Steel Strapping Model 13 is brand 

new—the only one of its type. It is a portable, semi-automatic 

tying machine that makes packaging and palletizing faster and 

less fatiguing, helps you tie more bundles or cartons per day. It 

U. 4 Steel Supply is designed for any packaging or palletizing operation which can 
i ld use 12- to 15-gauge round steel strapping. Because Model 13 is 

Division of portable . . . it weighs only 20 pounds .. . it can be carried 


® quickly to any spot where it is needed. It operates on air power— 
United States Steel one twist of the wrist draws the strapping to a predetermined 
tension, and the reverse twist ties and trims the strap. Equal 

work load on all straps at all times with built-in adjustable ten- 


sion control. For production line use, a suspension attachment 
and balancer keep the machine readily available. 


U. S. Steel Strapping formerly Gerrard Strapping ; ; STRAPPING <b STRAPPING TOOLS 


steel Service Centers and Complete Steel Strapping Service Coast to Coast 





STEEL STRAPPING SERVICE 


air power for faster, easier tying 


Brightens your profits. Model 13 can help you elimi- 
nate production line delays because it can be operated 
quickly and easily. It makes up to 10 ties per minute, 
even over long periods because it does not tire the oper- 
ator. And because Model 13 uses USS Round Steel 


Strapping, sizes 12- to 15-gauge, it offers the possibility of 


a substantial reduction in strapping costs. Round Steel 
Strapping gives you the highest possible tensile strength 
for the weight of its steel. It therefore costs less per 
strap. Many manufacturers have noticed a sizeable reduc- 
tion in strapping costs, in some cases as high as 50%, 
after switching to USS Round Steel Strapping. 


7 TECHNICAL ASSISTANCE 





Widens your potential. Model 13 will help you speed 
up packaging and palletizing procedures, perhaps even 
break a bottleneck that is seriously hampering your 
output. Faster tying means faster shipping and higher 
production per day. A USS Steel Strapping Specialist 
will be glad to consult with you about the application 
of Model 13 to your tying problems. His experience is 
yours for the asking, and his recommendations will be 
tailored to your situation. Because we handle both 
round and flat steel strapping, his suggestions will 
not be biased in favor of any particular form of strap- 
ping—they will be aimed to make your tying opera- 
tions fast, safe and economical. Please write for a free 
copy of our Sweet’s Catalog insert for further infor 
mation. U.S. Steel Supply Division, United States Steel 
Corporation, 208 South LaSalle Street, Chicago 4 
Illinois. USS is a registered trademarl 








Cabinet measures only. 24 





wide 13 deep Ample 


for plumbing connections 





shut-off valve 


the most important improvement in 
electric water coolers in 30 years! 


e@ It’s Off The Floor 
@ It’s Flush With The Wall 
@ It Conceals All Plumbing 


It’s completely self-contained. It’s versatile—can be mounted 
at any height to accommodate children, youngsters or adults 
... can be installed on the wall, or in semi or full recess. It’s 
compact—saves up to 24 of the space required for conventional 
coolers. And it’s modern—a major. achievement in water cooler 
design. Write today for full information on this new concept 
in water cooler construction. 


There are 22 other Cordley Electric Drinking Water Coolers, too! 


—— +. —\ CORDLEY & HAYES 
| C—ordley : 443 Fourth Avenue 


NN. New York 16, N.Y. 
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Solenoid Valve for 
Constant, Accurate Flow 


A specially designed solenoid 
valve features constant water flow 
and accurate delivery, regardless 
of varying supply pressures, as a 
result of flow control device built 
into the valve outlet connection. 
The valve has positive opening 
and closing at pressures from 242 
to 200 psi, with flow capacities 
from % to 6 gpm, for temperature 
up to 180 degrees F. Available 
with pipe, tubing or hose, with 
top or side terminals, pigtails or 
flexible metal hose. Detroit Con- 
trols Division, American-Stand- 
ard Corp., 5900 Trumbull Ave., 
Detroit 8, Michigan. 


Write No. 18 on Inquiry Card—Page 32 


Adhesive Gives Rubber- 


to-Rubber Bonding 

A product designed for heat 
bonding of dissimilar unvulcan- 
ized elastomers is said to be the 
first adhesive to give rubber-to- 
rubber bonds between many 
combinations previously consid- 
ered impossible to join. New de- 
velopment produces rubber-tear- 
ing bonds which resist aging and 
retain high strength after pro- 
longed flexing. Typical applica- 
tions include conveyor belt covers 
to bodies, wire and cable jackets 
to insulation, hose covers, roll 
covers, and multilayer gloves. 
Samples of Adhesive EX-B150-1 
available from Dept. 88, Special 
Products Division, Lord Manu- 
facturing Co., Erie, Pa. 
Write No. 19 on Inquiry Card—Page 32 
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GENERAL ELECTRIC ANNOUNCES... development 






New Custom ‘8000’ Motors 


PROJECT ‘8000’ ... a major 
General Electric program of re- 
search, redesign, advanced manu- 
facturing and improved customer 
service on A-c motors 150 to 6000-hp. 


*Trademark of General Electric Co 





NEW CUSTOM ‘8000" MOTORS GIVE TOP PERFORMANCE WITH LESS MAINTENANCE . . . HERE’S WHY 


CUSTOM DESIGNED .. . New General Electric 
Custom ‘8000’ motors are built specifically to meet your 
requirements. Selecting from specially designed enclo- 
sures, advanced insulation systems, custom-designed end 
shield and bearing constructions, and more than 15 
custom-designed accessories—plus a countless number 
of electrical designs—General Electric engineers will 
create a motor to meet exacting needs, provide initial 
and continuing economy, and give long, reliable service. 
Turn page for features of new Custom ‘8000’ motors. 
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development 
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LONGER INSULATION LIFE—Pre-wound 
core allows closer quality control and 
gives longer insulation life through im- 
proved varnish impregnation or silicone 
rubber encapsulation. 


“ 
) BETTER CONSTRUCTION—Cast iron 
frame withstands 20G simulated trans- 
portation shock tests; resists corrosion. 


2) FASTER INSTALLATION—Condvit box 

_ has up to 3 times volume of ordinary 
boxes; lifting lugs, cast to frame, hold 
up to 12 times motor weight. 


 & EASIER MAINTENANCE—Fiat end shields 
ore more adaptable to addition of ac- 
cessories or modifications; are lighter 
—easily handled by one or two men. 


~*~ 
"© )) BETTER COOLING—Double-end venti- 
, lation, new duct design and louvred air 
openings provide more efficient air distri- 
bution through motor, reduce hot spots. 


LOWER NOISE LEVEL—Sound power 
has been cut up to 50% by redesign- 
ing frame sections, rotor fans, air de- 
flectors and intakes. 


FROM GENERAL ELECTRIC... 


NEW Custom ‘8000” Motors 
Give Greater Reliability 


Require Less Maintenance 





Co., Schenectady, N. Y 





FOR COMPLETE INFORMATION and availa- 
bility dates about General Electric’s new 
Custom ‘8000’ motor line, contact your near- 
by Apparatus Sales Office, or write for bulle- 
tin GEA-6865, Section 884-2, General Electric 








A New Profile in A-C Motors 
150 to 6000-hp 


W Polysea!" SILICONE RUBBER INSULATION SYSTEM IS AVAILABLE ON CUSTOM ‘8000’ MOTORS 


Silicone rubber used in Polyseal insulation systems is a product 
General Electric’s Silicone Products Dept., Waterford, N. Y. 
. leader in research, development, and manufacture of silicone 


| 
terials 


ctric’s Insulating Materials 


"Trademark of General Electric Co. 
~ 


. Supported silicone 4x is a development of General 
ept., Schenectady, N. Y. Com- 


FORM-WOUND MOTORS 


Polyseal supported silicone 
rubber insulation system pro- 
vides greater mechanical, 
thermal, voltage and environ- 
mental endurance than un- 
supported silicone rubber. 
Glass fabric materials are im- 
bedded in each layer of sili- 
cone tape, which, after coil 
wrapping is vulcanized under 
heat and pressure to seal the 
system against moisture and 
contaminants. General Electric 
form-wound open motors with 
Polyseal insulation system 
can be used in some severe 
atmospheres formerly reserved 
for totally-enclosed motors. 


bining silicone rubber with dacron-glass supporting materials is a 
major engineering advancement, giving this material both the 
mechanical and dielectric strength required for use as a motor 
insulation. Polyseal insulation systems are available only on 
General Electric motors. Medium AC Motor & Generator Dept. 


RANDOM-WOUND MOTORS 


Polyseal silicone insulation 
system offers greater flexibility 
and better heat transfer than 
existing encapsulations .. . 
it operates effectively from 
—90C to 200C and will not 
crack under excess thermal 
cycling or severe moisture. 
After receiving G.E.’s standard 
random-wound insulation 
treatments, Polyseal insula- 
tion is applied to stator and 
end turns, completely sealing 
windings with a thin, water- 
proof, inert covering which 
protects against extreme 
moisture, most chemical 
fumes, dust and corrosion. 


Progress /s Our Most Important Product 


GENERAL € ELECTRIC 





Uniform, fine-grain Riverside phosphor bronze— 
Flexograin—is made even better through River- 
side’s exclusive continuous-casting process. 


Riverside continuous casting eliminates porosity 
and assures a dense, homogeneous material that 
responds more readily to forming and develops 
uniformly high fatigue properties not attainable 
with ordinary phosphor bronze. 


And Flexograin, being of a naturally finer grain 

structure, maintains the ductility and smoothness 
Photomicrographs show com- of finish that are unattainable with ordinary phos- 
parative grain structure of phor bronze strip. Good riddance to “Swiss 
ordinary phosphor bronze Send for free Technical Bulletin describing Flexo- Cheese” castings! 
top) and finer, more uniform grain and its advantages in your production. Write to Riverside continuous-cast, dense 
lexograin. Riverside-Alloy Metal Division, H. K. Porter Company, eee ere eee Senne aan 


¥ ; re faster fabrication in addition to im- 
Inc., Riverside, N. J. proved product quality! 


RIVERSIDE-ALLOY METAL DIVISION A] H.K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; 

Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVISION; 

Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION; and in Canada, Refractories, “Disston” Tools, 
“Federal” Wires and Cables, “Nepcoduct’’ Systems—H. K. PORTER COMPANY (CANADA) LTD. 


For More Information Write No. 207 on Inquiry Card—Page 32 
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NOW—A Great New 
Combination for 


~ DOUBLE 
_~ PROTECTION 
Against 
Corrosive Conditions — 


on Aluminum, 
Magnesium or Zine 


qaripD 
CHROMATE CONVERSION COATINGS 


and 


CLEAR PROTECTIVE COATINGS 


LOOK 
FOR THE 


DIAMONDS-—SiIGN 
OF FINISHING 
QUALITY 


Now, here’s a fast, easy, economical way to 
almost double the protection against corrosion 
on your product. Simply follow up the IRIDITE 
process with a fast, easy application of IRILAC 
. and you’ve given your product extra pro- 
tection for longer resistance to corrosive condi- 
tions, longer shelf or storage life protection 
from handling, and increased beauty for more 
attractive appearance and faster sales. 


IRIDITE is the tradename for a specialized 
line of chromate conversion coatings that 
can be applied to any non-ferrous metal by 
brush, dip or spray methods—at room 
temperatures—manually or with automatic 
equipment. Upon application, a thin film 
forms which becomes an integral part of the 
metal itself, and thus cannot chip, flake or 
peel. No special equipment, exhaust systems 


ON ALUMINUM or specially trained personnel are required. 


An IRIDITE-IRILAC finish will provide 
longer life for storm doors, windows, outdoor 
furniture, auto parts and accessories, tubing or 
wire goods. And, you have a choice of color 
finishes such as natural aluminum and golden 
yellow. Other colors may be obtained by an 
additional dye operation. 


ON MAGNESIUM 


IRILAC over an IRIDITE No. 15 finish in- 
creases corrosion protection, and provides resis- 


IRILAC is the tradename for a line of clear 
protective coatings for all metals. As safe and 
easy to handle as water, they may be applied 
by brush, dip or spray methods. No exhaust 
or special fire protection equipment required. 
Adds protection and abrasion resistance to 
any base metal, plated part or parts treated 
with electrolytic or chemical post treatments, 
without chemical change. 








tance to finger printing and abrasion on all types 
of products, with color appearance ranging from 
light to dark brown. 

ON ZINC 


IRIDITE plus IRILAC gives your product 
longer life and brighter appearance. Color 


For complete technical informa- 
tion on IRIDITE Chromate Con- 
version Coatings or IRILAC Clear 
Protective Coatings, write for 
FREE TECHNICAL MANUAL. Or, 
see the Allied Field Engineer in 
your area. He's listed under 


choices range from clear IRIDITE to olive “Plating Supplies” in the yellow 
drab, plus colored dye finishes. pages. 


Allied Research P. roducts, INC. 4004-06 e4st MONUMENT STREET © BALTIMORE 5, MARYLAND 


BRANCH PLANT: 400 MIDLAND AVENUE e@ DETROIT 3, MICHIGAN 
West Coast Licensee for Process Chemicals: t. H. Butcher Co. 


Cu" | Gx} E>’) EIUTD 


Chemical and Electro - qi ® 


chemicol Processes, Anodes, Chromate Cleor Plating 
Rectifiers Equipment, and Supplies for Metal Finishing Coatings Coatings 


Chemicals & Line of 
Brighteners Supplies Equipment 


For More Information Write No. 208 on Inquiry Card—Page 32 For More Information Write No. 209 on Inquiry Card—Page 32> 
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‘pic cS UP NE PACK AGING ID EAS FOR YOU 


Breet g mea ie 
Whether prospeéting for new patkaging ideas or simplif fi 
existing containefs, you strike pay dirt when Gaylord works with 
you. Gaylord sifts your packaging operation . . . then — the 
' experience of its many cn services in recommen 


ing the 
right packaging for your need. / . 


Your G-man knobs how to make your packaging pan out. Call him 
. for corrugated boxes by the poillion or engineered pagkaging. 


aR Se i Re 


aeeeapte atom ost 


. PLANTS COAST TO COAST 
CONTAINER CORPORATION 





Division of Crown Zellerbach Corporation ; or €« 
: . “< Zz ”% 
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THE INDUSTRIAL TRACTOR SHOVEL THAT 


COMPARE YALE FOR POWER, 
ACTION, SAFETY, DESIGN. 

industrial plants from coast to coast—in Canada 
and Latin America—have accepted the Yale 
Industrial Tractor Shovel as the pacesetter 

of the field. Compare Yale’s exclusive 

features and you'll understand why. 


ONLY YALE GIVES YOU 
MATCHED TORQUE TRANSMISSION! 


72-hp. 6-cylinder engine provides smooth power 
adalcolel-4nmusr-lcoal-cemcolcelt|-Molelal-1ac-1ae-laleme @-l(-Mice]celtl-) 
transmission (fully automatic). One-speed range forward— 
rol st-os-) 0] 1-10 Mi e-1a)-4-m oy-l01 Ome La loual ial -Mere)al dae) mie) mel-iiler-1¢-) 
close-quarter maneuvering. Extra punch for impact 
loading. Accelerates to 13 mph. in 51/2 seconds. 


| ONLY YALE GIVES YOU 
A PERFORMANCE COMBINATION LIKE THIS! 


2500-Ib. carry capacity. Exclusive 45° bucket tipback 
permits faster loading and lowest carry position 

for faster transport with minimum spillage. 6’ dumping 
clearance for dumping into bins and hoppers out 

of range of other—even larger—tractor shovels. 
Shortest turning radius—only 73”. 


ONLY YALE GIVES YOU BOTH 
THESE IMPORTANT SAFETY FEATURES! 


Safety-curve lifting mechanism members never rise 
alongside the operator. Front and rear working 
lights give additional security. 


Rugged, simplified design! Sealed brakes and electrical 
system! Protected steering linkage! 10-ply tires! | 
Whatever the job requirement--all these features add 
up to a more efficient performance at less cost— 
25% more work per hour. Full range of 
buckets and attachments available. — 
Leading companies throughout the country For a demonstration in your plant or full data, contact your Yale representative. 
are productively using the Yale Industrial Or write The Yale & Towne Manufacturing Company, Yale Materials Handling 
Tractor Shovel. Names on request. Division, Philadelphia 15, Pennsylvania, Dept. YT-3H. 
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. | INDUSTRIAL LIFT TRUCKS 
saat ns TRACTOR SHOVELS - HOISTS 
Yale Materia!s Handling Division, a Division of The Yale & Towne Manufacturing Company. 


Manufacturing Plants: Philadelphia, Pa., San Leandro, California, Forrest City, Arkansas. 
Products: Gasoline, Electric, Diesel and LP-Gas Industrial Lift Trucks * Worksavers 


Warehousers * Hand Trucks * Industrial Tractor Shovels * Hand, Air and Electric Hoists E & NE 


For More Information Write No. 210 on Inquiry 
Juty 6, 1959 
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WELDING 
NUTS 
for 
those 


hard- 
to- 


spots! 


On the lookout for ways to cut 
costs and save time? Write for 
free booklet, “Save With Midland 
Welding Nuts.” 


(FR MIDLAND-ROSS 
CORPORATION 


OWOSSO DIVISION © OWOSSO, MICHIGAN 


MIDLAND 


For More Information Write No. 211 on Inquiry Card—Page 32 
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Comfort and Protection 
in Safety Hats and Caps 


A new line of fibre-glass, alumi- 
num and electrical (plastic) 
safety hats and caps stresses two 
features. First, a polyethylene 
suspension assures a minimum of 
1-\% in. clearance between crown 
and hat shell, yet provides for 
comfortable crown depth fit. Sec- 
ond, a plastic-zippered sweatband 
can be replaced without disturb- 
ing any part of the suspension. 
One hat or cap accomodates all 
head sizes from 6-56 to 8. Devel- 
oped by Apex Safety Products 
of Cleveland and distributed by 
Safety Division, Boyer-Campbell, 
6540 St. Antoine St., Detroit 2, 
Michigan. 

Write No. 20 on Inquiry Card—Page 32 


Space-Saving Tube and 
Transistor Sockets 


Fluorocarbon Products Inc., 
Camden 1, New Jersey, an- 
nounces a new Chemelec rec- 
tangular, sub-miniature, low-loss 
tube and transistor sockets. De- 
signed to save space in wired 
or printed circuit applications, 
sockets have a Teflon insulator 
body which is press fitted into 
mounting receptable, eliminating 
need for additional fastening 
hardware as well as locking unit 
permanently into place. Counter- 
sunk spring tension socket con- 

(Please turn to page 109) 
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Compliments 
of a friend... 
send for it/ 


Cay This illustrated book covers every. type of 


“eerme™ — Roebling Magnet Wire—how it’s made, tested, 
packaged. Complete tables of sizes, weights, shipping 
information—plus interesting temperature, specification 
and test data. You shouldn’t be without these facts if 
magnet wire of any description fits into your manu- 
facturing picture! 

Your free copy is waiting for vou. Just write—today— 
to Electrical Wire Division, John A. Roebling’s Sons 
Corporation, Trenton 2, New Jersey. ~ 


Electrical Wire Division 
John A. Roebling’s Sons Corp. 
Trenton 2, New Jersey 


Please send my free copy of Roebling's new 
Magnet Wire Fact Book. 




















ROEBLING 


Branch Offices in Principal Cities 
Subsidiary of The Colorado Fuel and iron Corporation 





ee ee ce 


For More Information Write No. 212 on Inquiry Card—Page 32 
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Here Knowledge Counts... 


In a chess game, it’s knowledge that pays 
off. And, when it comes to motors for 
appliance and equipment manufacturers, 
Emerson-Electric’s team of skilled special- 
ists (more than 100 engineers!) is ready to 
go to work for you now... with knowledge 
that pays off in your profit column. 





Remember .. . 


@ Emerson-Electric produces custom -engi - 
neered motors to meet your specific needs. 


® For more than 65 years, Emerson-Electric 
has been solving problems like yours. 





Put this special knowledge 
to work for youl Call, wire 
or write Dept. M385 today. 


The Emerson Electric Mfg. 
Co., St. Louis 21, Mo. 


EMERSON-ELECTRIC of St.Louis + Since 1890 


For More Information Write No. 213 on Inquiry Card—Page 32 
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We baby these sheets to do a man’s job 


Here goes a coil of Bethlehem sheets, sinewed to 


stand up under rugged duty, as only steel can. To 
bring sheets to this superlative condition, Bethlehem 
pampers them like a newborn babe. 

From open hearth to shipping room, their progress 
is checked under the watchful eyes of man and 
X-ray. Slabs are expertly scarfed. Reheating is con- 


trolled by the latest scientific instruments. Rolling 


BETHLEHEM STEEL 


JuLY 6, 1959 For More Information Write 


No 


and coiling temperatures are carefully controlled. 

The finished sheet—whether hot-rolled or sent 
through the 10 additional steps of cold-rolling—is 
the result of meticulous care all along the way. You 
can always count on Bethlehem sheets to do a 


man’s job! Put them to the test in your plant. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: 
sETHUEHE 


STEEL 


Bethlehem Steel Export Corporation 


214 on Inquiry Card—Page2 32 

















THEY CALL 


196 customers he serves, Joe 

known as ‘“‘The Aluminum 
’ Do they need metal posthaste? 
nch, he can push through ‘“‘same- 
delivery. Are they hung up on a 
m of fabrication or alloy selec- 
If he doesn’t already have the 


he can call on Alcoa’s matchless 


ical resources to get it in a hurry. 


re are 1,500 Joe Barrs in the 23 


V 


Photograph by Bruce Davidson 


JOE BARR “THE ALUMINUM MAN” 


independent firms that make up Alcoa’s 
vast distributor network. At their com- 
mand is an average of 10 years of per- 
sonal experience with aluminum. 
Working out of 68 strategically located 
warehouses, they offer the broadest 
available line of aluminum to cut your 
inventory costs as much as 70 per cent. 
Alcoa’s Distributors can trim your fab- 


ricating costs, as well, by sawing, 


shearing and slitting to your order. 
Next-door neighbors to industry, 
they help us put more than 16 ounces 
of metal into every pound of Alcoa 
Aluminum you buy. And they’re as 
easy to reach as your telephone. 
Aluminum Company of America, 
2017-G Alcoa Building, Pittsburgh 


19, Pennsylvania, 


ALCOA helps you design it, make it, sell it 








Alcoa has hundreds of 
Joe Barrs to help you 
design it, make it, sell it 


All of Alcoa’s skills are mobilized to a 
single purpose: To put more than just 
16 ounces of metal in every pound of 
Alcoa Aluminum you buy. Here are 12 
of the dozens of ways to do it: 


1. Research Leadership, bringing you 
the very latest in aluminum alloys and 
applications. 

2. Product Development by specialists 
in your industry and your markets. 


3. Process Development Labs for aid in 
finishing, joining and fabricating. 


4. Service Inspectors to help solve pro- 
duction problems at your plant. 


5. Quality Control to meet top stand- 
ards or match your special needs. 


6. Complete Line including all commer- 
cial forms, alloys, gages, tempers. 


7. Availability via the nation’s best 
stocked aluminum distributors. 


8. Foremost Library of films and books 
to help you do more with aluminum. 


9. Trained Salesmen with a wealth of 
on-the-spot information. 


10. Sales Administrators constantly on 
call to service your orders. 


11. Year-Round Promotions expanding 
your old markets, building new ones. 


12. The Alcoa Label, leading symbol of 


quality aluminum, to mark your goods. 


Added Values 
With Alcoa 


Aluminum VALUES 


. is a case book of Alcoa special 
services and a guide to their availa- 
bility in design, manufacture and sales. 
Your copy, with some of the most re- 
warding information you may ever 
read, is waiting and it’s FREE. Write: 
Aluminum Company of America, 2017-G 
Alcoa Building, Pittsburgh 19, Pa. 

For More Information Write No. 215 


on Inquiry Card—Page 32 
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tacts are of silver-plated and 
gold-flashed brass and have flared 
ends for easier tube or transis- 
tor lead insertion. Contacts are 
set into the socket head at an 
angle to help keep transistor 
leads separated during assembly. 
Three, four, seven, and multi- 
post sockets available. 

Write No. 21 on Inquiry Card—Page 32 


Unit Gives Precise 
Intermittent Motion 


An Intermittent Drive Unit 
provides precise intermittent mo- 
tion from a constant source of 
rotary power, Compact in size, 
single package unit can be easily 
installed on existing equipment 
or designed into new machinery. 
All parts are totally enclosed in 
an oil bath housing, making it 
ideal for dusty, “steamed” or 
“wash-down” conditions, Featur- 
ing high flexible control, manual, 
mechanical or electrical, the 
I.D.U. is manufactured by the 
Hilliard Corp., West Fourth St., 
Elmira, New York. 

Write No. 22 on Inquiry Card—Page 32 


Speed Reducer Increases 
Machine Capacity 


An economically priced speed 
reducer for drill presses, band 
saws, lathes, grinders, boring mills 
and similar belt-driven machines 


extends the machine’s capacity 
for reaming, tapping, boring and 
other work. Finger tip-controlled, 
quick-change attachment provides 
extra operating torque at reduced 
machine speeds, permitting use of 
heavier cutting tools. Available in 
broad range of sizes and ratios to 
suit most applications, speed re- 
ducer eliminates danger of stalling 
or burning motor and permits 
working aluminum, cast iron, 
steel, plastics and wood on same 
machines. Pull-Gear Co., 25425 
Mound Road, Warren, Michigan. 

Write No. 23 on Inquiry Card—Page 32 


Nylon Sheets in 
Widths up to 40 in. 


Type 6 nylon sheets can now be 
had in a variety of colors and 
thicknesses and in widths up to 
40 rather than 12 in. Wider sheets 
can be split for special sizes if 
desired and have many industrial 
applications, including stamped 
parts on metal dies, washers, 
bearing surfaces, sight gages, and 
industrial glazing. Available in 
thicknesses from 0.005 in. to 
0.060 in. from the Campco Divi- 
sion of the Chicago Molded Prod- 
ucts Corp., 2717 N. Normandy 
Ave., Chicago 35, Illinois. 

Write No. 24 on Inquiry Card—Page 32 


Mobile Industrial 


Ultrasonic Cleaner 

A mobile ultrasonic cleaning 
system can be ordered to suit 
particular needs. Intended for 
such applications as cleaning pow- 
er demand meters, tools, insula- 
tors and parts, units are easily 
moved on rubber-tired wheels. 
Cleaning tanks up to 75 gal. ca- 
pacity and ultrasonic power gen- 
erators in ratings up to 2500 watts 
can be provided. Power may be 
derived from a 115-volt or 220- 
volt a-c outlet. From Acoustica 
Associates, Inc., 26 Windsor Ave., 
Mineola, N. Y., and 10400 Avia- 
tion Blvd., Los Angeles 45, Calif. 
Write No. 25 on Inquiry Card—Page 32 
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You benefit seven ways from Republic Steel Bar 


SERVICE IN DEPTH 


COLD DRAWN CARBON CORRECTED BARS HELP BRIGGS & 
STRATTON BOOST PISTON PIN PRODUCTION. The company 
was experiencing production difficulties and was not satisfied 
with piston pin quality from a performance standpoint. On the 
advice of a Republic Field Metallurgist, Briggs & Stratton 
switched to Republic C-1050 Cold Drawn Carbon Corrected 
Bars. The results were immediate. Production increased sub- 
stantially. Rejects dropped to a minimum. Pin quality maintained 
at the highest level. Other advantages of Cold Drawn Carbon 
Corrected Bars include: Better machinability. Savings in both 
metal and money by eliminating waste. No need to buy bars 
oversize to allow for decarb removal. Photo shows finished 
piston pin used in Briggs & Stratton 1% to 3 hp engines. Note 
induction hardening in cutaway view. 


Steel bar service in depth is an exclusive Republic 
concept, designed to help you solve steel bar prob- 
lems and to benefit you these seven ways: 


1. Facilities—Republic bar mills are strategically 
located in relation to major use areas. Hot rolled 
mills at Cleveland, Youngstown, Buffalo, Massillon, 
Chicago, Canton, Gadsden; cold finished mills at 
Massillon, Hammond, Beaver Falls, Hartford, and 
Los Angeles. 


2. Abilities—Republic’s broad and specialized 
experience has been gained as the nation’s number 
one producer of alloy and carbon bars, and leader 
in the production of special quality steels, such as 
forging bars. 

3. Shapes and Sizes— Modern bar mills pro- 
duce a complete range of sizes and materials—carbon, 
alloy, stainless, and titanium — in 4” to 10’ rounds, 
also squares, hexagons, octagons, flats, and special 
sections. 

4. Variety —In addition to regular merchant 
quality, production includes coil spring and spring 
bar quality, cold heading and cold extrusion quality, 
high quality alloy and carbon steel bar products in 
heavier weight coils. 


5. Quality—Republic combines quality control 
at every step of production with the most advanced 
features of bar mill design to meet today’s exacting 
requirements for high quality steel bar products. 


6. Dependability— Republic’s aim has been to 
build capacity to provide more steel tonnage for 
existing customers as well as supply additional users. 
Assurances of steel to customers are real assurances. 
Orders are not taken by Republic unless capacity is 
available to fill them. 


7. Metallurgical Service — Republic’s famed 
3-Dimension Metallurgical Service Teams—field, 
mill, and laboratory—are always available to help 
your personnel apply Republic’s high quality bar 
products to your product. Carbon, alloy, stainless, 
and titanium metallurgists will assist in the selection, 
application, and processing of the right bar product 
for the job. No obligation. The coupon is your 
invitation to use this service. 


Here are three examples of steel bar service in depth. 


REPUBLIC 


Worlelé Wier Ringe of peat room 


For More Information Write No. 216 on Inquiry Card—Page 32 








REPUBLIC HOT ROLLED SPECIAL SECTION REDUCES COST on this 
rail anchor through elimination of most machining and forming 
operations. The special section is preformed to the predominat- 
ing cross section of the part. If you design or produce steel 
parts you will be interested in these advantages of Republic 
Special Sections: (1) Almost limitless flexibility in design. (2) One- 


piece shapes replace costly assemblies. (3) Simplification of 
built-up, interlocking or associated parts. Republic Special 
Sections are available hot rolled or cold drawn in carbon, alloy, 
titanium, and stainless steel. Send coupon for full facts. 


3-D METALLURGICAL SERVICE HELPS AGRICULTURAL KNIFE 
MANUFACTURER SLASH PRODUCTION COSTS. Lund Products 
Company, Maynard, Massachusetts, produces cutting knives for 
agricultural equipment. A quality product, Lund wanted to make 
them better to withstand even the most severe abuse. Republic 
metallurgists offered advice on practices and procedures in work- 
ing alloy steels. The result? A superior cutting knife, produced ata 
substantial reduction in cost. 3-D Service is available to all steel 
users without obligation. Clip and mail coupon. 





REPUBLIC STEEL CORPORATION 
DEPT. PH -7700 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Have a metallurgist call: 0 Carbon 0 Alloy O Stainless 
Send more information on: 


O Cold Drawn Special Sections © Carbon Corrected Bars 
0 Alloy Steel Bars 


a 
Company 
Address. 


City. Zone State 
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THE MODERN TOOL...AT WORK FOR MODERN INDUSTRY 


What else do you get 
with Polyken tape? 


You get a VERSATILE PRODUCT LINE 


Paper-backed tapes for masking, protecting, packaging 
...plastic-backed tapes for insulating, sealing and splic- 
ing . . . cloth-backed tapes that bind and waterproof... 
specialty tapes for heat-sealing, bonding, reinforcing. 


You get MANUFACTURING EXPERIENCE 


Over 50 years of experience in the production of quality- 
controlled adhesive tapes ...in up-to-the-minute facilities 
like this new multimillion-dollar plant. 


And—you get SPECIAL SERVICE 


Polyken representatives trained in the use and 
application of industrial tapes are ready to help 
you. For the nearest Polyken distributor, look in 
the phone book under “Tapes” or write to Polyken 
Sales Division, 309 W. Jackson 

Find Your Blvd., Chicago 6, Illinois. 


Neorest Distributor 
in The 


‘Yellow Pages’ 
INDUSTRIAL TAPES ° 


PROTECTIVE COATINGS e 




















You get RESEARCH from 4 LABORATORIES 


A constant program of pioneering work in adhesives is sup- 
plemented by basic research in tapes and related fields at 
four different company laboratories. 


Poluken 


INDUSTRIAL TAPES 
rhe KENDALL company 
Polyken Sales Division 


PLASTIC FILMS 


For More Information Write No. 217 on Inquiry Card—Page 32 
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Little Rock. . 
Pine Bluff 


Emeryville 
Fresno... 
Hawthorne. 
Highland... 
Hollywood. . 
los Angeles. 


Los Angeles. . 


San Francisco 
Son Francisco 
San Francisco 
San Francisco 
Son Francisco 


Denver 
Denver... 
Denver 


Bridgeport 


Bridgeport... 
Bridgeport. . . 


Hartford. ... 
New Britain 
New Hoven 
Stamford 


Jacksonville. . 
Jacksonville... 


Atlanta 
Atlanta 


Chicago 
Chicago... 
Chicago.... 
Chicago... 
Chicago. 
Chicago... 
Chicago... 
Peoria 


Indianapolis. . 
Indianapolis. . 


Indianapolis 


South Bend 24 


Davenport 
Sioux City. 
Waterloo. . 


Wichita 
Louisville 


New Orleans 
Shreveport 


Battle Creek 
Detroit. ... 


Grand Rapids 


Jackson 
Lonsing. . 
Muskegon 


Minneapolis 


Joplin 


Kansas City. ... 


Juty 6, 


POLYKEN DISTRIBUTORS 


ARKANSAS 

s Arkansas Paper Co 

mith Paper Products Co. 
CALIFORNIA 

Zellerbach Paper Co 

Zellerbach Paper Co 

-Americon Latex Products Corp. 

Richmond Paper Co. 

Reese Supply Co. Inc 

Fillmore & Gorbor 

L A Supply Co. 

«+Kent H. Landsberg Co. Inc. 

Noland Paper Co. inc. 

. «Western Fibrous Glass Products 

Wilson Paper Co. 

.-Zellerbach Paper Co 

. -Zellerboch Paper Co. 

«Harry P. Robarts Co. 

-Zellerbach Poper Co, 


Gilmore Steel & Supply Co 
J. Hendry Co. 


Western Fibrous Glass Products 
Zellerbach Paper Co. 


COLORADO 
Emblem Tape & Label Co 
Katzke Bros. Paper Co 
Union Supply Co. Inc. 


CONNECTICUT 
Equity Paper Co 
. .Lott-Merlin, Inc 
. «Rourke-Eno Paper Co 
. «Rourke-Eno Paper Co 
Mill Supplies, Inc 
..The Chatfield Paper Co 
Lott-Merlin, Inc 


FLORIDA 
Industrial Marine Service 
perry Packaging & Distributing 
ondas Corporation 
Industrial Supply Corp 


Dillard Paper Co 
Wyant & Sons Paper Co. 
National Paper Div 
Dillard Paper Co 
ILLINOIS 
Abano Products Inc 
Chicago Paper Co 
..Chukerman Paper Co. 
Durable Products 
. .Inlander-Steindler Paper Co 
Knox & Schneider 
. -Schworz Paper Co 
Schworz Paper Co 
INDIANA 
Allen Steel & Supply Co. 
. .Intander-Steindler Paper Co 
.».-Donham-Harris Inc. 
.Duo Fast of Indianc 
Ochs Paper Co. Inc 
Valley Paper Co. Div. of 
hwarz Paper Co 


Peterson Paper Co 
. Carpenter Paper Co 
Waterloo Paper Co 
KANSAS 
Southwest Paper Co 
KENTUCKY 
Southeastern Paper Co 
LOUISANA 
Stevens-Band Paper Co. 
.Lovisiona Paper Co., itd 
MARYLAND 
W. Winne & Son, Inc 


MASSACHUSETTS 


. .Andrews Paper Co 

.H. J. Dowd Co., Inc 

Corter Paper Co 
...-Rourke-Eno Paper Co., Inc 
The J. C. Campbell Paper Co. 


of Worcester 
MICHIGAN 
Cortright Paper Co 
F. W. Winne & Son Inc 
Grand Rapids Poper Co 
Crown Paper & Bag Co 
- Cathey Company 
Steindler Paper Co 
MINNESOTA 
Martin F. Falk Paper Co 
Martin F. Falk Paper Co 


MISSOURI 
Joplin Paper Co 
Bossert Company 
. .Wertgame Paper Co 
Industrial Ideas 
Royal Papers, inc 
Rubber Products Corp 
MONTANA 


Winter Hardware Co. 


1959 


NEBRASKA 


Nogg Bros. Poper Co. 


NEW JERSEY 


Clifton .. «Ralph E. Baker Co. 
Hand Hordware 


Englewood... 


. Coronet Paper Corp. 


Hoboken. . . . coe -D. S. MacCorkle, Inc. 
Newark aul Abco Plastic & Supply Co 
Nework... cece Herbert A. Post, Inc. 
Paterson ... Theodore R. Levine & Sons 
Ridgefield. . panei «+ ++.George H. Swatek 
Trenton -+++++Pack & Seal, Inc. 


NEW MEXICO 
Albuquerque......... 
NEW YORK 
Astoria, L. 1... 


- Equipment Sales & Mfg. Co. 


. .Herbert A. Post, Inc. 


Hartfield-Healy Supply Co. 
Buffalo.............+..Presque Isle Paper Products 
Sscecccaes Union Paper & Twine Co. 
Cohoes. . . Shoemaker Paper Co. 


Gorden City, L. 1... 


Hogen industrial Supply Corp. 


Elmira... . - Waight Supply Co. 


Elmira ‘Heights. . 


The Welles Supply Co. 


Jomaica. ° Pacific Supply Co. 


Long Island City... 


. Viking- Criterion Paper Corp. 


New York. Coy Di sbrow, Div. of Pohimon Co., Inc. 
.. Geo. W. Millar & Co., Inc. 

New York. «+ seeesssRobert Spector Co. 
Mew York....++s+s0- Westwood Poper Co., Inc. 
Rochester . The Mill Andrews Paper Co. 
eons . -Allied Products 

Sperry Supply Corp. 

. .Smyth-Despard Co. 


NORTH CAROLINA 


Charlotte. ‘ ...Dillord Paper Co. 


Greensboro. 


Dillard Paper Co. 


Raleigh.... FERS .. Dillard Paper Co. 


OHIO 


Cincinnati .... .. The Chatfield Paper Corp 
Cleveland. . The Central Ohio Paper Co. 
Cleveland. .... Gascon Paper Co. 
Cleveland. . Union Paper & Twine Co. 
Columbus. . . The Cincinnati Cordage & Paper Co 
Dayton. ; Reliable Rubber Products Co. 
Hubbard one Federal Wholesale Co. 
| rr The Ohio & Michigon Paper Co 


Youngstown.... 

OKLAHOMA 
Oklahoma City. 
Okichoma my 


The Hearn Paper Co. 


C. B. Anderson Co. 
. .Service Supply, Inc. 


C. B. Anderson Electric Co 
Industrial Equipment Co. 


OREGON 


Tulso Paper Co 


sane Western Fibrous Glass Products 
Portland. . General Rubber & Supply Co 


PENNSYLVANIA 


Hershey. . Hershey Paper Co 
Johnstown Morris Paper Co 
Lancaster. . ° United Twine & Paper Co 


Philadelphia 
Philadelphia 


The J. L. N. Smythe Co 
Frank W. Winne & Son, Inc 


Pittsburgh The Chatfield & Woods Co 
Pittsburgh...... Interstate Cordage & Paper Co 
Pittsburgh. ‘ Morris Paper Co 


Scranton 

Springfield... minal 
“RHODE ISLAND 
Providence 


SOUTH CAROLINA 


Stan-Tone 


". The Baeod Co 


. J. C. Campbell Co, 


Dillard Paper Co 


TENNESSEE 


Dillard Paper Co. 

The Cincinnati Cordage & Paper Co 
Mayer Myers Paper Co 

Clements Paper Co 


TEXAS 


Airsco Rubber Prod. of Dallas, Inc 
Field Parker Co 


Grand Prairie 


C. P. Waggoner Sales Co., Inc 


Houston, . es . Frank W. Winne & Son, Inc 


UTAH 
Salt Lake City 
Salt Lake City. 
Salt Loke City 
Salt Lake City 


VIRGINIA 


American Paper & Supply Co 
Equipment Supply Co 

Great Western Supply Co 

. J. B. Tile Co 


Bristol Dillard Paper Co. 
Norfolk Empire Machinery & Supply Co 
Norfolk. ..... J. Henry Holland Corp 
Richmond industrial Supply Corp 

Dillord Paper Co 


WASHINGTON 


.Marinco Supply Inc 
Western Fibrous Glass Products 
Spokone... Zellerboch Paper Co 


WISCONSIN 


Appleton....... Universal Paper Co. 
Madison seeessese Schworz Poper Co 


Milwaukee... 
Milwaukee 
Milwaukee. . 


F. D. Hoker Co 
Redi-Products Company 
Reliable Paper Co., inc 


Neenoh...... Sowyer Paper Co 


HAWAII 


Honolulu. .....-+ «++«+++Chapson Bros. itd 
. «The Thom Co., Inc. 


Poluken 


INDUSTRIAL TAPES 





Products 





New Worm Gear 
Speed Reducers 


A new line of heavy duty worm 
gear speed reducers features un- 
usual flexibility in mounting and 
drive arrangements. Five basic 
improvements are promised: 1) 
higher efficiency, by combining 
advantages of helical gearing 
with high ratio advantage of 
worm gearing: 2) hish capacity, 
with space savings as high as 
50%; 3) flexibility, because line 
features one basic housing de- 
sign for each size; 4) availability, 
since interchangeability permits 
fast assembly froin stock; 5) 
torque control, by attachment 
which can be supplied for all 
units. From the Philadelphia Gear 
Corp. 

Write No. 26 on Inquiry Card—Page 32 


Maximum Hoist with 
Minimum Overhead 


Wall bracket full cantilever job 
cranes give maximum hoist travel 
where a minimum of overhead 
room is available. Depending on 
the situation, they are mounted 
on existing building columns or 
are furnished with supporting 
structures. WPFC cranes which 
are constructed and installed by 
All-State Engineering Co., 7082 
N. 76th St., Milwaukee 8, Wisc., 
are designed for 180 degrees rota- 
tion and are available with ca- 
pacities to 3 tons and spans to 20 
feet. 


Write No. 27 on Inquiry Card—Page 32 
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world’s largest plating supplier 


corporation 
detroit 11, michigan 
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There is a customer-service laboratory reserved for your use at all times in 
Detroit. Udylite’s Customer Service teams are established there exclusively to 
cooperate with you in anticipating those production stoppers that arise now and 
then . . . to save you countless man hours and dollars, too. Whether it’s a 
solution you’re not sure of, the choice of the best-possible procedure, or if you 
just want to “double check” before starting a big run, this Udylite service is 
yours. Your sample parts are examined by experts under the tightest laboratory 
controls. Pilot jobs are conducted under carefully simulated field conditions. 
Your solutions are the object of precise analysis. Discover how Udylite’s 
complete Customer Service facility can help better your production. And it is 
just one of the meny benefits that come to you from Udylite. 


UDYLITE’S CUSTOMER SERVICE TEAM 


...to produce better, more saleable products at lower cost 


% 


A major appliance manu- 
facturer joins Udylite to 
improve his product and 
cut costs. 30 product 
samples in varying grades 
of steel are trial plated to 
compare economy in raw 
materials with possible 
savings in plating. Ob- 
jects: To eliminate polish- 
ing lines, save nickel, 
cut labor costs. Udylite- 
customer research pro- 


vides the answers 


oe. ~ - ie 
L.% ‘eh, ~~ 


For More Information Write No. 219 on Inquiry Card—Page 32 
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Products 





High-Production 
Blow-Molding Machine 


A new model automatic blow- 
molding machine for high produc- 
tion of containers, toys and other 
hollow items up to 6 in. in dia- 
meter and 32 in. in length. The 
design gives maximum molding 
and cooling efficiency, permitting 
molding up to 140 lbs. of material 
per hour from continuously run- 
ning extruder. After initial in- 
strument settings are made, one 
operator can handle three ma- 


chines in production runs. Over- 
all dimensions, including extrud- 
er, are: width 6 ft., depth 7 ft., 
and height 7 ft. Auto-Blow Corp. 
(a subsidiary of National Tool 
Co.), 401 Bishop Ave., Bridgeport 
10, Connecticut. 

Write No. 28 on Inquiry Card—Page 32 


Pistol Grip Electrode 
Holder Features Safety 


L 


r= 


A new arc electrode holder fea- 
tures a safety cut-out built into 
molded pistol grip so current cuts 
off the instant operator’s grip is 
relaxed. Heavy-duty milled cop- 
per jaws accomodate rods of 
different diameters, and tip grip 
which permits use of electrodes 


down to a short stub results in 
15% saving in rods. Case is made 
of high-impact phenolic plastic, 
and all working parts are of ma- 
chined copper. Handi-Arc Elec- 
trode Holder is manufactured by 
Frank Niemi Metal Products, 
Inc., of Gurnee, Illinois. 

Write No. 29 on Inquiry Card—Page 32 


Dripproof Insulation on 
Open Motors 


Development of random-wound 
motors with a sealed, silicone 
compound insulation system will 
greatly extend the areas of appli- 
cation for open motors. Windings 
are so completely sealed by new 
method that open motors may 
now be used for the first time 
in many wet or corrosive areas. 
Although not suitable for some 
unusual situations, new develop- 
ment should save money for many 
users by eliminating need for 
totally enclosed motors, accord- 
ing to engineers of General Elec- 
tric’s Small A.C. Motor and Gen- 
erator Dept., Schenectady, N. Y. 
Write No. 30 on Inquiry Card—Page 32 





At Last... 


Positive Protection 
Against 


Paint Spray 


with the NEW 


PAINT MASK 


New Efficiency : 
The sensational new FLEX-A-PRENE 
Paint Mask keeps out paint pigments 7 
and solvents with amazing efficiency, ¥ 
yet it’s light (just 1 ounce), comfortable 
and so easy to talk and breathe through 
you hardly know you’re wearing it, 


New Economy 


Flex-A-Prene’s low first cost is only 
part of the story. Most important sav- 7 
ings come from its endurance in service “> 
and time saved through less frequent 
filter replacements. You can expect at 
least 100 hours of exposure before fil- 

>, ter replacement is necessary. sé 


Sample: "7 50 A 


INDUSTRIAL PRICE ONLY) 


y / FLEXO Products, Inc. 
LZ Westlake, Ohio 

For More Information Write No. 221 on Inquiry Card—Page 32 
For More Information Write No. 222 on Inquiry Card—Page 32> 
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for ‘‘everything on earth’ 
—and into space 


1 


stainless « alloy « high carbon « boron 
stainless « zirconium and its alloys 


Space metals—specified for vital areas of our 
rockets, missiles, and superspeed aircraft. Here 
is where exactness in manufacture counts for most 
—where know-how such as SUPERIOR’s assures 
the utmost precision in strip steel grade, gauge, 
temper and finish. @ Whether your needs are up 
in the air or right down to earth, SUPERIOR 
can serve you dependably. Check with us! 





Superior Steel Division 
OF 


COPPERWELD STEEL COMPANY 
CARNEGIE, PENNSYLVANIA 


For Export: Copperweld Steel International Company, New York 











Products 





Corona-Free 
High-Voltage Connectors 


A new line of power connectors 
for voltages above 161 KV is de- 
signed. for corona-free service. 
Features include recessed bolt 
heads, tapped holes eliminating 
nuts and protruding bolt ends, 
perfectly rounded corners and 
edges of all castings, and gener- 
ously proportioned cross-sections 
with no sharp contour changes. 
Available in several sizes of the 
standard Tee connectors and in 


both bronze and aluminum, the 
new line will be expanded con- 
tinuously. Delta-Star Electric Di- 
vision, H. K. Porter Co., Inc., 2437 
Fulton St., Chicago, Illinois. 

Write No. 31 on Inquiry Card—Page 32 


New Power and 
Free Conveyor System 





The Conveyor Division of Co- 
lumbus McKinnon Chain Corp., 
Tonawanda, N.Y., announces the 
“Power-F lex,” its fully engineered 
power and free overhead con- 
veyor system. Designed for light, 
medium, and heavier loads up to 
six hundred pounds maximum per 





NORPLEX 


INDUSTRIAL LAMINATES? PRINTED CIRCUITS ? 


SPECIFY NORPLEX‘ 


for complete service from a single 
reliable source 


NORPLEX offers a complete range of NEMA 
grade laminates . . . industrial type thermo- 
setting laminates from economy punching 
grades to MIL-P specifications quality . . . 
true cold punch materials, NORPLEX eco- 
nomy grade 106 and U/L approved circuit 
grade XX XP-925. . . copper clad laminates 

. . completely fabricated printed circuits. 
In fact, NORPLEX can meet every require- 
ment, for both base material and circuit, 
as well as fabricated parts from most any 
sheet material grade. And NORPLEX gives 
you a big plus in service: special handling 
to meet rush requirements. 

New, free brochure just off the presses! Write for your copy. 


NORTHERN PLASTICS CORPORATION 
La Crosse, Wisconsin, Dept. C60 


Sales Offices in principal markets: 
Los Angeles, San Francisco, Chicago, Detroit, South 
Whitley (Ind.), Cleveland, Chattanooga (Tenn.), 
Sturgis (Mich.), Minneapolis, St. Louis, New York, 
Rochester (N.Y.), Philadelphia, Dallas. 


For More Information Write No. 223 on Inquiry Card—Page 32 





work carrier, system is good for 
transportation applications invol- 
ving storage banks, manufactur- 
ing work stations, segregation, or 
integration of work carriers or 
inventory. A feature is a route 
selector which can be set to guide 
carrier automatically to any one 
of eighty stations in the system. 
Write No. 32 on Inquiry Card—Page 32 


Do-It-Yourself 


on Sling Chains 

TM alloy steel sling chains with 
patented “Tayco” hooks can now 
be assembled on the spot by use 
of new coupling link. New prod- 
uct saves waiting for factory- 
made slings and eliminates ship- 
ping costs for return of damaged 
slings for repair. When chain is 
being repaired, it is emphasized, 
entire worn or damaged section 
should be replaced, since new 
coupling link is not intended as 
repair link in itself. “Hammer- 
lok” links, from the S. G. Taylor 
Company, Box 509, Hammond, 
Indiana, are drop forged and heat 
treated. 
Write No. 33 on Inquiry Card—Page 32 


**Most Automatie”’ 
Steam-Jet Cleaner 


ee 


Portable new 100 gph oil-fired 
steam-pit cleaner is called “most 
automatic” in its class. Priced 
under $500 f.o.b. Rhode Island, 
unit provides automatic operating 
convenience at low price, Mount- 
ed on rubber-tired wheels, clean- 
er is compact and completely en- 
closed, operating on kerosene or 
+1 or #2 fuel oil. Adjustable, 
automatically controlled cleaning 
pressure from 50 to 150 psi can 
be had in 90 seconds. “Speed- 
stream 100” is made by Steam 
Generator Division, Pantex Man- 
ufacturing Corp., Pawtucket, R. I. 
Write No. 34 on Inquiry Card—Page 32 


PURCHASING 





ON THE BALL 


TIMES A DAY 
BRIDGEPORT 
Free-Machining 
Brass Rod! 


Because ball point pens are in everyday use, 
production of vital brass tips becomes astro- 
nomical along with quality control problems. 





These tips — one of which is shown much en- 
larged—are produced at ultra-high speeds. The 
brass rod needed for them must be flawless in 
every respect. Consistent metallurgical compo- 
sition, precise dimensional tolerances and un- 
varying standards of machinability — if any of 
these qualities vary even a fraction, production 
comes to a frequent and costly halt. 


That’s why, Revere Metal Art Co., Inc., New 
York City, specifies Bridgeport Free-Machining 
Ball Point Pen Brass Rod for these inserts. It 
meets all requirements for precision, straight- 
ness, workability, machinability and tolerances 
—and, in addition, provides a surface finish that 
keeps finishing time and costs to a minimum. 


Whether you use rod, strip or tube, you can 
count—just as Revere does—on getting consist- 
ent quality every time you specify Bridgeport 
Brass Alloys. It will pay you to get the complete 
story. Call your nearest Bridgeport Sales Office 
or write us direct for a complete list of Bridge- 
port products— Dept. 3708. 


BRIDGEPORT BRASS COMPANY 


BRASS 
nee BRIDGEPORT 2, CONNECTICUT 
co. 


Specialists in Metals from Aluminum to Lirconium 


EPEAT RORDRILULLLAO OULD 
EVTERY TUTE Yaa ART TELE TTT EET 
AAALADAREY’ YET EAT TTE 


TTY { URL 


YT Tt 1) on LL 
ih PYTT TENT 
TEEEET ATT 


TTT TTT 
AAADALALOO ATT TEEN 


RRARRRARARRARAOB! Saaseaneaeecaaas 


For More Information Write No. 224 on Inquiry Card—Page 32 
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NEW SERIES |fR\ GRINDERS 


to give you an ANNUAL DIVIDEND 
on your PAYROLL DOLLARS 


DESIGNS 
a SPEEDS 
POWER 





Tak cas Loe 
i ali ill la oO Ns SS Se o> Se 


25% more output... 
for $1250 Dividend 
4S Series Grinder Dollars/year. 


60% more output . . . for 
$3000 Dividend Dollars/year. 


on 9 Ree . . 
LESS OTS pa ee ae 
te o 





42F Series Grinder 17% more output... 


for $850 Dividend 
Dollars/year. 


25% more output .. . for 


$1250 Dividend Dollars/year. 
ES eee 





If your operators are using older model grinders, you can increase 
their man-hour productivity by as much as $3000 Payroll Dollars 


in one year, just by replacing the older tools with one of the new 
I-R designs. 


Multiply these Annual Dividends by the number of grinder 
operators in your plant, and you can see why management today 
is taking a new look at portable tool operations. 


There’s a fast, easy way to calculate the amount of Dividend on 
Payroll Dollars these new I-R grinders can help you earn in just 
one year—without adding to your present payroll. 


It's yours without obligation. To get it, call your 
I-R AlRengineer today. Or write Ingersoll-Rand, 
1l Broadway, New York 4, N. Y. 


, BE Ingersoll-Rand 





Tools plus AlRengineering 


increase output per man 


8-923 
For More Information Write No. 225 on Inquiry Card—Page 32 
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VERSATILITY 


in customer service 


DISTRICT OFFICES AND REPRESENTATIVES: . 
Philadelphia « New York + Los Angeles + Atlanta « Boston « Buffalo + Cincinnati + Cleveland 
Detroit - Houston + Pittsburgh - Richmond « St. Paul « San Francisco + Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Limited 


For More Information Write No. 226 on Inquiry Card—Page 32 
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Equipment and Supplies 





Victor Adding Machine Co., 
3900 N. Rockwell St., Chicago, 
Ill. has announced a new medium- 
priced line of adding machines. 
Featuring high-speed perform- 
ance it has a lightweight alumi- 
num case with a natural angle 
keyboard. It also has an optional 
feature: It prints gummed or pres- 
sure sensitive labels to be used 
for price-marking merchandise. 
Write No. 35 on Inquiry Card—Page 32 


A new eight-page booklet de- 
scribing the advantages of com- 
mon language tape and edge- 
punched card machines has just 
been published by Remington 
Rand Division of Sperry Rand 
Corporation. The booklet explains 
how automation is practical in 
any size organization. Tapes or 
cards provide automatic input of 
selected data for processing many 
purchasing transactions, create 
composite tapes for conversion 
to punched cards, and provide 
automatic input to electronic 
converters. 

Write No. 36 on Inquiry Card—Page 32 





A new high-speed tape perfor- 
ator with a punching speed of 
forty columns per second has 
been announced by Data Instru- 


122 


ments Division of Telecomputing 
Corporation, 12838 Saticoy St., 
Los Angeles, Calif. The perfora- 
tor features four-way staggered 
positioning of the large, rugged 
punching electro-magnets to pro- 
vide compactness and maximum 
force. 


Write No. 37 on Inquiry Card—Page 32 


A new line of metal loose-leaf 
binders has been announced by 
General Binding Corporation, 
Northbrook, Ill. Featuring multi- 
ple-ring metal loose-leaf binding, 
the binders are made of a special- 
ly formulated heavy gauge plas- 
tic, embossed with a simulated 
leather-grain texture permanent- 
ly sealed over side boards. 

Write No. 38 on Inquiry Card—Page 32 


A shaft-input Analog-to-digital 
recorder that records analog val- 
ues in binary-decimal punched 
tape form has been recently de- 
veloped. The tape can be read di- 
rectly, or translated automatically 
into standard punched cards or 
tape for computer processing. A 
product of Fischer & Porter Co., 
116 Jacksonville Road, Hatboro, 
Pa. the new unit simultaneously 
supplies the digital information in 
the form of electrical contacts that 
may be used for telemetering. 
Write No. 39 on Inquiry Card—Page 32 


A flexible ruler suitable for 
measuring curved surfaces and 
irregular areas, yet stiff enough 
for straight-line ruling has been 
put on the market. Special provi- 
sion for gripping the ends without 
obscuring the starting point of the 
ruler has been made by providing 
16” gripping areas at both ends. 
The Flex-O-Rules are available 
without charge from Anchor 
Plastics Company, Inc. 36-36 36th 
Street, Long Island City 6, N.Y. 
Write No. 40 on Inquiry Card—Page 32 


A new collapsible easel display 
is being manufactured and dis- 
tributed by Saul Menick-David 
Sadel Associates, Inc., 145 Ken- 
nedy Street, N.W., Washington 11, 
D. C. Weighing four pounds, the 
unit adapts itself to any size 
printed page up to 24” x 32”. It 
comes equipped with five sheets 
of latex plastic paper, crayons and 
flannelboard in a carrying case. 
Write No. 41 on Inquiry Card—Page 32 


A flexible engineering desk 
which can be assembled or disas- 
sembled without tools has been 
introduced by Hamilton Manu- 
facturing Co., Two Rivers, Wisc. 
The 31-inch height allows drafts- 
men to sit in low-posture chairs. 
Two file-drawer pedestals support 
the top and also provide large 
storage capacity. One pedestal has 
two utility drawers, a standard 
lettersize catalog drawer. A cata- 
log and book compartment are lo- 
cated at the rear of the unit. 

Write No. 42 on Inquiry Card—Page 32 
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MORTON SALT COMPANY 


“Leading producer of salt products 


no carbon/required 


for home, farm and industry” 


*“NCR PAPER saves us its annual cost... several times each year.” 


“Some years ago we made a study of our sales 
reporting forms and procedures because of an 
ever-increasing number of complaints from our 
field representatives regarding the sales ‘paper 
work’ problem. As a result, we were able to 
eliminate several reports and combine all sales 
reports used during a normal week’s work into 
a single weekly report book, by utilizing NCR 
Paper. 

“This method won immediate acceptance by our 
group and we attribute a large portion of its 
success to the use of NCR Paper. They no longer 


— MORTON SALT COMPANY, Chicago, Il. 


have to insert and remove carbons, nor provide 
storage and disposal. NCR Paper has eliminated 
‘paper work’ complaints. More accurate data is 
now provided on a current basis, plus a recog- 
nizable morale improvement 

“We feel that the time saved and other advan- 
tages of NCR Paper have returned its annual 
cost several times each year.” 


Ar Carvgfo— 


G. W. Carrington, Director of Marketing 
MORTON SALT COMPANY 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 


ANOTHER PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, 


Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES...75 YEARS OF HELPING BUSINESS SAVE MONEY 


JuLy 6, 1959 


For More Information Write No. 227 on Inquiry Card—Page 32 


It’s the cost-in-use rather than the pur- 

chase price that determines the 

of your multiple-copy forms 

NCR Paper forms 

and get dividends wee y 
> md 

through time saved 


true cost 
Invest in 


ond increased rec- —) - 

ord-keeping efficien- oo 

cy for your business YEARS 
1958 


NCR PAPER 
ELIMINATES 
CARBON PAPER 





Office Equipment 





A new Underwood accounting 
machine is now available for use 
with all accounting systems. The 
new machine features subtraction 
in all registers, 10 key input key- 
board, full keyboard date and up 
to 46 descriptive characters, key- 
board program control and an 
auxiliary program control oper- 
ated automatically or manually. 
Write No. 43 on Inquiry Card—Page 32 


A new, direct image offset mas- 
ter for short runs of 100 copies or 
less has been announced by A. B. 
Dick Company, Chicago. The new 
master has been developed prin- 
cipally for systems work in which 


many masters are used, but rela- 
tively few copies are required 
from each master. The new mas- 
ter may be imaged with pen, pen- 
cil, crayon, typewriter, and tab- 
ulator. Corrections are made by 
erasing and rewriting. 

Write No. 44 on Inquiry Card—Page 32 


A new, electrically operated 
check signer with all the features 
of the large model has been de- 
signed for use on desks. Manu- 
factured by the Roberts Number- 
ing Machine Division, 700 Ja- 





err Be nae rate a tee eer caster ci eect ean oe 


Sept. 23, 24, 25 — 1959 / 1-10 P.M. Daily 
_ WASHINGTON, D.C. 
(National Guard Armory) 


AN EVENT TO REMEMBER 
(Mark it on your calendar now!) 


A vast and exciting panorama of the latest developments 
in office equipment and services will be here for you to 
see, examine, and project into ‘your plans for a bigger 
tomorrow! Every type of office product, system and 
service will be represented. Every facility for your 
comfort and convenience will be provided. This all- 
industry Exhibit is the only one of its kind in the 
country and the forerunner of more to come.* Mark it 
on your calendar now — and plan to attend. 








ADMISSION BY INVITATION ONLY 








*Chicago — March 15, 16, 17, 18 — 1960 


*Dallas 


— October 19, 20, 21 


— 1960 


OFFICE EQUIPMENT MANUFACTURERS EXHIBITS, INC. 
Rudolph Lang, Managing Director of Exhibits 
777 Fourteenth St., N.W., Washington 5, D.C. 
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maica Ave., Brooklyn, N. Y., the 
device has fool proof signature. A 
five wheel counter is built into the 
main housing. The counter is tam- 
per-proof and key locked separ- 
ately. Adjustable arms spot the 
signature in any desired position 
for straight or voucher checks, 
direct or reverse printing. 
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A new high-speed adding ma- 
chine that gives credit balances 
and also multiplies automatically 
with all calculations recorded on 
a printed tape was announced by 
Olivetti Corporation of America. 
Up to twelve digits can be en- 
tered, providing a thirteen digit 
total. A constant figure can be 
locked in the keyboard while a 
sub-total or total is being taken. 
Other features include a special 
date printing service, a non-add 
key for printing reference num- 
bers, a column indicator and a 
credit balance indicator which 
signals the operator whenever the 
machine contains a negative bal- 
ance. 
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Alan Wood Steel Co., Penco 
Division, 200 Brower Avenue, 
Oaks, Penna. has announced a 
multi-purpose, double door stor- 
age cabinet designed for use in 


PURCHASING 





offices and plants. The cabinet 
provides storage for a wide range 
of items including office supplies, 
maps, dies and instruments. Steel 
channels, built flush into cabinet 
sides at all four corners transmit 
shelf loads directly to the floor. 
The cabinets stand 78 inches high, 
are 36 inches wide, and 24 inches 
deep. 
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A new development in mar- 
ginal punched tabulating forms 
has been announced by American 
Lithofold Corp., 500 Bittner 
Street, St. Louis, Mo. In the new 
continuous multiple form, all 
parts except the last are made 
from carbonized paper. The form 
is designed especially for use 
where finished work can remain 
in continuous strips. 
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A new model folding chair has 
been introduced by the BeLa Di- 
vision of J & J Tool & Machine 
Company, 9505 S. Prairie Avenue, 
Chicago 28, Ill. Called the Scots- 
man, it is made of tubular steel 
ard folds to a thickness of 2% 
inches. A choice of seven frame 
colors are available. 
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How to combine functional design 


with a style-wise office - - 


specify the “Designer Line’’ of 


metal office furniture by PEERLESS 


Today, style in the modern business office is a 
““must’’. But too often, style is featured at the expense 
of equipment function. Or, the functional factor 
actually is over emphasized to where style has been 
completely sacrificed. 


Combine both and you have the Nth degree of 
business office layout. To be sure of this effective 
combination get all the facts about the new ‘Designer 
Line” by Peerless. 


Here’s the best way to do just that. Write today for 
a copy of the just-off-the-press ‘“Designer’”’ brochure. 
Fully illustrated are double and single pedestal desks, 
credenzas and modern typewriter wings. Also featured 
are modular pedestals and work surface tops in a wide 
range of sizes and styles. 


Just ask for a copy of Brochure #141 . . . from your 
nearby authorized Peerless Dealer . . . or write us 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pe 
Oun 25th Year 


NEW YORK CHICAGO HOUSTON LOS ANGELES 
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Association News 


Central Iowa 


Association 
Holds Steak 


Barbecue 


r 


Loppinc the day’s activities at 
the annual outing of the Central 
Iowa Association was a steak bar- 
becue held on the beautiful rec- 
reation grounds of the Midwest 
Metal Stamping Co. in Kellogg, 
Iowa. Don Foster, purchasing 
agent of Midwest and publicity 
chairman of the Central Iowa 
group headed the planning for 
the party. 

A total of 124 members and 
guests attended—with some play- 
ing golf at the Newton Country 
Club early in the afternoon and 
others touring the facilities of the 
Midwest Metal Stamping Co. and 
the One Minute Washer Division. 
At 5:00 o’clock, a social hour be- 
gan. 


Matt Karpan, retiring president (1.), 
with Bill Davis, District 3 Vice 
President from Rock Island, Il. 


Art Holmdahl, center background, president of Midwest Metal 
Stamping Company, being served his steak at the Central Iowa 
Association outing. 


Newly elected Central Iowa officers (1. to r.): Art Minor, presi- 
dent, John Morrell Co.; Al Rempp, vice president, Dun-Lap Mfg. 
Co.; Don Balvin, vice president, Lennox Industries; Bill Lange- 
field, treasurer, Maytag Co.; and Bob Reeves, secretary, Frye 
Mfg. Co. 


The three directors elected were (1. to r.): Herb Lubke, Solar 
Aircraft; George Mosher, Drake University; and Warren Gersten- 
korn, Eagle Iron Works. 
For More Information Write No. 233 
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Call Crucible for stainless of uniform excellence 


The lustre of Crucible stainless is achieved through precision-rolling on modern mills. Uniform physical properties 
are maintained by checking each heat — while electronic measuring controls ensure accurate gauge. Such 
methods produce coil after coil of uniform excellence. For stainless in all gauges down to .010” and in all strip 
widths, call or write: Crucible Steel Company of America, The Oliver Building, Mellon Square, Pittsburgh 22, Pa. 





CRUCIBLE | STEEL COMPANY OF AMERICA 


CANADIAN DISTRIBUTOR — RAILWAY AND POWER ENGINEERING CORP., LTD. 














Association News 


UTAH BOARD OF DIRECTORS—The newly elected board of directors of 
the Purchasing Agents Association of Utah are: (left to right) Curtis E. 
Rossiter, Chicago Bridge & Iron Co.; J. Merrill Bushnell, Pacific States 
Cast Iron Pipe Co.; Charles B. Bartlett, Allen Steel Co.; Fabian R. Hick- 
man, Mountain Fuel Supply Co.; and Clyde A. Theobold, Vitro Uranium 
Co. Wm. L. Christensen, University of Utah and Joseph A. Humphris, Mar- 
quardt Aircraft Co. were not present when the picture was taken. 


CHICAGO ASSN. ELECTS WOMAN TO BOARD: For the first time a 
woman was elected to the board of governors of the Purchasing Associa- 
tion of Chicago. Helen H. Waterman of the Chicago Motor Club was elected 
along with Joseph W. Gaffney (right) of Sears Roebuck and Co. and 
Joseph J. Daniels (left) of Milled Screw Products Co. The other nominees 
in the election, which was chairmanned by B. G. Erikson of Signode Steel 
Strapping Co., were, Frank J. Ruck, Jr., Florence M. Hayes, and Stanley 
Hopper. 


Water Transportation 
Suggested to 
Tri-City P.A.’s 


Colonel E. M. Fry. district engi- 
neer of the Rock Island Corps of 
Engineers, spoke recently to the 
Tri-City Association of Purchas- 
ing Agents. Col. Fry discussed 
the importance of the St. Law- 
rence Seaway and how it will af- 
fect business in the Quad-City 
area. 

The Illinois waterway which 
connects the Great Lakes with 
the Mississippi River has a seri- 
ous bottleneck in the City of Chi- 
cago. A $20 million project is now 
under construction to improve 
the Calsag Canal by widening it 
to 225 feet and increasing vertical 
clearance. 


E. W. Collison (right), newly elect- 
ed president of the Tri-City Associ- 
ation with outgoing president, T. R. 
Sterrett. 


Colonel Fry predicted a marked 
increase in the river traffic to 
the Quad-City terminals as water 
transportation continues to grow. 

At the May meeting E. W. Colli- 
son, Montgomery Elevator Com- 
pany, was elected president of 
the association. Serving with Mr. 
Collison will be: T. R. Sterrett, 
J. I. Case Co., national director; 
K. W. Schricker, Midwest Metals 
Corp., first vice president; R. M. 
Blackburn, second vice president; 
L. J. Sothmann, French & Hecht 
Div., Kelsey Hayes Co., third 
vice president; R. W. Fitzsim- 
mons, Uchtorff Co., secretary; 
R. C. Martensen, Moline Tool Co., 
treasurer; and R. D. Baillie, 
Carver Pump Co., assistant treas- 
urer. 
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\CE-WROUGHT METAL 


of die-pressed forgings helps Federal Pacific make new air 


circuit breakers more rugged —cuts machining costs in half 


In its new Type DST magnetic air circuit 
breaker line, Federal Pacific Electric Company, 
Newark, N. J., builds in dependable operation 
and long life with parts of outstanding mechan- 
ical and adequate electrical properties. 

Typical of this attention to detail are the 
arcing contacts (left). Similar parts prev iously 
used had been castings or built-up assemblies. 
Now the contact bodies are Anaconda Forging 
Brass-250 die-pressed forgings. The twice- 
wrought metal is denser, stronger, »ithstands 
mechanical shock better—reducin,; the fatigue 
factor and producing longer service life. The 
contacts also have higher concuctivity. And 
best of all, their consistent dimensional accu- 
racy and smooth finish cut machining costs 
in half. 





RIGHT: Movable arcing contact assemblies at 
the left and the stationary arcing contact as- 
semblies at the right in a 5-kv Federal Pacific 
Type DST air circuit breaker. They have a 
momentary current-carrying capacity of 60,000 
amperes. Contact tips of tungsten alloy are 
silver-soldered to the forgings. These are two 
of several areas where Federal Pacific uses the 
superior physical properties of Anaconda die- 
pressed ae to help provide dependable 
operation and long service life in its line of 
metal-clad switchgear. 


T Is often easier than you think to achieve high quality and per- 

formance while simplifying fabrication and cutting over-all 
costs. American Brass technical specialists are constantly working 
with designers, production engineers and buyers, helping them 
meet their joint requirements—through the use of such Anaconda 
mill products as die-pressed forgings, extruded shapes, special- 
shape tubes. For this kind of practical help, see your American 
Brass representative or write: The American Brass Company, 
Waterbury 20, Conn. In Canada: Anaconda American Brass Ltd., 
New Toronto, Toronto 14, Ontario. boa 


ANACONDA 


Federal Pacific takes its circuit breakers out to COPPER + BRASS - BRONZE 
industrial and electric utility customers. Pas a NICKEL SILVER - MILL PRODUCTS 
representative sets up a demonstration of a 5-kv, 


1,200-amp breaker in the field. Made by The American Brass Company 


For More Information Write No. 230 on Inquiry Card—Page 32 
Juty 6, 1959 





Now...you can have 
Grinnell-Saunders 
Diaphragm Valves of 


Ductile 
[ron with 
Glass- 
Lined 
Bodies 














After long research, Grinnell has available Of particular importance to users of 
‘ , Mi 7 ‘ : : : Important features of the 

top quality, corrosion-resistant glass lined Grinnell-Saunders valves is that ductile @rinnsll-Goundere Glaphougm Velve 
bodies for its line of rugged ductile iron _iron bodies can now be glass-lined—a pro- 4 ; 
| E ‘ ’ ® Diaphragm completely isolates 
valves. cedure not practical with cast steel bodies. operating mechanism from the 
| EXTRA TOUGHNESS The greater tough pee 
. nag —, eee ug WIDE SELECTION Body linings: glass, ® Diaphragm lifts high for full, 
| ness of ductile iron resists impact, torsion, rubber, neoprene. Diaphragms: soft nat- streamline flow in either direction 
| line strains and thermal shock. Grinnell- yral_ rubber, natural rubber, white syn- * Diaphragm effects positive, leak- 
| Saunders valves of ductile iron handle — thetic rubber, neoprene, reinforced neo- tight closure 
severe service requirements where both  prene, butyl, Hycar, Teflon, Kel-F, PVC * Diaphragm easily replaced with- 

: 5 ; : out removing valve body from 
internal and external impact shocks may (polyvinyl chloride), polyethylene. Bon- the the 
be expected, and where piping stresses net materials: ductile iron, grey iron. === 
| from rapid heating and cooling occur. Bonnet styles: handwheel (non-indicating 
stem or indicating stem), chain wheel, 
) ECONOMY Approved and used by lead- Jever for quick operation, and sliding 
ing industries, ductile iron offers many of stem for a wide selection of power > 
the benefits of cast steel at a lower price. operated topworks. — 
| 














| GRINNELL-SAUNDERS DIAPHRAGM VALVES 


Grinnell Company, Inc., Providence, Rhode Island ° Coast-to-Coast Network of Branch Warehouses and Distributors 





pipe and tube fittings * welding fittings * engineered pipe hangers and supports * Thermolier unit heaters °* valves 
Grinnell-Saunders diaphragm valves * pipe * prefabricated piping * plumbing and heating specialties * water works supplies 
industrial supplies ° Grinnell automatic sprinkler fire protection systems ° 





Amco air conditioning systems 
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You'll find out, with... 


with your maintenance man.. . 


Vertical, Likt Metal-clad you perform 


normal breaker maintenance in 20 minutes 


Ask your maintenance man which make of metal-clad 
switchgear is easiest and quickest to maintain, and it’s 
an odds-on bet he'll tell you General Electric Vertical Lift. 

He can show you why. For example, one man, in just 
35 seconds, can remove the box barrier to inspect the 


contacts. The arc chutes do not have to be removed. In 
fact, he can complete routine maintenance of an entire 
Vertical Lift breaker in 20 minutes or less. Saving his 
time saves you dollars. General Electric 
Schenectady 5, New York. 


Company, 
511-44 


Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 














Association News Syracuse P.A.’s Invite 


‘ College Students To 
ring P.A. Gets Award : 
—— ——— , i Attend Meeting 


Reti 
Thirty-four members of the 
class in industrial distribution at 
Clarkson College of Technology 
were guests of the Central New 
York Purchasing Agents Asso- 
ciation in Syracuse recently, 

This was the second annual 
meeting between the purchasing 
agents and Clarkson students in 
observance of a day set aside for 
“Education in Purchasing.” A. 
Kemp Stevens, chairman of the 
education committee organized 
this year’s program. 

Before going to Syracuse, the 
men toured the Oneida Com- 
munity Silver Co. plant in Sher- 
rill. 

At the regular association meet- 
ing the students heard E. F. An- 
drews, vice president, Allegheny 
Ludlum Steel Co. speak on the 


, topic, “Free Enterprise or Free 
Henry C. Bauer, (left) recently retired purchasing agent for Revere Copper Loading.” In his talk, Mr. An- 
& Brass Co., Dallas Division, receiving a citation from Seymour Ellison of d noted i : el ¢ 

the Perfection Gear Co. and president of the Chicago Association. Mr. Sews Cvs uat t ies ministra- 
Bauer had completed nearly 35 years with Revere up to his retirement. tion of the purchasing function. 


THE 
LARGEST 
STOCK IN 
STAINLESS 
STEEL 
FASTENERS 
COMES FROM 


ALLMETAL| 


You can get PROMPT DELIVERY of Allmetal Stainless TWX GC-603 N. Y. PHONE: PIONEER 1-1200 
Steel Products. Why = pick up aged phone and call 

the nearest division. Direct teletype facilities for your MIDWEST | 6424 WEST BELMONT AVE. « CHI 

urgent needs are available. You'l be happy you called. DIVISION | TWX CG 3185 ‘ PHONE: AVENUE 29232, 3,4 
You will fin is unique procedure the answer to your WEST COAST} 5822 W. WASHI ° 

Stainless Steei fastener problems. DIVISION TWX LA 1472 — BLVD. ONES WEBSTER ass 











FALTEMETAL 


SCREW PRODUCTS COMPANY. INC. 
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Savings through the back door 


One of management’s most important objectives tem representative. We have the facilities and 
today is keeping costs down, finding ways te the experience to provide the swift, dependable 
make less money do more work. It’s almost a service you want — and still save you money. 
condition of survival. Our specialists have been Call us. We’re listed in the Yellow Pages. 

able to help many companies effect unexpected 
economies in transportation — and at the same FOR YOUR FILES: A free copy of 
time noticeably improve the speed and efficiency aoe Cacsheniitns Gaseies Sian 
of their freight shipments. Have you recently Schedule ... a complete listing of 
examined your transportation procedure from , Interstate’s 221 timed departures 
this viewpoint of economy? If not, have someone offering excellent service to many 
in your organization check your Interstate Sys- small towns. Write Department P. 


m| INTERSTATE 
68 TERMINALS IN 26 STATES | 


COAST-TO-COAST SERVICE SYS y EM 


734 Grandville Ave., S.W., Grand Rapids, Michigan 





MORE Te an A TRY S| 4 NE A TRANSPORTATION Y 
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NOW ...FROM AUTO-LITE 


NEW PUMP AND TRACTION MOTOR DESIGNS 
COMBINE VERSATILITY, DEPENDABILITY, STAMINA 





NEW COST REDUCTION SERVICE More flexible than their names imply, Auto- 
Lite Pump and Traction motors are widely 
FOR MANUFACTURER CUSTOMERS used for the many industrial applications that 
‘ , tat fall within the scope of their power and duty 
Programs that include design, engineering, methods, 2 : 
a and pan a are ar aciotien to the cycles. These series motors embrace a wide 
important new cost reduction service of the Electrical speed and torque range and almost all models 
Products Group of Auto-Lite. Included are greatly ex- meet the rigid specifications of the Under- 
panded research and engineering activities, facilities for writer’s Laboratories. They operate at high 
field training and service, and District Managers pre- efficiency with a low current draw so battery 
pared to assist customers and prospects in their drive charging and maintenance is minimized. Here 
for lower costs. are a few outstanding Auto-Lite features: 











1. AFBMA quality ball bearings—lifetime 
double sealed 


2. Armature shaft designed to critical speed 
well above operating range 


3. V-ring commutator construction—stabi- 
SOLENOID RELAYS AND 


CIRCUIT i j 
TRACTION AND SWITCHES we. ontAneas lized by seasoniag 
LIGHT AND PUMP MOTORS 


NEAVY DUTY 4. Armatures and field coils dipped and 
MOTORS o baked, on most models, to seal against 
moisture and dust 


These motors are series wound, but shunt and 

compound wound motors can be supplied if 

required. Traction motors are reversible. 

ae. "Cons FRACTIONAL Pump motors rotate clockwise facing drive 

GENERATORS mOTORS idaiiaiiin end, but can be made counterclockwise if 
desired. For details clip the coupon opposite. 


ELECTRICAL PRODUCTS 
& GROUP 
® THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO 
134 
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GREATLY EXPANDED 
RESEARCH AND 
ENGINEERING FACILITIES 
ASSIST AUTO-LITE 
CUSTOMERS 


In 19 modern laboratories hundreds of 
graduate engineers and scientists, 
assisted by skilled laboratory techni- 
cians and draftsmen, are engaged in 
special projects for the military and 
industry. 


Each individual laboratory specializes 
in its own area of research and engi- 
neering. Any two or more laboratories 
can be co-ordinated under the Director 
of Research in a team effort to approach 
a particular problem or series of 
problems. 


Attitude of Inquiry 


By maintaining a practical attitude of 
inquiry, Auto-Lite engineering is made 
vital and anticipates the needs of the 
many industries we serve. 


Low voltage ignition, coaxial starters, 
cermets, ceramics, transistorized igni- 
tion have all been under development 
in the Auto-Lite laboratories in recent 
years. 


How you can take advantage of this service 


As a part of the new Auto-Lite Cost 
Reduction Service, the Electrical Prod- 
ucts Group District Managers are at 
your service. They can tell you how 
Auto-Lite can make available to you 
the skills and know-how of its 19 
engineering and research laboratories, 
its manufacturing facilities, and its 
world-wide service organization. They 
can help you with your cost reduction 
and product improvement programs. 


=| 
THE ELECTRIC AUTO-LITE COMPANY 
ELECTRICAL PRODUCTS GROUP - TOLEDO 1, OHIO 


Please send me further information on... 


00 Distributors C Relays, Solenoids, 
© Pump & Traction Governor Switches 
Motors CD Starting Motors 
0 FHP DC Motors (1 Voltage Regulators 

0 Generators 0 Oil-Filled Coils 


Name 





Company... Position 


Address_ 





—-——-—-— — — -— - - - - - - 4 


City & State 





he 
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NEARLY A HUNDRED MEMBERS of the Northern California Purchasing 
Agents Association recently visited Shell Development’s Emeryville Re- 
search Center as guests of Reed H. Chase, Shell’s purchasing and stores 
manager. Inspecting a new conveyor belt system are: (left to right) Ed 
Rawlinson, City of San Leandro; Paul Graham, City of Berkeley; Don M. 
MacVean, Raymond Concrete Pile Co.; Reed Chase; and Ray Murray, 
Southern Pacific Railroad. 


CHATTANOOGA OFFICERS—Seated are (left to right) P. J. Davis, pres- 
ident; Mrs. Maycel Payne, secretary; and L. K. Riggs, first vice president. 
Standing are: (left to right) B. E. Denton, Clifford Whittle, and John 
Crisman, directors; Lee Elkins, treasurer; and Harlan Whitfield, second 
vice president. 


135 











“We use the Yellow Pages for local 
‘spot’ buying from Boston to Baltimore,’ 


says William Van Treuren, Director of Purchasing, 
Dixon Chemical and Research, Inc., Bloomfield, N. J. 


“Purchasing men at our plants and offices all along the East Coast 
use the Yellow Pages to find local suppliers of everything from 
valves to office supplies. We also keep a file of directories here in 
Bloomfield, which we use in making major purchases — especially 
when we ask for competitive bids. 


“We've found the Yellow Pages really comes in handy when we 
move into a new city. Recently we started building a new plant * 
in Paulsboro, N. J.,and needed local suppliers quickly. With the * 

help of the Yellow Pages, we found sources 
for everything we wanted in no time at all.” 


Are you making full use of the Yellow 
Pages to find sources of supply quickly? 


America’s buying guide for over 60 years 
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New York P.A.’s 
Find Themselves 
Within The Law 


A prominent lawyer was the 
principal speaker at a _ recent 
forum meeting of the New York 
Purchasing Agents Association. 
Charles S. Maddock, general 
counsel for the Hercules Powder 
Company spoke on the topic, 
“Are You Purchasing Within The 
Law?” 

Speaker at the dinner meeting 
was Robert G. Welch, executive 
vice president, American Steel 
Warehouse Association. His topic 
was, “Cost of Possession.” Mr. 
Welch brought out that sharp- 
ened competition and the con- 
tinuing increasing emphasis on 
effective materials management is 
posing new challenges to the pur- 
chasing agent. 

The purchasing agent, Mr. 
Welch advised, must keep himself 
fully and currently aware of the 
various techniques and relative 
costs in supplying raw materials 
and semi-finished goods to keep 
production rolling efficiently. At 
the same time he must maximize 
savings in his materials costs. 


New Officers Elected 
In North Jersey 


The slate of candidates pre- 
sented by the nominating com- 
mittee was elected unanimously 
at a recent meeting of the Pur- 
chasing Agents Association of 
North Jersey. 

The new officers are: Howard 
Webster, Continental Can Co., 
Inc., president; Ted Kopacki, 
Autographic Business Forms, 
Inc., first vice president, Charles 
Messner, ITT Federal, second 
vice president; Irene Gordon, 
Wallace & Tiernan, Inc., treas- 
urer; John S. Babiy, Permacel, 
secretary; and Phil Richmond, 
Aluminum Co. of America, na- 
tional director. 

Also nominated for a two-year 
term on the executive committee 
were: Richard Smith, Monsanto 
Chemical Corp., and Vincent 
Huether, Ethicon, Inc. 
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Get these 3 advantages 
with V-belts reinforced with 


DACRON 


POLYESTER FIBER 


1. EXTRA-LONG SERVICE LIFE. V-belts made with “Dacron’”” 2. REDUCE EXPENSIVE INVENTORIES. V-belts reinforced 
kept this car shakeout on the job three full years without a with “‘Dacron’’ have outstanding dimensional stability. They 
belt change—52 times longer than with previously used con- won’t shrink or stretch in storage . . . assure quick, positive 
ventional belts! Evidence of the remarkable ability of these matching for fast installation , . , eliminate costly downtime 
belts to withstand shock loads and constant flexing. for adjustments. 


Savings of as much as 10°% per drive unit are pos- 
sible when you use V-belts reinforced with Du Pont 
‘‘Dacron’’* polyester fiber. The strength, stability 
and extra life of these belts combine to bring down 
drive costs .. . through less downtime and smaller 
inventories . . . fewer belts and sheaves .. . lower 
maintenance and fewer replacements. 

For the next drive you design or install, be sure 
you specify V-belts reinforced with Du Pont 
‘‘Dacron”. Du Pont makes the “Dacron’’ fiber 
used by belt manufacturers in producing their fin- 
est-quality V-belts. 

SEND FOR FREE BOOKLET: “Du Pont ‘Dacron’ Sets 
New Standards for V-Belt Performance’’. For 
your copy, fill out and mail coupon below. 


*“ Dacron” is Du Pont's registered trademark for its polyester fib 


3. 5 BELTS DO THE WORK OF 7. The extra strength of V- E. I. du Pont de Nemours & Co. (Inc 
belts reinforced with “‘Dacron’’ allows the use of fewer belts Textile Fibers Department 

and sheaves . .. permits up to 40% more horsepower per drive 5518-(C) Nemours Bldg. 

unit, without an increase in the number or size of sheaves, Wilmington 98, Delaware 


Name 





Firm 


Address 








REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING. « THROUGH CHEMISTRY 
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™ 
The new CRATEX 


TOOL & DIE MAKERS KIT 


The world’s finest rubberized abrasives 
for deburring, smoothing and polishing 
tools, dies, patterns, molds, models, instru- 
ments and component parts. 

Kit contains 80 wheels and points in the most 
popular sizes and shapes, equally assorted in 
four grit textures, coarse (C), medium (M), 
fine (F), extra fine (XF)... plus four mandrels 
for %” chuck... — ed in plastic box, com- 
partmented for fast selection. $7.50 complete. 


Order your new Cratex Tool & Die Makers Kit 
#777 through your distributor—or, send your 
order to us for delivery by the Cratex distrib- 
utor nearest you. 


C R ATEX Free 8-page catalog available on request. 


MANUFACTURING CO., INC. 


1600 ROLLINS ROAD, BURLINGAME, CALIFORNIA 
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GET MORE OUT OF 
PURCHASING 


Put your own name on the mailing 


label that delivers PURCHASING 


Concentration on design and production of quality Magazine ... and see how much 
ball bearings for all kinds of uses over a 50-year more you'll get out of the contents. 
period has taught us a lot. Like how to move fast 
when sudden new engineering needs arise. How to See how much you'll gain by having 
keep production flexible when everybody wants ° ° ° 
everything right now. How much worth there is— time to really digest the material 
to our customers and to us—in pride of workman- written just for you. 

ship and real understanding of a supplier’s duty to 
meet “when-promised” delivery dates. If things A personal copy should always be 
like this make sense to you, talk to us about your 
ball bearing requirements, whatever they may be. 
Bearings Company of America Division, Federal- help you when you need it. 
Mogul-Bower Bearings, Inc., Lancaster, Pa. 


handy for easy reference—ready to 


Order a personal subscription now— 
BEARINGS COMPANY OF AMERICA $4. a year. Write to PURCHASING 
Magazine 205 E. 42nd Street, New 
York 17, N. Y. 











For More Infcrmation Write No. 239 on Inquiry Card—Page 32 


138 PURCHASING 





| New =7.1@, 
\ ee0 DOT. ee 


fo) mae van ic Nails down freight information 


concisely and constantly 
for shipper satisfaction 


B&O’s latest feat in modern rail- movement is relayed to all B&O 


roading gives carload shippers 
faster freight tracing electronically. 
B&O... DOT... flashes terminal 
to terminal movements to system 
headquarters. From this one nerve 
center, the complete picture on car 


traffic offices throughout the United 
States and Canada—24 hours a day. 


Now B&O can help shippers’ 
plans with even better information 
in a faster way. Ask our man! 


fed * ical ced ~ Goel Decal Wied Urol Wad Vom Wal 
BALTIMORE &@ OHIO RAILROAD 
The line of SENTINEL Service—TIME SAVER Service—TOFCEE Service 
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Association News 





Eastern New York 
Elects Officers 


At a recent meeting the Pur- 
chasing Agents Association of 
Eastern New York elected Clar- 
ence E. Anderson, Ford Motor 
Company, Green Island, N, Y. as 
president. 


Clarence E. Anderson, Ford Motor 
Co., Green Island, N. Y. 


Also elected were: Austin A. 
Woodward of the Woodward 


Company, Albany, N. Y. as first 
vice president; J. Burton Mont- 
gomery, General Aniline and 
Film Corp., second vice president; 
William J. Bryant, National Com- 
mercial Bank & Trust Co., Al- 
bany, N. Y., treasurer; Mark B. 
Patten, Behr-Manning Corp., 
Watervliet, N, Y., secretary; and 
Eugene L. Hunt, Albany Castings 
Co., Voorheesville, N. Y., national 
director. 


Railroad P.A.’s Hold 
Annual Meeting 


From June 8 to June 10, pur- 
chasing agents, buyers and store- 
keepers of U. S. and Canadian 
railroads convened in Chicago for 
the 33rd Annual Convention of 
the Purchases and Stores Divi- 
sion of the Association of Ameri- 
can Railroads. 

This year, for the first time, 
guest speakers from outside the 
railroad industry were invited. 
Among these noted authorities 
were: Gordon Burt Affleck, presi- 
dent, National Association of 
Purchasing Agents; Andrew Ken- 
nedy, vice president, purchasing 


and traffic, Westinghouse Elec- 
tric Corp. and Paul Farrell, edi- 
tor of PurcHasznc Magazine. 


Dayton P.A.’s Hear 
4th District V.P. 


At a recent meeting of the Day- 
ton Association of Purchasing 
Agents the featured speaker was 
Russ Stark, 4th District vice 
president. Mr. Stark is director of 
purchases at the Burroughs Cor- 
poration in Detroit and has been 
very active in purchasing. 

The subject of his talk was, 
“Will Purchasing Ever Grow 
Up?” Mr. Stark gave some of the 
reasons why purchasing people 
join the association. He said, 
“Some join for fellowship; some 
join for sociability. Others join 
because they are joiners, but 
others join for the most important 
reason: To learn from the experi- 
ence of others, to use their tools, 
to help their job in purchasing 
and to further the profession.” 

At the conclusion of his talk, 
Mr. Stark quipped, “N.A.P.A. 
does not stand for ‘No Active 
Participation Anytime.’ ” 








MACHINE 


WORK & 
SPECIAL 


MACHINE 


BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 


CHESTER, PA. 








Ideal way to secure 
spare parts to any product 


* Waterproof + Handles easily 
* Sticks fast * Won't shrink, 
dry out or crack 
* Doesn't get brittle 


Send for sample 
and complete information today! 


POLYETHYLENE 


miracle tape 


GRIPS BEST 


on Plastic Film » Paper » Metal « Smooth Lumber 


Miracle Tape 


GERING PLASTICS 
division of STUDEBAKER-PACKARD CORP. 


Kenilworth, N. J. 
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Somebody saved Yi Eon this fastening 


But something was missing when costs for the cas- 
tellated nut and cotter pin unit were figured. The 
extra expense of field service calls; the cost of “down- 
time” to the customer; the value of your company’s 
reputation as a manufacturer. Add these factors 
in . . . then the one quarter cent for the double 
dependability of an Elastic Stop nut becomes the 
lowest cost insurance you can obtain for the protec- 
tion of your equipment and your reputation. 

No component, part or material which fails under 
the stresses of normal product performance can be 
economical . ., no matter how low the initial cost. Fail- 
ure of the smallest part is failure of the equipment. 

Because they cannot be shaken loose . . . because 
the exclusive nylon locking insert retains original 


locking torque throughout the most rugged operat- 
ing conditions — Elastic Stop nuts insure against 
breakdowns through fastener failure. And, because 
Elastic Stop nuts eliminate the possibility of product 
failure caused by loosened fasteners . . . they are truly 
the most economical fasteners available. 

For detailed photos showing how some of Amer- 
ica’s foremost manufacturers of heavy equipment 
have insured critical bolted connections with Elastic 
Stop nuts on such units as rock drills, scrapers, snow 
plows, off-the-road trucks . . . write to ESNA. Or, for 
first hand proof, tell us the preferred size and we'll 
send you test samples. Address: Dept. S24-715, 
Elastic Stop Nut Corporation of America, 2330 
Vauxhall Road, Union, New Jersey. 


DOUBLE DEPENDABILITY 


The dependability built into every Elastic Stop nut builds itself 
into the dependability of every product on which it is used. 


ELASTIC STOP NUT CORPORATION OF AMERICA (it) 
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LOOK FOR THIS SIGN 





for fast, dependable 
service on 

e@ hand hack saws 
@ power hack saws 
@ band saws 

e hole saws 

e@ hammers 


@ ground flat stock 


LOOK FOR THIS SIGN 


for fast, dependable 


service on all your 


industrial needs. 


Patronize the Distributor 


who displays both. 


THE CAPEWELL MFG. CO. 
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HARTFORD 2, CONN. 
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Association News 





Elect New President For 
Georgia Association 


The Purchasing Agents Associ- 
ation of Georgia recently elected 
officers for the year 1959-60. Joe 
C. Reeves, Atlanta Newspapers, 
Incorporated is the new president. 
He is one of the youngest presi- 
dents the association has ever 
had. Although only 28 years old, 
Mr. Reeves has been in purchas- 
ing for 10 years and has been 
very active in the Georgia As- 
sociation for the last four or five 
years. 

Serving with Mr. Reeves will 
be Fred E. Kreiss, first vice presi- 
dent; Arden C. Taylor, second 
vice president, Marie Sayne, sec- 
retary; Clarence C. Barnes, 
treasurer; H. P. Williamson, Al- 
ton L. Turner and R. E. Dunn as 
directors; and J. T. McDonald as 
national director. 





Joe C. Reeves, Atlanta Newspapers, 
Inc., Atlanta, Georgia. 


Two new members were added 
to the association at the same 
meeting. They were William E. 
Taylor, Miller and Miller, Inc. 
and David L. Wade, Jr. of Chev- 
rolet-Atlanta Division. 

The program for the election 
night meeting consisted of a panel 
made up of members of the Dis- 
tributors Buyers Group, moder- 
ated by Howard Baer. 

Jim Tatum of J. M. Hull Metal 
and Supply Co. spoke on “Freight 
and Traffic.” J. R, Patrick told 
of the inventory control system 
used at the Georgia Power Com- 
pany General Stores Warehouse 
and the use of a six months’ fore- 


cast basis for scheduling receipts 
at the supply center. 

Eugene Ownby of Ivan Allen 
Company looked into the ques- 
tion of “Lease or Purchase.” 
“Storage and Handling” was pre- 
sented by John Carroll of Beck & 
Gregg Hardware Company. 


Ford Executive 
Speaks in Rochester 


Harold L. Kohlmier, purchasing 
director, Ford Division, Ford 
Motor Company was the principal 
speaker at a meeting sponsored 
jointly by the Purchasing Agents 
Association of Rochester with the 
Rochester Sales Executive Club, 
Rochester Salesmen’s Club and 
the Industrial Buyers Association. 

His remarks on “Who Sells 
Who” were particularly appro- 
priate since 250 buyers and sellers 
attended the meeting. 

Mr. Kohlmier stated that the 
seller-buyer relationship is one of 
the most important facets of suc- 
cessful industrial operation and 
at the same time, one of the 
most misunderstood and misused. 
Buyer and seller have many com- 
mon interests, but there is no one 
definite criterion for a satisfactory 
relationship. He spoke of train- 


‘ ing salesmen to sell and deplored 


the lack of training of buyers to 
buy. 

Mr. Kohlmier advised the sales- 
men that if they do their job suc- 
cessfully and sell their product 
to purchasing, then purchasing, in 
turn, will carry on the selling of 
the product at the conference 
tables and to production in his 
own plant, 











“Sure, I'm familiar with your 
line. ’'ve heard it from a dozen 
different salesmen!” 
For More Information Write No. 246 
on Inquiry Card—Page 32> 
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AHH... 

WHAT A GENERAL ELECTRIC WATER 
COOLER CAN DO ON A HOT SUMMER DAY! 
WHY NOT CALL YOUR GENERAL ELECTRIC 

DISTRIBUTOR NOW? HE'S LISTED 


IN THE YELLOW PAGES. 


14 MODELS 
ABOUT $110 UP 











you can rely on 
ACCURACY 
when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 
Decatur, Indiana 


Phone 3-2700 
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EWAN SKA: 


TO GREATER 


pEFFICIENCY 


GREATER SAFETY 
COMFORT AND 
DEXTERITY ... 


PLASTIC GLOVES 


wow “BOX-TIPPED” oe 


Boxed-tipped fingers, curved to fit the 
finger, add greater comfort and pro- 
tection. They keep the finger from hug- 

| ging the glove fabric and allow ar 
circulation when the hand is flexed. 
Curved tip is pitched at an angle to 
provide the added dexterity of an 
“extra set of finger nails’ for handling a] 
— small parts. 

Distributors Franchise Inquiries Invited By 

ADVANCE PLANTS IN 


Detroit ® Chicago ¢ Toledo * Rome, Georgia 


WRITE FOR FREE CATALOGS 








Avance GLOVE MFG.CO. 


938 W LAFAYETTE BIVE DETROIT 26 MICH 


For More Information Write No. 248 
on Inquiry Card—Page 32 
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Purchasing As a 
Management Function 
(Continued from page 80) 


It has frequently been noted 
that in recent years management 
has “discovered” purchasing. 
This is highly gratifying, even 
though the discovery is a belated 
one. We have known about pur- 
chasing for a long time, and might 
be pardoned for saying, “I told 
you so.” Actually, however, man- 
agement has something to tell us 
about purchasing, for they view 
the function from a fresh and ob- 
jective viewpoint, keyed to the 
question of what management 
should expect from its purchas- 
ing departments. It pays to listen 
to management’s opinion of our 
function, for in the long run man- 
agement will determine purchas- 
ing’s role in the business organi- 
zation. 

The interesting thing about this 
development is that management 
starts in where purchasing itself 
has just arrived, The evidence 
in scores of companies, in the 
type of personnel assigned to pur- 
chasing duties, in the nature of 
training programs, and in the 
curriculum of business adminis- 
tration schools, clearly shows that 
purchasing is accepted as a man- 
agement function, correlated with 
other phases of the business, and 
that today’s purchasing executive 
is expected not only to buy, but 
to manage the procurement pro- 
gram in the fullest sense of the 
term. Purchasing science and 
professional standards are ac- 
cepted too, but as a tool and 
guide, the necessary but inci- 
dental means of implementing 
purchasing management. 

It now seems very clear, as 
many of us have suspected for 
some time, that this approach to 
purchasing as a management 
function is the broad highroad 
which the further development 
of purchasing will follow, and 
into which the other paths will 
merge. It is well that we have 
come along all three, for it has 
readied us for the management 
responsibility. There will always 
be a science of purchasing, prob- 
ably far beyond anything we yet 
know, and we must keep pace 
with those techniques and the 


knowledge they place at our dis- 
posal, There will always be a 
profession for the man in pur- 
chasing. But the greatest service 
to industry and the greatest op- 
portunities in industry are re- 
served for the man who knows 
that purchasing is a part of man- 
agement because purchasing is 
management. 


Unpriced Purchase 
Orders In Court 
(Continued from page 87) 


price and does not represent a 
reasonable market price. 


Contract Enforcement 


Some courts have refused to 
enforce executory open price 
sales contracts. These courts seem 
to be in the minority, and fortu- 
nately so, for there is no good 
reason for not enforcing the con- 
tract against a seller who has ac- 
cepted an open price purchase 
order. The increased pace of mod- 
ern business is sure to result in 
greater numbers of orders being 
issued without the purchasing 
agent waiting the necessary time 
required for the procurement of 
an accurate price. The courts re- 
fusal to enforce these open price 
contracts would serve only to re- 
tard the expeditious functioning 
of business inter-relations. 

The ultimate function of a con- 
tract is to establish beforehand 
the rights and duties of the con- 
tracting parties. This serves to bar 
misunderstandings and hardships. 
In this way contracts help elimin- 
ate friction and conflicts between 
buyer and seller. For this reason 
it is always a good idea for the 
purchasing agent to show on his 
order the price to be paid. How- 
ever, he should not be afraid or 
hesitant to issue an order without 
a price if by doing so he can speed 
up the delivery of material and 
services to keep his company go- 
ing. The law is on his side to see 
that he is not taken advantage of 
by the unscrupulous vendor. 





For Reader 
Service Card Turn 
To Page 32 
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snow OUNCES 


A NEW SERIES OF STANDARD >/b SPLINES 
AT LESS THAN HALF FORMER COST! 





‘Average 40 TIMES Lower Coefficient of 
Friction than Conventional Sliding Splines— 
Far Better Performance at Comparable Cost 


Good news for machine tool, aircraft and other designers! 
Standardization and volume production economies now 
enable you to take full advantage of this revolutionary 
ball/bearing Spline, built on the same gliding ball princi- 
ple pioneered by the famous Saginaw b/b Screw. 


Wherever easy linear movement is required under high 
torque load, Saginaw Standard b/b Splines offer: 


e Freedom from Frictional Heat « Minimum Radial Lash 
e Long, Trouble-free Service Life 


HIGH PRECISION COMMERCIAL QUALITY 


These new low-cost Standard b/b Splines. are high com- 
mercial quality with excellent precision and service life, 
suitable for all but the most critical applications. Yet they 
cost about the same as high-friction splines. 


TRANSMIT OR RESTRAIN HIGH TORQUE 
LOADS NO OTHER SPLINE CAN HANDLE 


Standard b/b Splines are so friction-free that they permit 
previously impossible applications under very heavy torque 
loads, where the effort required to slide conventional splines 
would exceed the structural strength of members. They 
literally let you achieve the “impossible”! 


CUquULOLW (34 


Saginaw b/b Splines transmit or restrain high torque loads with far 
less friction because mating surfaces glide on rolling balls instead of 
sliding back and forth. Steel balls recirculate in closed circuits 
formed by mating longitudinal raceways spaced around the cir- 
cumference of inner and outer parts. 








6 STANDARD SIZES 
375 .625 1.000 1.500 2.000 2.500 


Can be fitted with integral gears, clutch dogs, bearing and sprocket 
seats or other attachments for use with electrical, hydraulic or 
pneumatic units. 





SEND TODAY FOR FREE 
BALL BEARING SCREW 
AND SPLINE HANDBOOK 
or see our section in 
Sweet’s Product Design file. 


* 
A o Dc ews & plines 
SAGINAW STEERING GEAR DIVISION OF GENERAL MOTORS CORPORATION, SAGINAW, MICHIGAN 


WORLD'S LARGEST PRODUCER OF BALL/BEARING SCREWS AND SPLINES 


JuLy 6, 1959 


145 





5-Part Buyer 
Training Program 
(Continued from page 72) 


3. The Buying Day 


a. Receipt of requisition 

b. Inquiries and quota- 
tion 

c. Placing the order 

d. Preparation of the pur- 
chase order 

e. Distribution 

f. Filing 

g. Expediting 

. Policies and Procedures (4 

weeks in general purchasing 

department) 

. The Requisition 

a. Definition of require- 
ments 

b. Origin 

c. Authorization 

d. Types 

. The Purchase Order 

a. Essential information 

b. Sale commitment 

c. Conditions 

d. Acknowledgements 


3. Selection of source 


a. Single sources 
b. Competitive bidding 
c. Local sources 
d. Type of vendor 
4. Analysis of vendor 
a. Trade standing-relia- 
bility 
b. Ability to meet speci- 
fications and quality 
requirements 
c. Service 
d. Price 
. Analysis of quality 
a. Standards and specifi- 
cations 
b. Samples and tests 
c. Trial orders 
. Analysis of service 
a. Sales service 
b. Order service-delivery 
ce. Product service-War- 
ranties 
. Price determination 
a. Inquiries and quota- 
tions 
b. Published price data 
c. Negotiations 
d. Unpriced orders 
. Factors affecting price 
a. Types of prices—in- 
dustry prices 
b. Discounts 
c. Terms of payment 
d. Escalation 
e. FOB Points 


f. Cancellation charges 
References 

a. Catalogs 

b. Directories 

ec. Trade journals 


. Vendor relations 


a. Interviewing 
salesmen 

b. Ethics 

c. Reciprocity & stock- 
holders 

d. Favors 

e. Personal purchases 


. Liquid Duplicating Process 


a. Procedure 
b. Distribution 
c. Advantages 


. Filing practice 


a. Need for adequate files 
b. Standard files and 


functions 


. Buying tools 


a. Buyer’s cards 

b. Commodity files 

c. Coding and statistics 
d. Vendor address book 


. Blanket orders 


a. when used 
b. advantages 
c. pricing 


. Special agreements 


a. Purpose and advan- 
tages 
b. When used 


c. Relation to purchase 
order 


. Service contracts 


a. Essential information 
b. Special clauses 
c. Insurance coverage 


. Construction contracts 


a. Special forms 

b. Essential information 
c. Special clauses 

d. Insurance 

e. Bonds and liens 


. Sale of scrap and surplus ma- 


terial 
a. Methods of disposition 
b. Invitations to bid 
c. Selection of dealers 


. Expediting 


a. Purpose 

b. Total and selective 
follow-up 

c. Techniques 

d. Follow-up file 

e. Relation to production 
dept. 

f. Relation to vendor 

g. Outside Expediting 


C. Related Activities (7 days) 
1. Stores 


a, Material disbursement 


b. Record keeping 
c. Order points 


. Inventory control 


a. Turnover 
b. EOQ 


. Accounting 


a. Report of purchases 
b. Invoice payment 


. Receiving and Inspection (2 


days in receiving department) 
a. Function of receiving — 
b. Inspection and rejec- 
tion 
c. Receiving reports 


. Legal and Insurance (1 day 


each in legal and insurance 
departments) 
a. Purchase order as a 
contract 
. Warranties 
c. Indemnity and Insur- 
ance 
d. Robinson-Patman Act 
e. Penalty clauses 
f. Patents and licenses 


. Quality control (3 days in in- 


spection department) 
a. Buying quality 
b. Standards and Tests 
c. Record keeping 
d. Vendor performance 


. Value analysis (1 week) 


a. Purpose 

b. Techniques 

c. Relation to other de- 
partments 


. Traffic (4 days in traffic de- 


partment 
a. Functions 
b. Rate analysis 


. Delegated functions (1 day 


general 
ment) 


purchasing depart- 


. Commodities (with buyer spe- 


cialist) 


. Steel (2 weeks) 
. Castings (2 weeks) 
. Motors, engines and turbines 


(2 weeks) 


. Sub-contracting (2 weeks) 

. Capital equipment (2 weeks) 

. MRO supplies (2 weeks) 

. Stationery and office equip- 


ment (1 week) 


8. Commodity markets (1 week) 
9. 


Miscellaneous (Lumber, fuel, 
etc. (1 week) 


E. Review (1 week general pur- 


_ 
2. 


3. 


chasing department) 

Policies reconsidered 
Relationship of Purchasing to 
the corporation 

Place of purchasing in corpo- 
ration goals. 


PuRCHASING 
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high production, precision retaining rings Engineer; John A. Toth, Buyer; Donald E.,Schott, Product Engineer, of Leece-Neville Co., Cleveland 





PURCHASING VIEWPOINT: Initial price of a component is only 
part of the story. Final installed cost is even more important 
to a purchasing man. It’s here that Truarce retaining rings are 
most likely to save your company money. Some of the reasons 
why are shown above. More in Catalog RR 10-58, ask for it. ».. 


(~) WALDES 


ae TRUARGC RETAINING RINGS 


WALDES KOHINOOR, INC., 47-16 Austel Place, Long Isiand City 1, N. Y. 


TRUARC RETAINING RINGS . .. THE ENGINEERED FASTENING METHOD FOR REDUCING MATERIAL, MACHINING AND ASSEMBLY COSTS 


©1959 WALDES KOHINOOR, INC, 
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Employment Service 








PURCHASING AGENT 


Man wanted with educational 
purchasing background for 
consolidated prep schools. In- 
stitutional purchasing exper- 
ience preferred but not neces- 
sary. Include education, age, 
experience, and salary re- 
quirement in resume. Write 
Box 522. 











Experience: Three years purchasing 
and accounting with leading company 
in electronic and missile field. Ex- 
pediting, analyzing bids, coordinating 
activities between engineering and 
vendor and interviewing and negotiat- 
ing with salesmen. Thorough back- 
ground in inventory control and sched- 
uling, shipping, office management. 
Familiar with government procure- 
ment regulations and specifications. 
Education: B.S. bus. adm.—major in 
marketing. 

Will relocate. 

Write: Box 416 


Experience: Four years as plant pur- 
chasing agent for multi-plant manufac- 
turer of medium and heavy machinery, 
following home office training in pur- 
chasing. Active in cost reduction, prod- 
uct redesign, and foremen’s training 
programs. Desire more challenging po- 
sition, including additional supervisory 
responsibilities. 

Education: B.S. in bus. adm., majoring 
in industrial management. Graduate 
courses in economics. 

Will relocate—U. S. or abroad. 

Write: Box 413 


Experience: Twenty years in purchas- 
ing, graphic arts, advertising, market 
research, etc. Now purchasing agent 
for national publishing firm; purchases 
from “adding machines thru zinc”. 
Strongest forte is administration and 
organization. Continually effected sav- 
ings beyond amount of yearly salary. 
Successful working axiom is: “To work 
smarter—not harder”. 

Education: B.S. bus. adm. 

Will relocate. 

Write: Box 417 
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SUB-CONTRACT BUYER 


Large Midwest electronics 
manufacturer needs young, 
experienced college graduate 
to assume responsible pro- 
curement position. Position 
requires degree in engineer- 
ing and/or business. Prefer 
experience in military pro- 
curement with knowledge of 
ASPR’s and cost accounting. 
Responsibilities of this posi- 
tion include negotiation of 
fixed and cost-type contracts 
and administration of research 
and development programs. 
Excellent opportunity for 
management exposure and 
visibility. Salary: $550 up 
commensurate with qualifica- 
tions. Please send resume to: 
Box 520. 





PURCHASING AGENT 


Major hotel chain has open- 
ing for well qualified purchas- 
ing agent. Must have had sub- 
stantial experience in either 
procurement, purchasing, sell- 
ing or designing hotel, res- 
taurant or kitchen equip- 
ment, supplies, furniture, fix- 
tures, etc. Will have super- 
visor responsibility of  es- 
tablished purchasing depart- 
ment. Salary open. Forward 
full resume to Box 519. 

















Experience: Ten years diversified in- 
dustrial buying experience in San 
Francisco area. Past 5 years with 
national food processing firm. Strong 
on MRO items. Experience in ware- 
housing traffic & quality control work. 
Education: B.S. Bus. Adm.—manage- 
ment major—also various NAPA 
courses. 

Write: Box 401 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 











DIRECTOR OF 
PURCHASING 


Director of purchasing need- 
ed for an eastern county 
board of education. System 
includes over 100 schools, 
kindergarten threugh grade 
twelve, plus a junior college. 
Write Box 521. 











Experience: Fifteen years extensive 
purchasing experience with major air- 
craft engine company including ex- 
pediting and buying of stampings, 
molded and extruded rubber, gaskets, 
rivets, mill and hardware supplies, 
cold headed and finished parts. 
Education: Certificate traffic manager’s 
institute. Certificate international ac- 
countants society in accounting. Com- 
pany conducted lectures on purchasing 
procedure. 

Will relocate. 

Write: Box 414 


Experience: Currently employed with 
large automotive manufacturer ex- 
pediting purchased parts. Have had 
work experience in the following de- 
partments; purchasing, traffic, produc- 
tion control, accounting, material han- 
dling, industrial relations. 

Education: B.S. bus. adm.—major in 
marketing. One year formal study in 
industrial management courses — 
studied; purchasing, traffic, account- 
ing, budgeting. 

Will relocate. 

Write: Box 415 
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this standard wheel made history at Buick 


To grind input shafts for automatic transmissions, Buick Division of 
General Motors Corporation uses Carborundum’s new line of 
NATIONAL STANDARD grinding wheels. These wheels were selected 
after thorough testing in Buick’s Tool Research Department. 

At Buick, snap grooves in an input shaft blank are held to extreme 
tolerances with a Carborundum “Job- Engineered” STANDARD 
wheel. Here, the superior form-holding ability of this wheel made it 
possible to increase production and still maintain precision 
tolerances. All STANDARDS are of consistent high quality and 
performance-proved for even the most critical grinding 
applications. It will pay you to select your grinding wheel requirements 
from this line of NATIONAL STANDARDS. On your next order... 


Specify “Job-Engineered” 
NATIONAL STANDARDS by 


| CARBORUNDUM 


be ce REGISTERED TRADE MARK 
WRITE FOR YOUR CATALOG OF NATIONAL STANDARDS, Form A-1489, and 
prove to yourself how “Standards” can solve many of your abrasive problems. Send 
your request to The Carborundum Company, Dept. P 81-94, Niagara Falls, N.Y. 
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VARY-TALLY MULTIPLE-UNIT 
RESET COUNTERS MEDIUM SIZE COUNTERS 
SMALL RESET COUNTERS (Hand-Operated) 


¢ ’ Direct Drive (Series 1100) for 1000 
Revolution Counter adds one count for Widely used in stock control, traffic control, counts por minute. Revolution Drive 
each turn of shaft. Ratchet Counter adds quetity contrat, inspection, estimating, etc. Series 1101) for 500 counts . . . Ball 
one for each oscillation of lever thru ingertip pressure on each key registers each earing shaft mounting for 750 counts. 
angle of 40-45°. Each type may be count. Entire horizontal bank resets with one Rotary Ratchet (Series 1106) for 150 
furnished as a Combined Counter with touch of one reset knob. Available in prac- counts. Reset or non-reset. Case Di- 
totalizer unit. Lock-and-key reset also tically any number and arrangement of mensions: 45" long, 1'%," high, 1! %4" 
available. counters. wide. 3, 4, 5, 6, 7 or 8 figures. 








See your Distributor for all the modern 
“THINGS THAT COUNT” 


NEW "VISICOUNTER" * d Root 

Features greater figure-visibility with ee ’ ”? .. give your Veeder- 
I t count 

dome-shaped window, and increased Before you say can . 
ruggedness and durability. Includes fi out how you can count it... 
eavy-du unting features well-known 6 gure 
to Geers” of Voeder-Root Box-Type Distributor a chance to 
Counters. Speeds: Ratchet — 500 counts 


‘ , . From these stand- 
r minute; Geared — 1000 ; or 1m ulse it may be. 
Counts. Dimensions: 4.4 iong, 2.8" wide, whatever unit, motion Pp 


nashentetihenelaenata ard manual, mechanical and electrical ness he has in yoges 
he can work out almost any industrial counting problem. 
don’t count yourself out of savings and profits you may ” 

even know can be obtained. Count on your Veeder-Root Dis- 


im in today. 

tributor to show you how to get them. Call him 1 y 
HIGH-SPEED 
Series 1283 (Geared) Series 1378 (Ret shet) 
es ea es atc . 
Counters have 2 sets of wheels: Count- ed e r-Ro ot inc ° 
He —. and aeaals now aa Cnt 
redetermining wheels are se an 

to the exact number of strokes. turns, INCORPORATED/Hartford 2, Connecticut 
proces. eee eyed coun tile, $. C Altoona, Pa. * Chicago * New York 
wheels rea e same as setting of the ° e, S.C. © yp OS 
predetermining wheels, a contact acts to Hartford, Conn. * Greenvi 


i i Agents in Principal Cities 
alarm or light and stopping machises” Los Angeles * San Francisco ° Montreal. Offices and Ag 
alarm or light and stopping machine. 





HAND OPERATED 
COUNTERS 
The Hand Tally Counter 
(Series 1023) adds one 
or each depression of 
the thumb lever, and is 
reset to zero Y a single 
wee of the reset ELECTRICAL 
nob. 


CONTACTOR 
WORM-DRIVEN 


The Clutch Speed Count- Series 1048 Contactors assure positive 
MEASURING COUNTERS er (Series i621) counts actuation Gf Veeder-Root Electro-Mag- 
Geared to indicate in terms of yards, ® revolutions of any rotat- netic Counters. Heavy-duty construction 
feet, meters, or other units specified. ing shaft or member. Its features replaceable contactor arm and 
Material passes over friction wheels i internal clutch operates replaceable contact screw. Drive: ratchet 
which may be grooved, knurled, smooth- counter only when rub- (lever), or rotary (forked coupling). Di- 
surfaced or rubber-covered. Forked bertipis pressed against mensions: 3%" long, 3%” high, and 3” 
coupling if desired. the shaft. wide (approx). Lever, 5” long. 


a ae 


Rx, 


ELECTRO-MAGNETIC COUNTERS MALL RESET 
ELECTRO-MAGNETIC COUNTERS 


Series 1205 and 1248, for 24, 115 and 230 ELECTRO-MAGNETIC COUNTERS 
Series 1591 is rated at speeds up to voits AC and DC. Base mounted or panel Series 1507 includes base and panel- 
3,000 counts per minute. 4 or 6 figures. 


GENERAL PURPOSE 
QUICK-RESET HIGH SPEED 


mounted. Knob or lock and key reset. Rug- mounted counters for moderate duty not 
Manual or electrical reset. Operating gedly built for speeds up to 1,000 counts per ey gees life or high speed. 
voltages: 6, 12, 24, 48, 115, 230 volts minute. Widely used for remote indication. 24 and 115 voits AC and DC counting 
DC. Reseiting voltages, the same. For 6 figures a Dimensions: Base mount, 3 %"” coils. 3 or 4 figures. Overall Dimensions: 
AC, suitable external components are long. 2%" high, 1%” wide. Panel mount Base mount, 2%2" long, 2s" high, 2%" 
added. Electrical reset counter 4.4" long. slightly larger. wide. Panel mount slightly larger. 
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e TELEPHONE NUMBERS Tw 
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Conover- Mast Purchasing Directory 


can be kept right at your desk Conover-Mast 


s se 
Because C-MPD is designed for industrial buying it is com- Purchasing Directory 
pact... yet complete. And now you can use it for checking 
telephone numbers of companies that sell to industry. Never ° 
before has so much information been put into one volume for MUrray Hill $-3250 
industrial Purchasing Agents. 


205 E. 42nd Street »* New York 17, N. Y. 














DESSTON has the edge... 


» in quality saws for industry 


LANCER-Tooth Metal Cutting Band Saw. The LANCER’S 10° positive 
rake angle means each tooth cuts, not scrapes. The LANCER is excep- 
tional for non-ferrous metals, castings, wood, and plastic. This 
hard-edge flexible back bandsaw blade cuts with hairline accuracy at 
maximum feeds. Cuts faster. Cuts smoother. Cuts more economically. 
Produces fully formed chips . . . clears them faster. Wears longer. 





Super-Safe Hand Hack Saw Blade. Un- 
breakable tungsten high speed steel 
blade. It’s tough. . . strong . . . hardened 
on the tooth edge only. Scientifically 
designed to meet rigid safety require- 
ments. Resists wear...teeth stay 
sharp longer. Increases production... 
decreases downtime. Lowers operating 
costs. Also available in power blades- 
high speed steel edge welded to tough 
alloy steel backs. Compare these Disston 
blades to high molybdenum content 
blades. 


Diss-Croloy Circular Saw. Excellent for 

long-run production cutting of non-fer- 

rous metals, such as brass, copper, alumi- 

num, magnesium, etc. Also recom- 

mended for cleaner cutting of plastics on 

bench or radial machines. High finish on 

sides .. . less friction drag. Cuts cleaner. 

DISS-CROLOY Stays sharp longer. Polished curved gul- 

i :, TS let produces free flow of chips. Closely 

iz } 7935933 XK 0 i] controlled side clearance with high finish 

JUNI Ue gives cooler running saw. 6” to 16 
Hearty OISSTON DIVISION * HK. PORTER COMPANT.ING §=diameters ... other sizes on request. 

Disschrome Saws. New smooth-cutting 

wood saws. Made of nickel-chrome mo- 

lybdenum steel with hard-chrome plat- 

ing for longer wear. Not just a beauty 

plating, this tough chrome preserves the 

cutting edge . . . gives the blade extra 


io SSSTro rust and corrosion resistance. Disschrome 
L Ue j 


saws cut cleaner, lessen dow ntime. 


Made for almost every cutting job, Disston saws stay sharp 
longer, cut cleaner, lessen downtime. Customers know about 
Disston quality from experience, and from Disston’s consistent 
national trade advertising. And remember, it’s Disston’s policy 
to sell through industrial distributors. Write for Disston tool 
catalogs to Disston Division, H. K. Porter Company, Inc., 347 
Tacony, Philadelphia 35, Pa. In Canada: Acton, Ont. 


DISSTON DIVISION H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION 

Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVISION 

Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION; and in Canada, Refractories, “Disston’’ Tools, 
Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD 
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Wont Rust— Ever! 


ALU MIN U M 
FASTENERS 


make your product 
last longer, worth more 


Rust, stains, and weakened joints can destroy 
all the quality you put into a product—and 
this is exactly what can happen with 
conventional ferrous fasteners. Even coated 
ferrous fasteners can be damaged during 
assembly, and later cause damage by corroding. 


But not with aluminum fasteners and 
components! They last the life of the product 

. . and longer. Rust can’t weaken the fastener 
because aluminum just can’t rust—ever! Nor 
will aluminum fasteners create rust stain. Your 
products and components remain free of fastener 
trouble. And parts requiring maintenance are 
easy to disassemble and put together again— 
there’s never any binding rust. 


Of course, all aluminum parts and products should SE 
be fastened with aluminum. Fastenings of dissimilar 
metals can create corrosion and deterioration. 

Aluminum fasteners assure the good looks and 

quality of a product, don’t weaken with age, 

and are low in cost. They can also be used with 

wood, plastic, textiles and plaster. 


The next time you specify fasteners, consider the 
added quality of aluminum. If you have fastener 
problems or would like further information on 
aluminum in fastener applications, write to the 
Reynolds Metals Company, Box 2346-NB-7, 
Richmond 18, Virginia. 


REYNOLDS DOES NOT MAKE ALUMINUM FASTENERS, . j en “ae 
BUT DOES SUPPLY THE FINEST QUALITY ALUMINUM y The Finest venre 
TO THE FASTENER INDUSTRY. . . write today mauhe with enieas 
for the names of leading manufacturers are made with 
\_ REYNOLDS GS ALUMINUM 
Watch Reynolds TV show—“Walt Disney Presents” > 
—every week on ABC-TV 
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